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Fire-Casualty Cos. 
Oppose Commission 
Bills in Albany 


But Agent-Broker Groups Favor 
Passage of Mahoney Legislation 
With Amendments 


SUPT. DINEEN URGES ACTION 


Sees Producer Right of Consulta- 
tion as Step Toward Col- 
lective Bargaining 











By Wat ace L. Criapp 


Monday’s public hearing in Albany 
on the senate and assembly bills in- 
troduced February 22 in the New York 
legislature “to amend the insurance law 
in relation to the authorization of vol- 
untary cooperative commission agree- 
ments” brought out in bold relief that 
stock fire and casualty companies are 
opposed to the proposed legislation and 
see no need for legalizing cooperative 
agreements at this time. In contrast, 
the brokers’ and agents’ associations 
of New York City with one exception 
supported the bill and so did the New 
York State Association of Insurance 
Agents through its spokesmen, John C. 
Stott, past president, and J. W. Rose, 
secretary. But certain deletions and clari- 
fication of language in the bill were 
offered by the agent groups. 

The position of the Insurance Brokers’ 
Association of New York, as expressed 
by George H. Ort, executive vice presi- 
dent, was that there is no necessity 
for any such legislation at this time 
“as we are not aware of any dangers 
to the public with whom we deal, in 
the present situation.” However, if the 
legislature feels that a cooperative 
agreement bill is necessary to protect 
the public, Mr. Ort said that his or- 
ganization would favor the right of 
consultation which is provided in the 
Present bill. 

The opinion expressed on February 24 
by State Attorney General Nathaniel 
b. Goldstein that the operation of the 
Acquisition Cost Conferences in the 
casualty, surety and fidelity fields is 
illegal and in restraint of trade under 
the amended Donnelly Act of New 
York, figured prominently in the three 
hours of testimony given by company 
executives, association spokesmen and 
producers before the Joint Legislative 
Committee on Insurance Rates and 
Regulations which had called the hear- 
ing. The company men were decidedly 
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PROTECTION and SAFETY 
GO HAND in HAND 


More cars on the roads — more children 
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in school means there’s more reason for 
responsible thinking. The London & 
Lancashire Group salutes Agents 
and Brokers throughout the 
country for their work towards 


a safer America. 


Worthwhile things deserve the best in protection 


tHE London & Lancashire 
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The White Line... 


Someone has expressed himself as believing that the greatest 
invention of modern times is the white line painted down the 
middle of an automobile road. The white line keeps you on your 
side of the road and the other fellow on his. It is simply the silent 
command to share the responsibility for safety on the highway. 


Statistics as to the number of accidents on automobile roads 
startle us. There are no statistics as to how many lives the white 
line has saved. 


Every man who stays in business drives by the rules of the 
white line of ethics. By unspoken agreement your competitors 
drive by the same rules you do. Each one protects all the others. 
When you pay attention to the white line of ethics you invite 
others to share the highway of business on fair terms. 


On the automobile road the upkeep on the white line is taken 
care of for you. In business ethics you must consciously keep the 
line clean and white. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 
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Says Carrol Shanks 


This periodical is available through 
the generosity of the 


Baltimore Association of Life 


Underwriters 
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High Investment Needed in Plant, 
Equipment, Prudential’s Presi- 
dent Tells Contractors 


oe an Caters 
CITES WELFARE PROGRAM 
Gigantic Projects That Drain Off 
Capital Needed to Img -ove 
Industry Operations 





Taxing 
should go into plant and equipment tv 
increase the hourly productivity of 
workers can destroy the economic health 
of this country, Carrol M. Shanks, presi- 
dent of The Prudential, told the Asso- 
ciation of General Contractors meeting 
in New York this week. Failure to keep 
abreast in modernization of plant and 
equipment was one of the biggest fac- 
tors in the decline of British power, he 
said. 

A recent survey showed great need 
for new and more modern facilities for 
low-cost production and that business 
has plans to spend $55 billion in the 
next five years on plant and equipment 
if it can get the money in a reasonably 
good business climate in one of three 
ways—borrowing, equities or 
plowing back earnings. Mr. Shanks dis- 
cussed each method of raising capital. 


Outlook for Capital 

“We see in operation glmost daily a 
vast and continuing propaganda effort to 
convince the people of this country that 
profits somehow are evil and inimical 
to the working-man,” he said. “High 
taxes and the threat of higher taxes 
and the campaigns against profits work 
against the availability of plow-back 
earnings in large volume as a continuing 
matter. 

“The stock market today is and for 
most of the last two decades has been 
a great stop signal for the sale of 
equities. Large numbers of stocks of 
well established and successful com- 
panies are selling below their liquidation 
value and in many cases below even 
their share of net current assets or 
working capital. Since the early thirties 
many even large and successful corpora- 
tions have been unable to sell common 
stock, or for that matter preferred, stock 
at a reasonable price. 

“Inability to sell equities quite nat- 
urally causes many corporations to turn 
to borrowing. Perhaps as an investor 
with money to lend, I should like this. 
But I cannot look with other than fore- 
boding upon borrowing which is _ not 
part of a balanced program and where 
there seems no possibility of balance in 
the future. Some corporations have 
ample room for borrowing, others little 
or none. In the case of almost any 
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Again in 1948 


NORTHWESTERN 


MUTUAL 


records a growth which has a special 


significance to each 


of its 


@ The 91st Annual Report of Northwestern Mutual 
carries new evidence of sound growth. 

For example, the insurance in force has increased 
another $323 millions. This is a new company record. 

Again, the size of the average policy has reached a 
new high of $4,268. 

For Northwestern Mutual, such advances are par- 
ticularly noteworthy since this company has always 
made quality, rather than size, its main objective. 


ag ents 


And it will be satisfying, as always, to this com- 
pany’s agents to see that more and more people have 
come to realize what they themselves know so well— 
the many significant advantages, including low net 
cost, offered to policyholders in Northwestern Mutual. 

Copies of the 91st Annual Report are being mailed 
soon to policyholders. If you would like one sent to 
you, write The Northwestern Mutual Life Insurance 
Company, Milwaukee, Wisconsin. 
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HIGHLIGHTS 


Number of Policies in Force...............+. 
RAGS NAIRIE TENORIO sooo 5555 515% 6 wi '0o 0 Alo oo ss 
REBES So coe iw acian bn 45s 40eNS oes hee CINE ae 
ar Pe iso 'eies ici vseo dons aeguseeeeenies 


Mortality Experience— Favorable Again 


FINANCIAL STATEMENT 


ASSETS 


United States Government Bonds*....... 


eee ee eB 413,989,450 


Other Bonds.......< 6c 5 cs ce chad a ce a Oe fase os 3 ee Ooe 
Pierre TOtOOKS Sk 6s se dec ad oa wa Ae Sot 46,376,953 
Miortgmae Tisens : . 5... oon os os cn oe cess cv se oe , 
ed MIMO. soo ai sca sailed aa Badu dome 36,964,949 
EE Ete er 83,458,292 
SS i Re Se, CTR ee Er Ce te 31,101,340 
Interest and rents due and accrued............... 17,506,948 
On REN ROE Sop ee Ay, OR ire See ae 24,626,352 
EO MISOINIS 5 ccc dite Qeincad walem ah s¥eeaw. sesers 88,219 

$2,291,225,104 


*Includes $260,000 on deposit with public authorities. 


Ce 


1,342,745—(New High) 
ssi idoog cinaie ecerpile ieaiete $5,730,.312,586—(New High) 
sicielesbrpielela roraratsleleretetone 2,291,225,105—(New High) 
158,000,000—(New High) 


AS OF DECEMBER 31, 1948 


LIABILITIES 
Reserves for Insurance and Annuities ......... .. .$1,768,513,542 
Present value Policy Proceeds being settled under 


nent CE: 5S FAS 300,481,471 
Dividends left with company. ............05 +--+: 14,693,232 
Dividends payable in 1949...................... 38,100,000 
Policy Claims in process of payment.............. 11,966,700 
Reserve tor 1969 taxes ...6 cscs os do ee wee woe cers 3,260,000 
Reserve for Other Inabilities: .): 0.2 6.46. eon. 5,214,473 
Contingency Reserve. ..°.. 0.60 i secs ce eeee 148,995,686 

$2,291,225,104 


The NORTHWESTERN MUTUAL Life Insurance Company 


MILWAUKEE, WISCONSIN 
Est. 1858 
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National Industrial Conference Board 


John S. Sinclair, former executive vice 
president, New York Life, is president 
of National Industrial Conference Board, 
Inc. which is the country’s oldest re- 
search and educational institution for 
cooperative study of the economic and 
administrative problems of American 
business by economists and _ business 


men. It was founded in 1916 by asso- 
ciations representing twelve branches of 
industry. The Board is a non-profit in- 
stitution, not endowed but supported 
principally by voluntary contributions 
ee annual subscriptions from large and 
small business concerns, labor unions, 
industrial organizations, libraries and in- 
dividuals. 
Board Members 


Among the insurance company board 
members of National Industrial Confer- 
ence Board are these: 

William W. Bodine, financial vice pres- 
ident, Penn Mutual Life; Arthur M. 
Collens, chairman, Phoenix Mutual Life 
(also trustee and vice chairman); Wil- 
liam J. Graham, a director of Equi- 
table Society; Devereux C. Josephs, 
president, New York Life; James S. 
Kemper, chairman, Lumbermen’s Mu- 
tual Casualty; Laurence S. Kennedy, 
president, Marsh & McLennan; James 
L. Madden, second vice president, Met- 
ropolitan Life (also a trustee) ; Benjamin 
Rush, Jr., vice president, Indemnity In- 
surance Co. of North America. 


Frank A. Christensen, president, Amer- 
ica Fore Insurance Group, and Col. 
Frank D. Layton, chairman, National 
Fire, are representative NIC Board mem- 
bers from National Board of Fire Un- 
derwriters; W. E. McKell, president of 
Association of ‘Casualty and Surety 
Companies, and first vice president of 
American Surety; and Floyd N. Dull, 
presidént, Preferred Accident, are repre- 
sentative NIC Board members from As- 
sociation of C. & S. Companies. The 
American Mutual Alliance has as its 
representative NIC Board members, C. 
E. Hodges, president, American Mutual 
Liability, and L. G. Purmont, president, 
Central Manufacturers Mutual. The Na- 
tional Board of Fire Underwriters, As- 
sociation of ‘Casualty and Surety Com- 
panies and American Mutual Alliance 
have an affiliation with National Indus- 
trial Conference Board. 


Human Relations in Industry 


The National Industrial Conference 
Board was one of the earliest organiza- 
tions to study the problems of human 
relations in industry and it still considers 
that the difficult problems of this kind 
that face business todav, both in the 
work place and in the market place, 
must be understood and effectively 
treated if the nation is to escape steady 
deterioration of productivity and morale 
in our economy. The Board has made 
an unusually fine contribution to the de- 
velopment of knowledge and practice 
in human relations problems in its more 
than three decades of existence through 
the work of its division of personnel 
administration. During the past two 
years it inaugurated a series of special 
conferences of chief executives to stim- 
ulate closer attention to these problems 
ot human relations, to explore some 
aspects of them and to assist in the 
application of still better methods of 
dealing with these factors. More con- 
ferences of this nature will be held. The 
round table conferences of the Board 
have included forums on these subjects: 
“Outlook for Business,” “Outlook for 
curity Prices,” “Britain’s Economic 
Crisis,” “Trends in Industrial Decentral- 
12 tion, ” “Profit Sharing for the Wage 
ES rner and Executive,” “Meeting the 
, 


Si 


ch Cost of Government,” “Replace- 
* ent Costs and Depreciation Policy,” 

ompany Policies for Promoting Stabil- 

tion,” “Food Supply, Demand, Price,” 
E fective Selection of Personnel,” “The 


Fight for Peace: America’s Contribu- 
tion,” “Industry’s Capital Problems,” 
“Increasing the Efficiency of Industrial 
Buying,” “How to Control Credit,” “En- 
ergy Problems in Industry,” “Industry’s 
Community Relations,” “Employe Atti- 
tude Surveys,” “America’s Answer to 
Communism,” “Financial Consequences 
of Rearmament.” 
Authorities in Conference 

Many of the leading men in American 
industry, finance, education and public 
life have taken part in these round table 
discussions. Among those who have been 
chairmen of the Round Table confer- 
ences have been Murray Shields, vice 
president, Bank of the Manhattan Co.; 
William B. Given, Jr., president, American 
Brake Shoe Co.; A. D. Berning, resident 
partner, Ernst & Ernst; Marion B. 
Folsom, treasurer, Eastman Kodak Co. : 
Henry S Sturgis, vice president, First 
National Bank of City of New York; 
George B. Roberts, vice president, Na- 
tional City Bank; Robert E. Wilson, 
chairman, Standard Oil of Indiana; Gen- 
eral Brehon B. Somervell, president, 
Koppers Co., Inc.; Ordway Tead, chair- 
man of the Board of Higher Education, 
City of New York; Eugene Meyer, The 
Washington Post. In the Employe Atti- 
tude Survey Round Table two insurance 
men were among the speakers: F. Bruce 
Gerhard, vice president, Prudential; and 
John Marshall Holcombe, Jr., managing 
director, Life Insurance Agency Man- 
agement Association. 

Publications Issued 

In addition to a long list of special 
reports in the field of business econom- 
ics, business practices and personnel ad- 


NICB President 





Greystone-Stoller Corp. 
JOHN S. SINCLAIR 


ministration, the Board issues regular 
periodical publications. Two of the out- 
standing ones are “The Conference Board 
Management Record” and “The Confer- 
ence Board Business Record.” A new 
edition has been printed of the Board’s 
“Economic Almanac,” a standard refer- 


NIC Board’s Insurance Members 


The following insurance companies or 
insurance firms are subscribers to Na- 
tional Industrial Conference Board: 


Acacia Mutual, Aetna Life, Agricultural, 
Alexander & Alexander, Inc. (New York), 


Allstate, American Automobile, American In- 
ternational Underwriters, American Mutual 
Liability. 


Bankers Life Co., Capitol Life of Denver, 
Commercial Union, Connecticut General, Con- 
necticut Mutual, Continental (Fire). 

Employers Mutual Liability, Equitable So- 
ciety, pi sonal of Iowa, Fidelity Mutual, Fire- 
men’s New Jersey, General Accident, Glens 
Falls, Great American, Guardian Life. 

John Hancock, Hardware Mutual Casualty, 
Hartford Fire, Hartford Steam Boiler, Home 
Insurance Co., Home Life, Insurance Co. of 
North America, Jamestown Mutual. 

Lincoln National, Liberty Mutual, Lumber- 
mens Mutual Casualty, Marsh & McLennan, 
Manufacturers Mutual Fire, Massachusetts Mu- 


tual Life, Mather & Co. of Philadelphia, Metro- 
politan Life, Michigan Mutual Liability, Mutual 
Benefit, Mutual Implement and Hardware, 
Mutual Life of New York. 

National Fire of Hartford, National Life of 
Vermont, New England Mutual, New York 
Life, North Carolina Mutual Life, Northwestern 
Mutual, Pacific Mutual, Penn Mutual, Phoenix 
of Hartford, Phoenix Mutual Life of "Hartford, 
Preferred Accident, Provident Mutual, Pruden- 
tial of Newark, Paul Revere Life, Royal-Liver- 
pool Group. 

St. Paul F. & M., Security of New Haven, 
Standard Accident, State Farm Mutual of II- 
linois, State Mutual Life, Travelers, Union 
Automobile Indemnity, United States F. & G., 
Washington National, Zurich. 

Affiliated insurance organizations are Ameri- 
can Mutual Alliance, Association of Casualty 
& Surety Companies, Institute of Life Insur- 
ance, Insurance Executives Association, Na- 
tional Board of Fire Underwriters and Texas 
Employers Insurance Association. 





Conn. General Puts Agents 
Under Social Security Act 


Connecticut General Life announced 
completion of arrangements to make 
available to its agency representatives 
the benefits of Social Security. By this 
change, effective January 1, 1949 the 
company is establishing an employe 
status for these representatives. 

F. H. Haviland, vice president in 
charge of agencies, said: “The addition 
of Social Security benefits will give 
our representatives in the field a similar 
degree of security to that enjoyed by 
our salaried personnel in Hartford and 
elsewhere. These field representatives 
already have Group life insurance, hos- 
pital expense insurance, and a pension 
program, all of which we made available 
to them in 1943. It pleases us a great 
deal to be able to add the benefits of 
Social Security to this program. This 
voluntary action on the part of the com- 
pany becomes particularly important in 


view of the proposed increase in Social 
Security benefits outlined in President 
Truman’s recent message to Congress. 

“Another important result will be the 
tax advantages to our representatives 
of a fully approved pension plan. The 
company makes substantial contributions 
under its program toward building the 
pension funds for representatives’ re- 
tirement. The establishment of an em- 
ploye status removes any question of 
an undue tax burden on the representa- 
tives at the time these company con- 
tributions become vested in the repre- 
sentatives.” 





Senator O’Mahoney Denies 


Move for Gov. Insurance 


Washington—In an interview with the 
correspondent of The Eastern Under- 
writer, Senator Joseph C. O’Mahoney 
(D., Wyo.) branded as “fantastic” a 
story in a New York insurance paper to 
the effect that he intended to press for 
legislation to “put the Government into 
the life insurance business.” He denied 
that he had conferred with the Justice 
Department in reference to such a bill 
as claimed in the published story. 


ence book for business men, economists 
and teachers. Also published are “Road 
Maps of Industry” and “Desk Sheet for 
Current Business Indications.” Another 
publication—going to subscribing associ- 
ates—is “Conference Board .Previews.” 
Still another publication is “American 
Affairs,” editor of which is Garet Garrett. 

The Board is the only non-govern- 
ment agency which does “Cost of Liv- 
ing” for the United States as a whole. 

A series of studies of a particular 
interest to insurance men has been pub- 
lished. They are studies of the individual 
and collective securites. 


The first i is called “Budgeting the Costs 
of Illness.” No. 2 is “German Experience 
with Social Insurance.” No. 3 is “Com- 
pulsory Health Insurance” and No. 4, 
“Financing Old Age.” This is by Henry 
W. Steinhaus, who is on staff of Presi- 
dent T. I. Parkinson of Equitable Soci- 
ety. Another in the series is “Social 
Security and the Economics of Saving.” 


Oustanding Economists Prepare Studies 


Outstanding economists, mostly with 
American universities, are authors of 
studies having to do with economic de- 
velopments. Titles are “Business Out- 
look for 1949,” “Should We Return to a 
Gold Standard,” “Behavior of Wages” 
and “Price Problem Re-examined.” 
These help carry out the purpose of the 
board which is to study and encourage 
wider understanding of current economic 
problems. 


In the Board’s division of business 
economics, timely studies have been 
made of the third postwar year of high 
level business activity and the new crop 
of business problems that were created. 
Rapid changes in the economic scene 
were reflected in major analyses pre- 
sented by the division in “The Confer- 
ence Board Business Record.” Among 
subjects reviewed were sources and ade- 
quacy of venture capital; economic de- 
sirability of lower prices; trends in pro- 
ductivity and labor costs; so-called “dol- 
lar shortage” abroad; labor’s share of 
national income; and outlook for busi- 
ness. 

Career of Mr. Sinclair 


John S. Sinclair worked his way 
through Columbia College and Columbia 
School of Law by acting as tutor to 
students. While an undergraduate he 
entered the first World War and left to 
join the Fourth Officers Training Camp 
as a private, subsequently becoming a 
lieutenant in infantry. Returning to Co- 
lumbia he was graduated from the college 
in 1920 and the law school in 1922. De- 
ciding to make Philadelphia his home 
he was admitted o the Pennsylvania Bar 
and became associated with the law firm 
of Williams & Sinkler. In 1930 when Mr. 
Sinkler became a judge, a new law firm 
was formed—Williams, Brittain & Sin- 
clair, which did general practice including 
corporate and probate work. The firm rep- 
resented the Federal Reserve Bank of 
Philadelphia and in 1934 Mr. Sinclair re- 
tired from the law firm and became 
deputy governor of the bank, later being 
elected its president. As its president 
he served as a member of the Federal 
Open Market Committee and a member 
of its executive committee. 

He became one of the leading citizens 
of Philadelphia, holding such positions 
as president of the Community Fund of 
Philadelphia and a trustee of United 
Charities Campaign and also was a direc- 
tor of the Community Chests and Coun- 
cils, Inc. of New York. In Philadelphia 
he was a trustee of Drexel Institute of 
Technology, of Cheyney Training School 
for Teachers and a trustee of Teachers 
Insurance and Annuity Association of 
America. On July 1, 1941, he went with 
the ‘New York Life as a vice president, 
later becoming executive vice president 
which position he held at the time of his 
retirement from the company some 
months ago. 
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United States Life 
Entering 100th Year 

ASSETS GROW SUBSTANTIALLY 

Capital and Surplus at New High; 


Insurance in Force Almost Five 
Times the Amount Ten Years Ago 








United States Life Insurance Com- 
pany is now entering its 100th year of 
operation. Richard Rhodebeck, presi- 
dent, pointing to the increased public 
appreciation of insurance protection in 
recent years, added that great forward 
strides have been made by United 
States Life during the past decade. The 
company’s insurance in force of $248,- 
688,802, as shown in its 99th annual 
statement, is almost five times the 
amount in force ten years ago. Assets 
also showed a substantial growth in 
that period, its figure of $33,646,489 rep- 
resents four times the assets at the be- 
ginning of the ten-year period, and an 
all-time high. Capital and surplus, held 
for the protection of policyowners, has 
risen to $1,684,359, the highest on rec- 
ord. 

The company’s accident and health 
division, beginning modestly in 1940, 
has produced a substantial volume of in- 
dividual and Group premium income, 
its 1948 total of $1,605,486 being the 
largest amount recorded by the com- 
pany. 

Since its organization, the United 
States Life has issued policies in 19 
countries and territories all over the 
world. To date, over $74,000,000 has 
been paid in benefits to life insurance 
policyowners, beneficiaries, and owners 
of accident and health protection, and 
an additional $30,000,000 is held in re- 
serve to provide for future payments. 


First Policy Issued 


The first policy issued by the United 
States Life was purchased by Mrs. 
Susan Ann Frost, a $2,000 contract for 
an annual premium of $56.80 on the life 
of her husband, Theodore Frost, a Wil- 
- liamsburg accountant. The first offices 
of the company were located at 27 Wall 
Street, New York. 





GARDINER AGENCY MEETINGS 





Two Meetings in March to Carry on 
Successful Program for February; 
Many Brokers Attend 


The Harry Gardiner Agency of John 
Hancock Mutual Life at 225 Broadway, 
New York, held two meetings last 
month that were largely attended by 
the agency staff, advanced underwriters 
and heads of the life insurance depart- 
ments of leading insurance brokerage 
offices of the city. There will be two 
meetings in March on the 7th and 21st 
which will be devoted to “Key-man 
Insurance” and “Investment Insurance.” 

These meetings are addressed by 
Henry Koster, financial consultant and 
editor. They go thoroughly into the 
subjects. The February meetings had 
as subjcts “Estate Tax Insurance” and 
“Stock Purchase Insurance.” 





Dr. Anderson Asst. Medical 


Director of Reliance Life 
Appointment of Dr. Robert L. Ander- 
son, Jr., as assistant medical director is 
announced by Reliance Life of Pitts- 
burgh. 

Dr. Anderson was born in Pittsburgh 
in 1915. His father was a physician 
widely known in medical circles in Pitts- 
burgh. He was educated in the College 
and Medical School of the University 
of Pittsburgh, graduating in 1943. 

After serving his internship in South 
Side Hospital, Dr. Anderson entered the 
service of the U. S. Medical Corps in 
1944. He was a first lieutenant in over- 
seas service. 

Returning to Pittsburgh in 1946, he 
engaged in private practice and also 
took post-graduate work in dermatology 
at the University of Pittsburgh. 








CUff M.Mull 
Case! 


Men who take advantage of oppor- 
tunities are usually happy and successful. 
Opportunities are not made by men, but 


for them. 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, New York 


#8 of a series—#7 appeared last week. 




















N. Y. Life’s Agents Advisory Council 





The 1949 Agents Advisory Council of New York Life met last week with the 
company’s executives at the home office, New York. Pictured here from left to 
right are: seated, E. H. Tetzlaff, CLU, Ventura, Cal.; John J. Walter, Sheldon, Ia.; 
Arthur R. Labusohr, Passaic, N. J.; Mrs. Rose C. Brasch, CLU, St. Louis, Mo.; 
Roger H. Coffee, CLU, San Francisco; Orrin O. Knutson, Minneapolis; President 
Devereux C. Josephs; Vice President Dudley Dowell; and Dale H. Carmean, Topeka. 

Standing—Frank W. Darrow, Albuquerque, N. M.; A. L. Atchison, CLU, Lex- 
ington, Ky.; William H. Powell, Buffalo; Syl L. Deininger, Dayton, O.; Alfred R. 
Autrey, Tulsa, Okla.; Edward J. Mintz, CLU (president of 1948 Nylic Top Club), 
Salinas, Cal.; Josef E. Josephs, CLU, Charlotte, N. C.; Eugene Lysen, CLU, 
Chicago; Earle D. White, CLU, Allentown, Pa.; Clarence W. Worth, San Marino, 
Cal.; Tom C. Logan, Seattle; and Hugh L. Eichelberger, Clinton, S. C. 

Originated three years ago by New York Life, the Agents Advisory Council 
meets each year in a 4-day session at the home office where they discuss problems 
of the company’s agents in the field and make recommendations to the management. 





MASSACHUSETTS INDEMNITY INSURANCE CO. 


Loyal Atkinson, Branch Manager 
50 East 42nd St., New York— MU Hill 7-5212 


Non-Cancellable Disability Insurance | 
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Mutual Life Conference at 


White Sulphur Next Week 


Agency managers and home office 
executives of Mutual Life of New York 
will meet at White Sulphur Springs, 
W. Va. for five days beginning Monday, 
March 7. Louis W. Dawson, executive 
vice president, will open the conference, 

Agency managers will participate in 
nine panel conferences to be directed 
by the company’s divisional superintend- 
ents of agencies, D. D. Briggs, Stanton 
G. Hale, Harry B. Cadwell, Edward EF. 
Waller and Frank B. Jackson. The prin- 
cipal themes will be the selection and 
recruiting of quality, career field under- 
writers; the planning of new organiza- 
tion; training and supervision of field 
representatives; and the responsibility 
of managers and assistant managers. 

Thursday’s meeting will be featured 
by an address on “The New Aptitude 
Index,” by Dr. S. Rains Wallace Jr, 
director of the Research Division of 
Agency Management Association. 

Addresses are scheduled to be made 
by Roger Hull, vice president and man- 
ager of agencies; Donald B. Woodwa-d, 
second vice president; Mr. Briggs, Mr. 
Waller, Mr. Hale, Ward Phelps, direc- 
tor of training; Mr. Jackson, and Rich- 
ard B. Thompson, director of sales de- 
velopment, on “Sales Development.” 

An open discussion of insurance oper- 
ations will be conducted by a panel of 
seven home office officials including Mr. 
Hull, Leigh Cruess, vice president and 
chief actuary; Clifford B. Reeves, second 
vice president; Andrew C. Webster, 
manager of selection; Edward H. Wells, 
actuary; Dr. Richard L. Willis, chief 
medical director; and C. F. B. Richard- 
son, assistant actuary. 

Other officers scheduled to participate 
in additional discussions include Oliver 
M. Whipple, financial vice president: 
Henry Verdelin, vice president and 
manager of real estate; and J. McCall 
Hughes, comptroller. 





NEW YORK LIFE CHANGES 





Training Program Separated Into Two 
Divisions—Field Training and Man- 
agement Training 


A realignment of certain operations 
to expand and strengthen the training 
program for agents and agency men of 
the New York Life has been announced. 
The training program has been sepa- 
rated on.a functional basis into two 
divisions—the field training division, with 
George J. Marsh as director, and the 
management training division, with An- 
drew H. Thomson, CLU, as director. 

The field training division is concerned 
entirely with training of agents and now 
performs all the functions of the former 
sales methods research division which 
was headed by Mr. Marsh. Training of 
managers and’ assistant managers is the 
primary concern of the new manage- 
ment training division, which will con- 
tinue certain functions of the former 
agency training division created in 1946 
under Mr. Thomson. 

George H. Kelley, CLU, has been 
named to the newly created position of 
editor of sales publications. He was 
formerly director of sales publications. 
In addition to having general charge of 
the Nylic Review, publication for New 
York Life’s field force, Mr. Kelley will 
continue to direct and edit sales promo- 
tion material, direct mail plans and policy 
illustrations. Mr. Thomson will have 
general supervision of the sales publica- 
tions division, and J. Dixon Calderwood 
is in active charge of the Nylic Review 
as associate editor. 





S. R. Walker a Director 
Of Equitable Society 


Samuel R. Walker, vice president of 
City Investing Co., has been elected a 
director of Equitable Life Assurance 
Society. Mr. Walker, who was formerly 
a partner of Wm. C. Walker Sons, 
served in the U. S. Marine Corps dur- 
ing the war. He is also a director of 
City Investing Co. 
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ASSETS LIABILITIES 


United States Government Bonds....$163,519,200.00 Reserves on Outstanding Policies....$319,732,195.00 


Municipal and Corporation Bonds.. 27,346,673.96 Installment Payments, 
































Denteweeid Gteeks 21,951,184.00 Matured Policies ...................... 1,190,280.76 

Mortgage Loans 106,791,356.81 Policy Claims Awaiting Proofs........ 1,039,524.71 

Ground Rents 10,776,572.21 Premiums and Interest, 

Real Estate: Home Offic@....sccsccu- 1,296,664.98 ee — 
Sold on Contract......... neeneene: | “OMRESTRORe Ries aoe 

Policy Loans 6,601,980.27 Renansttinnetaiiianeid 

Cash on Deposit in Banks.................. 4,358,193.70 Unallocated Funds .................... 1,109,914.68 

Accrued Interest and Rents.............. 2,579,675.05 Other Liabilities 349,123.66 

Due and Deferred Premium............. 3,792,761.85 Surplus : 23,248,751.25 
Total $350,106,326.72 Total $350,106,326.72 








Total Insurance in Force .... $1,954,309,422 


























theese tg a sixty-year period of sound financial growth and unexcelled 
service to the public. Western and Southern rededicates itself to the task of 
making available, dependable life insurance protection to many thousands of addi- 
tional families. 

With the insurance in force representing nearly four million policies, Western and 
Southern policyholders can look forward with confidence to the continued success 


of their company. ce Be! | Wileams 


President. 


Al Mutual a 


CINCINNATI 


THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 
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GUARDIAN’S NEW 
PREFERRED RISK 
POLICIES 


provide 


¢ level-premium, limited payment life contracts, con- 
taining all the attractive features of Guardian’s other 
policies ; 


¢ Guardian’s regular choice of liberal settlement op- 
tions, including the preferential life income options 
(e.g.—female beneficiary, age 65—$5.88 per month 
per $1000, ten years certain and life) ; 


® premiums payable annually, semi-annually, quarterly 
or monthly; 


® addition of Guardian’s waiver of premium and $10 
per month per $1000 disability income benefit, as 
well as accidental death benefit—(N.B.—Extra divi- 
dends are paid on policies with supplemental disabil- 
ity benefit agreements) ; 


@ addition of Family Income Agreements for 10, 15 or 


20 years, or to age 65 


and 


COMBINE LOW PREMIUM 
WITH LOW NET COST! 


Minimum amount issued— 
either “PR-85” or “PR-70” - 
$10,000 


The 


GUARDIAN 


LIFE INSURANCE COMPANY 


OF AMERICA 


50 Union Square New York 3, N. Y. 











Outstanding Speakers 
For Life Advertisers 


EASTERN MEETING MARCH 17-18 


H. D. Williams, A. B. Stanford and G. 
E. Pendray on Program; Current 
Problems Stressed for Discussion 





Three nationally known and outstand- 
ing speakers from advertising news- 
paper and public relations circles will 
feature the Eastern Round Table of 
Life Insurance Advertisers Association 
at Hotel Roosevelt, New York, March 
17-18. In addition, prominent figures 
from life insurance will take leading 
parts in this two-day meeting which will 
be slanted to interest not only the life 
insurance public relations fraternity, but 
particularly life insurance executives 
and their sales chiefs. 

The meeting will be a critical analysis 
of life insurance public relations, adver- 
tising, and promotional methods from 
the viewpoint of experts outside the 
business, and effects upon sales and 
service activities as seen by experts in 
the business charged with those respon- 
sibilities. This analysis is considered 
especially important at this time because 
of the changing nature of markets in 
this post-war period, pending improve- 
ments in the Social Security Act, and 
the many news items in the press point- 
ing to the possibility of legislative in- 
vestigation of the life insurance com- 
panies. 

Featured Speakers 


Howard D. Williams, president, 
Erwin, Wasey & Co. one of the largest 
advertising agencies in the country, will 
speak at the opening session the after- 
noon of March 17. Mr. Williams was 
graduated from Massachusetts Institute 
of Technology. He started his career 
in engineering in the middle west, and 
then entered department store work in 
New York. He worked his way up to 
executive status in this business, later 
moved on to the National Cash Register 
Co. in Dayton, as a department store 
specialist, and eventually as vice presi- 
dent of this company in charge of all 
foreign business and operations. Early 
in 1933 Mr. Williams joined Erwin, 
Wasey & Co. He is, today, with Louis 
R. Wasey one of the founders of the 
firm and chairman of the board, a joint 
owner of the various Erwin, Wasey 
Companies. 

Alfred B. Stanford, vice president, 
New York Herald Tribune, will present 
the newspaper man’s views to the open- 
ing session, particularly a report on the 
growing tendency of people all over the 
world—and in the United States—to rely 
on the state for their security rather 
than on their own resources or initiative. 
An alumnus of Amherst, Mr. Stanford, 
who is well known as an amateur 
yachtsman and who served as com- 
mander in the navy during World War 
II, began his business career in adver- 
tising in 1925. He was one of the 
founders of Paul Cornell Co. and later 
copy chief as well as a vice president 
and director of Blackman Co., which 
became the present Compton Advertis- 
ing Inc. when he and two others bought 
the firm. Mr. Stanford sold his inter- 
est in Compton in 1942, joined the Navy 
and served in London on the staff of 
European Navy Chief Admiral Harold 
Stark. He was a deputy task force com- 
mander in the Normandy invasion and 
took charge of a naval reconnaisance 
party into Southern France. Returning 
to the United States in late 1944, he 
spent five months as deputy in the Of- 
fice of Price Administration, then was 
special assistant to the chief of the 
Naval Transportation Service. In con- 
nection with his war service, he holds 
the Legion of Merit, Bronze Star, and 
the Croix de Guerre with gold star. 
After leaving the service, and before 
pee the Herald Tribune, Mr. Stan- 
ford was National Director of the 


Bureau of Advertising, American News- 
paper Publishers Association. 

G. Edward Pendray, head of Pendray 
& Leibert, public relations organization, 
will complete the speakers for the open- 
ing session. Mr. Pendray, counsel on 
public relations to industrial companies 
and organizations, is an outstanding in- 
terpreter of the role industry and sci- 
ence play in the modern world. Lite 
insurance to him is a rare combination 
of business and science which has done 
a great deal‘ and can continue to do 
much for the advancement of public 
welfare. He serves such’major clients 
as the American Gas & Electric Corp 
Brookhaven National Laboratory (spon. 
sored by the United States Atomic 
Energy Commission) Crucible Steel Co. 
Daniel and Florence Guggenheim Foun- 
dation, Stanford Research Institute, 
Stone and Webster Service Corp., Inter- 
national Film Corp., and others. 

He was one of the organizers of the 
American Rocket Society, The National 
Organization of Rocket and Jet Pro- 
pulsion Engineers, editor of its techni- 

cal publication, and later became its 
president. 

He is a graduate of the University of 
Wyoming, and has a M.A. degree from 
Columbia. After finishing college he 
served the New York Herald Tribune 
successively as reporter, assistant city 
editor, picture editor, and science editor. 
He was then science editor of the Liter- 
ary Digest. From there he went to the 
Westinghouse Corp. as assistant to the 
president in charge of public relations 
and education. He helped to develop 
the annual science Talent Search, 
through which each year forty out- 
standing high school boys and girls are 
provided with Westinghouse Science 
Scholarships to the colleges of their 
choice. In 1943, in recognition of his 
work in broadening the study and ap- 
preciation of science and engineering, 
he was awarded the degree of Doctor 
of Laws by the University of Wyoming. 


Insurance Men on Program 


The second day of the meeting, 
March 18 will be devoted entirely to 
problems arising daily in the work of 
LAA members. In the morning there 
will be three round table discussions 
covering “Recruiting,” “Prospecting,” 
and “Selling.” Leading these discus- 
sions are: “Recruiting”—John Brundage, 
director of sales service, Mutual Benefit; 
and Kenneth L. Brooks, assistant direc- 
tor of sales promotion, Prudential. 
“Prospecting’—Royden C. Berger, di- 
rector of advertising, Connecticut Mu- 
tual, and J. H. Warner, advertising 
manager, Aetna. “Selling’—Norman L 
Klages, advertising manager, Reliance; 
and Burt M. Langhenry, assistant vice 
president, Acacia. Leading life insur- 
ance sales experts will headline the 
afternoon of the second day. Bruce 
Palmer, vice president, Mutual Benefit; 
Clancy D. Connell, general agent, Provi- 
dent Mutual; and "Seymour A. Sutorius, 
special agent, Equitable Society, will 
form a panel, assisted by LAA mem- 
bers, A. H. Thiemann, assistant secre- 
tary, New York Life, and Harvey L. 
Kesmodel, sales promotion manager, 
Sun Life, Baltimore. This will be a 
“candid mike” session during which the 
members of the audience will be invited 
to address questions to the board of 
experts having to do with better use 
and distribution of company advertising 
and sales promotion material. Of major 
importance will be questions relating 
to the effectiveness of current methods, 
and to the degree of executive, agercy 
department, and “Grass Roots” coopera- 
tion needed to put together and to put 
across a sound selling plan. 

The Eastern Round Table committee 
in charge of the entire arrangements 
for this meeting consists of: William S. 
Weier, Prudential, general chairm.n; 
Francis L. Cooper, New York Life; 
Charles R. Corcoran, Equitable Socicty; 
Morgan S. Crockford, Excelsior Life; 
Robert Durham, Metropolitan; August 
C. Hansch, Mutual Benefit; Robert M. 
MacGregor, Phoenix Mutual, Sid Shaul, 
Colonial Life; and Joseph B. Treusch, 
United States Life. 
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Lincoln National Promotions 


Wilks, Asst. V.P.; McCall, Reeves, Steere, Asst. Gen. Counsel; 
Crilly, Phelps, Asst. Secretaries; Clark, Steffen, 
Stewart, Asst. Actuaries 


All present directors and officers of 
Lincoln National Life were unanimously 
reelected at the company’s annual meet- 
ing and nine officer promotions were 
announced by President A. J. McAnd- 
less following the meeting. 

Lee Wilks, assistant secretary and 
manager of the claim department, was 
promoted to assistant vice president. 
Ray E. McCall, Gordon C. Reeves, and 
Allen C. Steere, each of whom was for- 
merly assistant counsel, were promoted 
to assistant general counsel. Everett R. 
Crilly, manager of the tax department, 
and John Phelps, reinsurance super- 


visor, were named assistant secretaries. 
Frederick W. Clark, Walter W. Steffen, 





E. R. Crilly 


and Gathings Stewart were promoted to 
assistant actuaries. 

Mr. McAndless, presiding at the an- 
nual meeting, told of the Lincoln Na- 
tional Life’s substantial rate of growth, 


J. Phelps 





F. W. Clark 


W. W. Steffen 


discussed the increase in assets, told 
about the improving rate of return on 
investments, described the successful op- 
eration of the company’s retirement 
plans for employes and agents, com- 
mented on the increase in reserves and 
surplus to protect policyholders, and 
praised the role of company employes 
and agents in making the company’s 
progress possible. 

In discussing the new Social Security 
proposals made to Congress, Mr. Mc- 
Andless said, “Social Security schemes 
should always leave a large field of 
enterprise to the individual so that he 
may follow the harder road to win the 
bigger prize at the end.” In supporting 
this statement, he said: “If the Ameri- 
can people fall prey to the philosophy 
that the state can guarantee everyone a 
Utopian dream of easy living without 
work and production, then we are dull- 
ins those great qualities of courage, en- 
terprise, and adventure which enable us 
to out-produce any of the other nations 
of the world. These qualities have given 
us the incomparably better standard of 
living which we enjoy today.” 

Mr. McAndless introduced Walter O. 
Menge, vice president; Edward D. 
Auer, vice president and manager, mort- 
gage loan department; Henry F. Rood, 
second vice president and actuary, Or- 
dinary department; and F. J. McDiar- 
mid, second vice president and manager, 


investment department, who discussed 
various -details of company operations. 
Careers of men advanced by company 
follow: 


Wilks, McCall, Reeves, Steere 

Mr. Wilks joined Lincoln National in 
1929 after six years’ previous home office 
experience as an assistant actuary. He 
has served as assistant secretary and 
manager of the claim department. He 
is a graduate of the University of Michi- 
gan where he studied actuarial mathe- 
matics, and last year was vice presi- 
dent of the International Claim Asso- 
ciation. As manager of the Lincoln Na- 
tional claim department, he is respon- 
sible for the handling of all claims on 
both Ordinary and Group business. 

Mr. McCall joined Lincoln National 
Life in 1933 as assistant counsel. He is 
a graduate of the University of Michi- 
gan Law School and prior to affiliating 
with the company he was a Fort Wayne 
lawyer. 





L. Wilks R. E. McCall 


Mr. Reeves has served as assistant 
counsel since 1931, except for a two- 
year leave of absence in 1934 and 1935 
when he was attorney for trustees of 
Royal Union Life in Des Moines. He 
joined the Lincoln National Life imme- 
diately after graduation from the Uni- 
versity of Michigan Law School. 

Mr. Steere joined the company in 
1934 as assistant counsel after having 
been active in the practice of law for 
several years in Fort Worth, Tex. He 
is a graduate of the University of Texas 
Law School. 





A. C. Steere 


G. C. Reeves 


Mr. Crilly joined Lincoln National Life 
personnel and planning department in 
1922 after three years’ previous ex- 
perience in home office life insurance 
work. He later served in the department 
of issue and was assistant agency au- 
ditor in the agency-auditing department 
before being named manager of the 
company’s newly-created tax department 
in 1943. 

Mr. Phelps joined the company in 1938 
as a member of the home office under- 
writing department. Nine years later he 
was transferred to the reinsurance de- 


(Continued on Page 13) 





the start. 


Modified Life 3 premiums 


first three years. 








years are 15%, less than in later years. For ex- 
ample, at age 35, per $5,000 face amount, the 
annual premium is only $115.65 for the first three 
years and $136.05 thereafter. 


Thus, in effect, the policyowner receives the 
advantage of dividends in advance! 
dends after three years are usually sufficient to 
reduce gross premiums to the low level of the 


Your First Thought For Cost-Conscious Clients— 
The Prudential's Modified Life 3! 


HOME OFFICE, NEWARK, N. J. 


NO NEED TO THINK TWICE.... 


. « « about recommending The Prudential's 
Modified Life 3 policy when your client needs 
permanent protection that's low cost right from 


during the first three 


And divi- 


THE 





PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 
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C. L. McMillen Manager 
For the Prudential 


HEADS NEW UPTOWN AGENCY 





Well-Known New York Insurance Man 
Has Offices at 347 Madison Avenue 
This City 





There has been. much interest among 
the New York insurance fraternity as 
to the company affiliation of Clifford L. 
McMillen, former leading general agent 
for Northwestern Mutual Life, who re- 
signed that connection recently. On 
Tuesday The Prudential announced his 
appointment as manager of a new agency 
at 347 Madison Avenue, New York, 
which will be known as the Uptown 
Agency. 

Mr. McMillen’s appointment culminates 
37 years’ experience in the life insurance 
field, during the last 17 of which he 
operated a general agency at the Madi- 
son Avenue address. His association 
with Northwestern terminated on De- 
cember 31, 1948. 

Commenting on the appointment, 
Sayre MacLeod, Prudential’s vice presi- 
dent in charge of Ordinary agencies, 
said, “We are happy indeed to welcome 
Mr. McMillen to the ‘Prudential Fam- 
ily.” With his vast experience gained 
from a long and successful life insur- 
ance management career, we are con- 
fident that he will build for the com- 
pany an effective full-time organization 
which will serve the public well. It will 
be our pleasure to cooperate in every 
way possible to help him achieve this 
desirable objective. 

“Mr. McMillen’s appointment does 
not indicate in the least any loss of 
interest on our part in the very large 
brokerage business which has_ been 
brought to us by the fine general insur- 
ance fraternity all over the country. It 
does represent a firm conclusion on our 
part that there is no conflict between 
the building of a successful full-time 
staff and the acceptance and servicing 
of general brokerage and surplus lines.” 


McMillen’s Career 


Mr. McMillen started his insurance 
career as an agent for Northwestern in 





HANCOCK GROUP DEPT. CHANGE 





Group Annuity Administration Under 
P. D. Anderson; Group Annuity Un- 
derwriting Under Manager Powell 


Transfer of the Group annuity ad- 
ministrative operations of John Han- 
cock Mutual Life to the actuarial de- 
partment and of the Group annuity 
underwriting and contract writing oper- 
ations to the Group underwriting de- 
partment has been announced by Byron 
K. Elliott, executive vice president. 

Group annuity administration activi- 
ties are under the immediate direction 
of Philip D. Anderson, manager, Group 
annuity administration division, and 
Winthrop T. Lewis has been designated 
assistant manager. 

Loring W. Powell has been appointed 
manager of the Group annuity under- 
writing division and John D. Cunning- 
ham, Jr. and J. Darrison Sillesky have 
been designated assistant managers. 





G. L. Grimm General Agent 


New England Mutual announces that 
George L. Grimm, CLU, agency man- 
ager at Milwaukee, has been advanced 
to general agent, effective March 1. He 
has been manager of the Wisconsin 
agency for the last two years following 
the death of A. L. Saltzstein, who rep- 
resented the company for 47 years. 

A graduate of the University of Iowa, 
Mr. Grimm entered the life insurance 
business 22 year ago. He joined New 
England Mutual’s Chicago - Swanson 
agency in 1941, served for a short time 
at the company’s home office as super- 
visor of field training and returned to 
Chicago in 1945 as agency assistant in 
the Edgar C. Fowler organization. 


f 





Left to right—Carrol M. Shanks, president, Prudential; Clifford L. McMillen 
receiving manager’s contract from Vice President Sayre MacLeod, and Valentine 
Howell, vice president and actuary. 


1911, upon being graduated from Uni- 
versity of Wisconsin. A year later, at 
the age of 22, he became a partner in 
the company’s Madison, Wis., general 
agency, operating under the name of 
Shakshesky & McMillen. 


During World War I, he entered the 
Army and saw active service overseas 
as a captain in the 335th Infantry. After 
being discharged, he returned to Wis- 
consin and was given the home office 
general agency. 


In 1931, he was appointed general 
agent in New York and opened offices 
at 347 Madison Avenue under the name 


of Clifford L. McMillen and Associates. 
He continued in that capacity until the 
end of 1948. 

Regarded as one of the country’s out- 
standing general agents, during the 17- 
year period he led all other Northwest- 
ern agencies for 10 years and placed 
second four years. 

The new Prudential manager is a past 
president and member of the Life Man- 
agers Association of New York and the 
Midtown Managers Association. He is 
also a member of the Round Table of 
New York City, the University Club 
of New York and numerous other 
organizations. 





the Company. 


THE 


® 
HOME OFFICE, NEWARK, N. J. 








The Prudential Insurance 
Company of America 


is pleased to announce the appointment of 


Clifford L. McMillen 


Manager of the new Uptown Agency 
347 Madison Avenue, New York 17, N. Y. 
Telephone: MUrray Hill 6-5500 


¢ The Agency will place emphasis on the 
development of Special Agents who seek 
career opportunities in life insurance with 


The Prudential. 


e In addition, brokerage business will be 
welcomed on all lines of personal, business 
and Group insurance underwritten by 


PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


@ mutual life insurance company 
WESTERN HOME OFFICE, LOS ANGELES, CALIF. 








Ohio Superintendent 
W. A. Robinson Honored 


500 AT TESTIMONIAL DINNER 





Guests From Many States and Canada 
Pay Tribute to Long Service 
in Department 





The testimonial dinner given to Wal- 
ter A. Robinson, recently appointed Su- 
perintendent of Insurance in Ohio, held 
in Columbus, O., was a fine sentimental 
occasion which was atténded by 500 
guests. The sponsoring organizations for 
the dinner were 13 insurance organi- 
zations in the state, including all divi- 
sions of insurance. Claris Adams, presi- 
dent, Ohio State Life, was toastmaster, 
and princinal address was made by Jolin 
A. Lloyd, vice president of the Union 
Central Life who formerly was Insurance 
Commissioner of Ohio, and had plenty 
of opportunity to see “Robby” operate. 

The speakers all thought that in the 
autumn end of Mr. Robinson’s career 
no finer gesture could have been made by 
the Governor than the appointment of 
“Robby” to head the Department. He 
had gone into that department in 1910 
and served under nine governors and 17 
Commissioners. 

“He has been an especially fine public 
servant,” said Mr. Lloyd, “one of those 
valued by the public and highly respected 
by the industry.” He felt sure the insur- 
ance companies will give him every co- 
operation. Claris Adams said that a great 
American jurist had once expressed the 
sentiment that ours should be a govern- 
ment of laws instead of men, but in Mr. 
Adams’ opinion every’ government is a 
government of men because the nation 
depends upon the capabilities and capaci- 
ties of public servants. Democracy is 
tested and not found wanting when such 
an able public servant as Mr. Robinson 
is willing to devote so long a service 
to the state. 

Robert T. Crew, senior living former 
Ohio Commissioner of Insurance, was 
another speaker. He served for eight 
months in 1920 and is now vice president 
of a trust company. Other speakers— 
talking briefly—were Robert E. Dineen, 
New York Superintendent; Robert L. 
Hogg of American Life Convention; R. 
Leighton Foster, K.C., of Canadian Life 
Insurance Officers Association, and Frank 
Viehmann, Indiana Insurance Commis- 
sioner. All had something to say of 
Robinson’s efficient and intelligent work, 
not only for the Ohio Department but 
for all the Commissioners, calling atten- 
tion to the fact that he has been the 
chief spark plug in the committee on 
blanks for years. There is litle fireworks 
in that committee, but it consists of a 
hard, painstaking series of conferences 
where every line and sometimes every 
word of a policy counts. 

Among those present were the twin 
brother and also a sister of the guest of 
honor. In addition to Mr. Foster, a Cana- 
dian guest was A, A. Tousaw, executive 
assistant, Sun Life of Montreal. Frank 
R. Middleton, general chairman of the 
dinner, is president of Ohio Insurance 
Federation. 

Mr. Adams introduced the special 
guests. There were the members o 
Mr. Robinson’s family, the insurance 
committees of the Ohio senate and 
house, members of Mr. Robinson’s staff 
in the insurance department, Chief Jus- 
tice Carl V. Weygant, State Director of 
Commerce Robert L. Moulton, and six 
former superintendents of insurance, 
Messrs. Crew, Safford, Bowen, Crabbe, 
Dressell and Shield. Commissioner But- 
ler of West Virginia was introduced. 

Mr. Adams also read a telegram of 
congratulations and good wishes from 
U. S. Senator John W. Bricker, himself 
president of an insurance company. 





NAMED BY NORTHERN LIFE 


J. S. Thompson has been appointed 
agency manager in Hamilton, Ont., for 
Northern Life of Canada. Murrough 
O’Brien has been named agency man- 
ager at London, Ont. and John P. Rob- 
erts agency manager at Lansing, Mich. 
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Retail Credit Co.— 


To Observe 50th Anniversary on March 22; Has Grown From One Room Office 
In Atlanta to Large Scale Inspection Company With 4,251 Employes and 136 
Branches;T.G.Woolford, Founder, in Spotlight; Chairman Hill Reviews Progress 


The Retail Credit Co. which began 
business in a one-room office in At- 
lanta, Ga., on March 22, 1899, will ob- 
serve its 50th anniversary in a few 
weeks. At the same time T. Guy Wool- 
ford, who with his brother, the late 
Cator Woolford, founded the com- 
pany, will mark his 50th anniversary 
and he will be honored by the home 
office people of Retail Credit Co. at a 
meeting which will take place on March 
y 


From a modest beginning—its original 
purpose was to compile a book of 
credit ratings for local merchants on 
people buying in Atlanta—the Retail 
Credit Co. has developed into an in- 
ternational inspection agency maintain- 
ing 136 branch offices and employing 
4251 employes. Besides its branches in 
the United States and Canada, there 
are offices in Havana, Mexico City, San 
Juan and Honolulu. The company also 
has agreements with foreign agencies 
and individuals who are prepared to 
furnish information from practically any 
part of the civilized world. 


Life Insurance Reporting Started in 1901 


First opportunity to extend the com- 
pany’s business came in 1901 in the 
shape of a request from the Home Life 
Insurance Co. of New York for reports 
on three local applicants (in Atlanta) 
for life insurance. The regular credit 
report was. not submitted. Instead Cator 
Woolford learned from the local repre- 
sentatives of life insurance companies 
the type of information needed for in- 
surance underwriting. This type of re- 
port was made. ; 

From this start life insurance renort- 
ing by Retail Credit Co. has developed 
to the point where it has become one of 
the most important segments of its 
business. Tt was early appreciated by 
the Woolfords that selection of neople 
adaptable to the business was of first 
importance. Fortunately. the Woolfords 
vot the benefit of advice and counsel 
from a pioneer in the field of insurance 
reporting—J. Allen Morris, who had set 
up the inspection department of the 
Equitable Life of New-York, and who 
was in Atlanta at the time supervising 
this activity for his company in the 
southeast. 

Paying tribute to him, Walter C. Hill, 
chairman of the board, says in his 50th 
anniversary article which will appear in 
a special edition of “Inspection News” 
this month: “Mr. Morris was probably 
the best informed insurance inspection 
man in the country at that time. He 
was obliging and sympathetic. He be- 
came the mentor of Guv and: Cator 
Woolford. Their eager minds grasped 
quickly the fundamentals of the service 
required and their energy was stimu- 
lated by the opportunities he helped 
them to see in the bigger, wider re- 
Porting field. ... 

“Their efforts were regarded early bv 
reports in sufficient quantity to provide 
on-the-job training for learning the 
techniques required. They learned from 
the companies that patronace in other 
localities could be counted on if ade- 
auate reporting services were set up. 
This required more people, and enlarge- 
ment of personnel was undertaken with 
great care in the selection. During the 
next year, 1902, offices were opened in 
Dallas and Cincinnati.” 


Fulfilling a Real Need 
Mr. Hill goes on to say that the 


growth which started then was to fill 
a need of the life insurance industry. 
He points out that the limited and 
varied means of getting information, 
built up by individual companies, were 
being completely outmoded. The com- 
panies were expanding. New kinds of 
contracts were being offered. Many com- 
panies were changing their selling plans, 
from general agents, limited by their 
nersonal capital, to salaried managers 
backed by. company capital. Competition 
was intense. ... The time had arrived 
for a new pattern of organization and 
procedure, to supply the underwriting 
information needed by the companies. 

It took the Retail Credit Co. two 
years to digest its first expansion, and 
to prepare for its next move. In 1904 
Kansas City and Chicago territory were 
opened up and in 1905 San Francisco. 
This spread, in Mr. Hill’s opinion, “gave 
us a sort of ‘national’ feel, premature 
perhaps, but we were getting along and 
doing all right.” 


The 1905 Armstrong Investigation 
Then came the Armstrong Commit- 





T. GUY WOOLFORD 


tee’s investigation of life insurance com- 
panies in 1905, and their disclosures of 
undesirable practices shocked the pub- 
lic. Although the control laws which 
followed the investigation brought these 
practices to a jolting stop, the whole 
affair seemed to open the way for a 
long period for the successful promotion 
of many new life insurance companies. 
As to the effect of this trend on Retail 
Credit’s business Mr. Hill says: 

“We found ourselves in the very 
agreeable position of being on the re- 
ceiving line for a lot of new customers. 
Many of them passed out later, through 
consolidation or reinsurance, but many 
have lived and grown and, as they have 
grown and enlarged the area of their 
operations, so has our business with 
them grown. Many of the great com- 
panies of todav are the product of that 
period which bears so directly on the 
growth of our company. 

“The same general period, beginning 
about 1907, saw other developments that 
increased the need and demand for 
classification and underwriting informa- 
tion on risks. .. . These movements and 
others that were to come later, such as 
permanent and total disability, non- 
medical, double indemnity and substand- 
ard risk coverage, added greatly to the 


difficulty and cost of report making, 
but they also added to the essential 
nature of inspection reports in under- 
writing. They placed on us the necessity 
of constant revision of our facilities 
and procedures. This was a stimulus 
to our growth in reporting capacity... .” 
Employe Stimulation 


Mr. Hill points with pride to 1910 as 
“the beginning of a decade in which we 
were very active in putting in plans for 
stimulating employes and_ integrating 
them closer with the company.” Retail 
Credit Co.’s library was established in 
that year and the first books available 
were on how to live, work and be 
happy, and to progress. These were 
sent to all employes. Later on a sug- 
gestion plan was started with cash pay- 
ments and year-end prize awards; then 
the savers’ plan as an incentive for em- 
ployes to save money. Budget control 
was begun; also medical examination of 
new employes and periodic examina- 
tion of all employes. Then, in 1917 and 
1918 the inspector and management 
bonus plans were launched. And in 1918 
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WALTER C. HILL 


Group insurance for all employes at 
company expense also had its inception, 

“Inspection News,” the monthly house 
magazine of Retail Credit Co., was 
launched at this time and it has been 
a valuable disseminator of news for 
thirty-three years. Its editor today is 
Grace Stephens, who is one of the 
ablest in her field. 


Key Personnel Expansion 


As the business grew it was neces- 
sary to expand greatly the personnel of 
the company both in officers and em- 
ployes. The founders’ group of officers 
besides the Woolford brothers was 
Messrs. W. C. Hill, C. M. Frederick and 
George A. Bland. Keeping uppermost in 
mind that selection and training of per- 
sonnel was the cornerstone of the or- 
ganization, the management has always 
felt a deep responsibility for the estab- 
lishment of high ideals and worthy ac- 
complishments in its men and women 
employes. To this end a home office 
training school was created in 1922, in 
addition to other facilities mentioned 
above, and at this school employes are 
given the advantage of special training. 


Started Casualty Reporting in 1917 
A further step ahead came in 1917 


when Retail Credit Co. began making 
reports to casualty insurance companies 
on applicants for automobile liability 
coverages. That has grown to be one 
of the company’s largest lines. A few 
years later fire companies writing auto- 
mobile F. & T. coverage began the 
use of reports in the selection of their 
risks. Commenting on these develop- 
ments, Mr. Hill says: 


“We feel kindly toward the automo- 
bile, not only for the substantial vol- 
ume of reports directly bearing on it 
but also because it placed us in position 
to develop other services for the great 
casualty and fire companies. Our service 
gradually spread to their numerous de- 
partments, particularly fire insurance on 
property. . . . We met many problems 
for solutions and found new and wide 
ranges of underwriting considerations to 
study and develop. We then felt 
truly that we were a specialty reporting 
agency for the insurance business and 
took seriously our responsibility for the 
protection the companies were getting 
for their inspection dollar.” 





JAMES C. MALONE 


Mr. Hill refers to the year 1919 as 
significant in the company’s career as its 
volume that year first exceeded 1,000,000 
reports. Canadian territory was also 
opened up with offices established -in 
Toronto and Montreal. Favorable fac- 
tors for growth in this period, which 
Mr. Hill describes as “the Golden Age 
of Life Insurance,” were war risk insur- 
ance, rising scales of income tax, and 
high estate tax, which created new and 
increased application of life insurance. 

25th Anniversary in 1924 

The company’s 25th anniversary was 
celebrated in 1924 by which time it had 
51 branch offices and 625 full-time em- 
ployes. That year the company moved 
to larger quarters (its present home 
office building) which gave space equip- 
ment for more efficient arrangements, 
and 20 branch offices were added to 
the network including Honolulu, the 
first office to be opened off the main- 
land. 

Viewing the importance of events, in 
retrospect, in the period leading up to 
the 25th anniversary, Mr. Hill says: 
“This period was characterized by dis- 
covery and installation, and since that 
time, by perfecting and _ seasoning. 
There has been no let-up in expansion. 

(Continued on Page 12) 
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LEONARD R. WOODS 


Massachusetts Mutual Life announces 
that Ralph D. Lowenstein will here- 
after devote himself as general agent 
to metropolitan St. Louis with new 
offices in the Syndicate Trust Building, 
and Leonard R. Woods, a leading pro- 
ducer of the agency, has been appointed 
general agent to head the long-estab- 
lished agency at 506 Olive Street, and 


will cover Greater St. Louis and sur- 
rounding territory. 
Mr. Woods joined the St. Louis 


agency in 1932 and was a member of 
the Million Dollar Round Table in 





GUEST OF MUTUAL BENEFIT 





Second Vice President Julian S. Myrick 
of Mutual Life Honored at 
Newark Luncheon 


Julian S. Myrick, who is soon to retire 
as second vice president of Mutual Life, 
was guest of officers of the Mutual Bene- 
fit Life at a luncheon on Monday, Febru- 
ary 28, sponsored by his old friend and 
co-worker, President John S, Thompson 
of Mutual Benefit. 

Mr. Myrick and Mr. Thompson be- 
came friends in 1905 when the latter 
joined the actuary’s department of Mu- 
tual Life. Mr. Myrick entered the com- 
pany as a clerk in 1898 and is retiring 
April 1, after one of the finest careers 
in the industry. 


New York Women Meet 


The League of Life Insurance Women 
met this week in the Club Room at 
Wanamakers, New York, at which time 
a panel discussion of sales techniques by 
three of the newer agents in the busi- 
ness was featured. Participants were 
Etta Gale, Sundelson agency, Equitable 
Society; Sophie R. Barenski of the 
Newark agency, The Prudential; and 
Winifred Jordan of the Lincoln branch 
of New York Life. Peter Peyser, Man- 
hattan Life, was moderator. 
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RALPH D. LOWENSTEIN 


1947. Yale graduate, he is president of 
the Missouri State Society, Sons of the 
Revolution, and past president of its 
St. Louis Chapter. 

Mr. Lowenstein has been with the 
St. Louis agency since 1923, was a lead- 
ing producer before becoming co-general 
agent with the late Anthony E. Veith 
in 1937, was made sole general agent 
in 1942. He is a past president of St. 
Louis Life Underwriters Association, has 
served on the law and legislation com- 
mittee of Missouri State Association 
and as member of the St. Louis Cham- 
ber of Commerce tax and legislative 
committee, 





C. F. Reimers State Mutual 


General Agent in Seattle 


State Mutual Life, Worcester, has 
appointed Charles F. Reimers, Jr., as 
general agent in Seattle, Washington. 
Mr. Reimers succeeds Messrs. Laney 
and Dow who have resigned as gen- 
eral agents and will remain with the 
company to devote their efforts to serv- 
icing their personal clientele. 

Starting in the life insurance busi- 
ness in St. Louis in 1939, Mr. Reimers 
later was engaged in supervisory and 
management duties in Chicago and re- 
cently in the Seattle area. During World 
War II, he served as a pilot in the 
Air Force in the Troop Carrier Com- 
mand, operating in the European Thea- 
tre and currently holds a commission 
in the Air Force Reserve. 

Mr. Reimers will be located at the 
company’s Seattle office at 1411 Fourth 
Avenue Building. 





MUTUAL TRUST SCHOOLS 


Eighteen new graduates are included 
in the total of 64 men who now have 
completed the intermediate schools con- 
ducted by the home office of Mutual 
Trust Life, Chicago. The 18 men are 
from New York, Massachusetts, New 
Jersey, Iowa, Wisconsin, Minnesota and 
North Dakota. Stacy B. Merchant is 
manager of the training division. 


1941 


JAMES F. MacGRATH, Jr. 
General Agent 
THE UNITED STATES LIFE 
INSURANCE COMPANY 
In The City of New York 


$15,000 for 
$153.20 


Annually—Age 35 


A premium the average business man 
can afford to pay to bring his estate 


in line with current costs. 


Our Independance Plan with 20-year 
multiple protection riders is the answer 
to many of the estate problems of 
1949. Basic policy runs to expectancy, 
rider for 20 years. Both convertible. 

Write or phone for specific and com- 


plete illustrations. 








84 WILLIAM STREET 
New York 7, N. Y. 


Telephone: HA 2-7865 





Linnell to Springfield 


Appointment of Haskell Linnell, CLU, 
as manager of The Prudential’s Spring- 
field, Mass. agency, has been announced. 
He succeeds Carl J. Allenbaugh who 
has resigned. 

Active in sales and administrative 
posts since 1925 when he joined Pruden- 
tial as an agent, Mr. Linnell for the 
past 12 years has been an assistant 
manager in charge of the Paterson, N. J. 
detached office of Prudential’s Newark 
agency. 

Mr. Linnell received his early educa- 
tion at New York Military Academy, 
later graduating from Lafayette College. 
He was awarded a CLU designation in 


Mr. Linnell has served as vice presi- 
dent of the New Jersey State Association 
of Life’ Underwriters and as president 
of the Passaic-Bergen chapter. He is 
currently serving as vice president of 
the Passaic-Bergen General Agents and 
Managers Association. 


Marks Qualifies for MDRT; 


Seventh Consecutive Year 


David Marks, Jr., CLU, partner in 
New England Mutual’s New York-Freid 
and Marks general agency, has been 
notified that he has qualified for the 
1949 Million Dollar Round Table. This 
is the seventh consecutive year that he 
has been a member. 

Mr. Marks, who has made a specialty 
of pension trust and business insur- 
ance, has been in life insurance for 18 
vears. He became associated. with New 
England Mutual in 1942 and two years 
ago was appointed general agent in 
partnership with Isadore Freid. 








Rolland E. Irish, President 








Agency Management School 


Study of the problems of the district 
agency marked the 86th Agency Man- 
agement School recently conducted by 
the Life Insurance Agency Manage- 
ment Association at Edgewater Park, 
Miss. Forty-seven managers and home 
office executives representing seven 
member companies of the association at- 
tended the two-week school. It was 
the first of seven scheduled this year 
in various parts of the country. Five 
of the schools will be conducted ex- 
pressly for Ordinary managers and gen- 
eral agents. Diplomas will be awarded 
the graduates upon their completion of 
“homework” projects assigned during 
the school session. 

Officers elected at the school were 
N. B. Hughes district manager, Liberty 
National Life, Ensley, Ala., president; 
Anson B. Yeager, district manager, Life 
& Casualty Co., Montgomery, Ala., vice 
president; Reuben J. Johnson, district 
manager, Durham Life, Asheville, N. C., 
secretary; Ross Trump, assistant dean, 
American College of Life Underwriters, 
Philadelphia, treasurer. ; 

School director was Lewis W. S. 
Chapman, director of company relations. 
The teaching staff included Burkett W. 
Huey, Brice F. McEuen and Lewis F. 
Youngblood, senior consultants and 
Thomas Irvine, research actuary. 
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With State Mutual at Phila. 





BANFIELD 


FRED W. 


State Mutual Life announces the ap- 
pointment of Fred W. Banfield as Group 
department home office representative 
for the Philadelphia area. 

Mr. Banfield, a native of New York 
City, graduated from Columbia Uni- 
versity in 1929 and attended the Colum- 
bia School of Business, Following gradu- 
ation he became associated with the 
Guaranty Trust Co. in New York. He 
entered the insurance business in 1936 
as an agent and training supervisor in 
New York for Connecticut General, later 
becoming affiliated with Associated Hos- 
pital Service as a field representative. 
In 1942, Mr. Banfield joined the New 
York Group office of John Hancock, 
three years later being promoted to the 
Buffalo office as Group manager. In 
1946 he went to the home office of the 
John Hancock as a field sales assistant. 

Until his new Philadelphia quarters 
at 1315 Western Saving Fund Building 
are completed which will be about April 
1, Mr. Banfield will be quartered at 
the McKenzie and Obendorfer agency of 
State Mutual located at Room 1320 in 
the same building. 





Columbian Nat’! Directors 


Julian D. Anthony, president, Colum- 
bian National Life, Boston, has an- 
nounced the election of C. Rogers 
Burgin and Francis P. Sears, Jr., to the 
board of directors. Mr. Burgin is presi- 
dent and a director of the New England 
Trust Co. He is a director of the Quincy 
Mutual Fire, a director of the New 
England Council, and a trustee of the 
Milton Public Library. He is a former 
president of the Quincy Savings Bank 
and past president of the Savings Bank 
Association of Massachusetts. 

Mr. Sears is associated with the in- 
vestment firm of Paine Webber & 
Curtis. He is the son of one of the 
Columbian National’s founders, Francis 
P. Sears, chairman of the board. 


With Mutual Trust 40 Years 


_A. B. Slattengren, director of Mutual 
Trust Life, Chicago, marks his 40th 
anniversary with the company this 
month. March has been designated by 
the company as A. B. Slattengren 
Month, with a production contest in 
his honor. 

Mr. Slattengren started with the com- 
pany as an agent in Center City, Minne- 
sota in 1909. Many years later he moved 
to Minneapolis as head of the north- 
West territory. In 1921 he became treas- 
urer, and later, secretary. He was a 
vice president from 1930 until 1946. He 
is now a member of the board of di- 
rectors, member of the executive com- 
mittee, the finance and agency com- 
mittee, 








HARMELIN AGENCY CLASS 


The 40th class of the Arnold Harmelin 
& Sons Agency of Columbian National 
Life to prepare brokers for the New 
York State life agents’ examination be- 
gan February 28. The course consists 
of five lectures and is conducted at 50 
Church Street, New York. Instruction is 
given by David R. and William Harmelin. 
There is no charge for the instruction. 


MASS. MUTUAL’S JANUARY GAIN 


Starting the year with a plus month, 
Massachusetts Mutual Life made a 
January sales gain of $4,300,000. New 
Ordinary life insurance placed on the 
books amounted to $25,300,000. A sales 
increase was made by 68% of company 
the plus month agencies 
representing all sections. New policies 
issued in the first two weeks of Feb- 
ruary indicate another sales gain. 


agency offices, 


PARTRIDGE AGENCY CHANGES 

Herbert M. Thurston, CLU, supervisor 
in New England Mutual’s Boston-Part- 
ridge general agency, has been appointed 
assistant to the general agent and 
Eleanor W. Downey is now office man- 
ager and cashier. Mr. Thurston, who 
was associated with New England Mu- 
tual’s home office for 12 years, joined 
the Partridge agency shortly after his 
return from Army service. 
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To Life Underwriters... 


You can create new business and increase present 
volume by persuading your clients to finance their Life Insurance Premiums through 
THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, 


1. Your client signs a note for the total 
amount he would usually pay at 
the quarterly rate to carry his life 


insurance for one year. 


2. The Chase pays your client’s premi- 
ums for a full year in advance. 


PRINCIPAL FEATURES: 


3. Your client repays the Chase in 
convenient monthly 
over a period of one year, at the 


installments, 


same total cost, in most instances, as 


his insurance charges would be_§if 
he paid them on a quarterly basis. 


Our folder, THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, és 
available in quantities to underwriters for distribution to their policyholders. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


52 Cedar Street 


Member Federal Deposit Insurance Corporation 


Consumer Credit Department 


Telephone HAnover 2-6000 


New York 15 
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Linton To Be Moderator 
At CLU Forum Here Apr. 7 


M. Albert Linton, president, Provident 
Mutual Life, will act as moderator of 
this year’s forum on Current Social and 
Economic Trends under the sponsorship 
of the New York CLU chapter to be 
held April 7, at Town Hall, New York. 
President of the chapter is Gerald H. 
Young, general agent, State Mutual 
Life. Harold A. Lowenheim, manager 
for Home Life of New York, is general 
chairman of the forum. 

This year’s forum is being planned 
with a view to giving the fieldmen of 
New York an opportunity to consider as 
many as possible of the basic elements 
of our economy under the guidance of 
top authorities in the specialized fields. 
Five prominent speakers are expected 
to participate. 





C. E. Cleeton Endorsed 
For Secretary of NALU 


Nomination of Charles E. Cleeton, 
CLU, Los Angeles, for secretary of the 
National Association of Life Under- 
writers in 1949 was urged on the nomi- 
nating committee by unanimous resolu- 
tions submitted by all seventeen local 
associations in California, and the Cali- 
fornia State Association. 

Mr. Cleeton served in all offices of 
the Los Angeles Association, holding 
the presidency in 1941-42. During his 
presidency, the Los Angeles Association 
more than doubled its membership. He 
has also been active in the CLU move- 
ment and the Los Angeles Life Mana- 
gers Association. He is a life member 
of the Million Dollar Round Table. 

Mr. Cleeton was elected trustee of 
the National Association in 1946 for a 
one-year term, and reelected in 1947 for 
a two-year term. 





State Mutual Announces 
Annuity Limits Increase 


In a letter to its field organization, 
State Mutual Life, Worcester, Mass., 
announces the liberalization of annuity 
limits and acceptance of annuities from 
brokers without the requirement that 
the broker also give the company life 
business. 

State Mutual will now accept single 
premium life annuities to a maximum 
of $100,000 of purchase price on any one 
life including previous issues. A retire- 
ment annuity up to $5,000 annual pre- 
mium (including previous issues) will 
also be issued. 

The maximum total payment on any 
one life for all types of annuities (in- 
cluding previous issues) is $10,000 per 
annum. On retirement annuities or sin- 
gle premium deferred annuities, the 
maximum amount of monthly income 
varies from $200 at ages 0-19 to $400 
at ages 41 - 65. 





PENN MUTUAL CONFERENCES 





General Agents Holding Series of Five- 
Day Talks With Company 


Executives 


The Penn Mutual Life is holding a 
series of five conferences of its general 
agents, each meeting lasting five days at 
the home office with 17 general agents 
attending. They are under the chairman- 
ship of Eric G. Johnson, vice president 
in charge of agencies. General agents 
serve as leaders of round table discus- 
sions and 16 members of the company’s 
home office staff also speak, mostly from 
the agency and operations departments. 

Among subjects discussed are man- 
power requirements; planning territorial 
development; recruiting, financing and 
training new men for better manpower; 
organized underwriter training; agency 
meetings as continuous training; the job 
of supervision; agency money manage- 
ment; the opportunities of a general 
agency contract; what to do in sales pro- 
motion; and the operations department— 
underwriting and medical. 


Retail Credit Co. 


(Continued from Page 9) 


Its tempo. has increased, due principally 
to the growth of the businesses with 
which our service was previously estab- 
lished. There has been constant finding 
of new customers and new uses of re- 
ports, particularly in credit lines, like 
reports to oil companies for issue of 
credit cards, and credit reports to mail 
order companies which game in 1938. 


Two Subsidiary Companies Set Up 

“Of all our lines, national credit re- 
porting seems to have the most rami- 
fications. We were back into credit in 
a rather big way—customer credit to 
national distributors. To meet the prob- 
lems of price and specialization and di- 
versification, we set up two subsidiary 
companies. In 1934 we bought the Re- 
tailers Commercial Agency of New York 
City and have expanded it to 30 offices 
in large cities. The same year we 
bought the Columbia (S. C.) Credit 
Co. and under the corporate name of 
Credit Bureau, Inc., have extended op- 
erations to 12 cities, principally in the 
southeast. These two companies to- 
gether, after 15 years of operation, have 
a larger volume than the Retail Credit 
had after its first 15 years of opera- 
tion. There was a need for these com- 
panies and they have done their job 
well.” 

The two subsidiaries, which operate 
on the same basic principles of organi- 
zation development and employes’ bene- 
fits as the parent company, have a staff 
of 185 people in 42 offices. 

The Branch Office Setup 

As to the parent company’s branch 
office operations, it is observed that 
each branch is set up as a unit in itself 
handling a certain territory. Each 
branch operates according to the same 
svstems and policies as every other 
branch. They are supervised, directed 
and aided by home office staff and 
officers. There are also ten division 
managers who travel their assigned ter- 
ritory and work with branch managers 
in each city. 

Retail Credit has 951 cities from 
which reports may be ordered direct. 
Of its business 87% is handled by full- 
time inspectors. Many thousands of in- 
vestigations are made each day. In addi- 
tion to its 4,251 employes, the company 
has a large number of correspondents. 
In the smaller communities they are 
renerally the outstanding merchant, gen- 
eral storekeeper, hardware dealer or 
lumberman—men who are acquainted 
with the people in their respective towns 
and know their circumstances and their 
characters. In somewhat larger commu- 
nities lawyers are the class favored as 
correspondents. 

Present Officers 

Present officers of Retail Credit are 
T. Guy Woolford, founder; Walter C. 
Hill, chairman; James C. Malone, presi- 
dent; E. J. Hardin (New York), vice 
president: Howard B. Harmon, vice 
president; P. C. Upshaw, vice president 
and operating manager; Lewis R. Sams, 
vice president and sales manager; H. F. 
Thomason, vice president and associate 
operating manager; L. S. Brooke, sec- 
retary and treasurer; R. R. Pattillo, 
controller; William J. Cordes, general 
counsel; Charles M. Watt (San Fran- 





WANTED 
Assistant Manager 


Young man who has been successful 
as a personal producer and interested 
in launching a career in agency man- 
ag + as istant to manager of 
large branch office of one of the 
country's leading life insurance com- 
panies. Excellent opportunity if you 
qualify. Write in confidence to Box 
1858, The Eastern Underwriter, 41 
Maiden Lane, New York 7, N. Y. 




















FACTS FROM Fox 


BERKSHIRE’S JUVENILE INSURANCE 





Commands ATTENTION * Holds INTEREST *¢ 
There’s a real opportunity for you to enjoy added commissions and in- 
creased earnings writing one of the most popular forms of life insurance 
protection that has ever been made available to the insurance buying 
public! Call us to-day for premium rates and our unusual attractive 
illustrations to suit your client’s needs. 


THE JOSEPH W. FOX AGENCY 


Berkshire Life Insurance Company 


JERSEY CITY 
JOurnal Square 4-1724 


Home Office: Pittsfield, Mass. 


NEWARK 
MArket 2-2242 


921 Bergen Avenue 








cisco, resident vice president and divi- 
sion manager; W. H. Yandell (Chicago), 
resident vice president and_ division 
manager. 

Chairman Hill views the future with 
seasoned optimism. He says that the 
company is well placed in the hands of 
its second generation, and the third is 
near at hand. “Not generations in the 
sense of sons and nephews,” he explains, 
“but generations of a cult. We have all 
been nourished on the pablum. The 
company’s entire supervisory force has 
been promoted from its ranks. There 
is no exception. There is a fine esprit 
de corps in the company. We all feel 
good about it. Many who have left the 
company have expressed appreciation 
for the training they had while in it, 
and of its value to them in subse- 
quent endeavors. Our people, cordi- 
nated along definite policies and pro- 
cedures, are our greatest asset.” 


Retail Credit Co. Opens 
Two New Branch Offices 


The Retail Credit Co., Atlanta, Ga., 
announces the opening of new branch 
offices in Madison, Wis., and Johnstown, 
Pa. The Madison office will be under 
direction of C. N. Bury and the Johns- 
town office will be managed by R. T. 
O’Hare. 

Mr. Bury has been with Retail Credit 
for 16 years and recently has served 
as assistant manager of the Milwaukee 
office. Mr. O’Hare has been with the 
company for 11 years an has been 
serving as assistant manager of the 
Pittsburgh office. 





") Like the Immediate 
Plus Future Benefits" 


Pepe 





RATUS L. KELLY 
General Agent, Newark, New Jersey 
Not only are Mutual Trust Life 
field men able to increase their im- 
mediate incomes under their new 
contracts which are closely geared to 


results . . . but their futures are 
assured with . . . stabilized lifetime 
incomes . , . and a living standard 
retirement income. 
A few general = mg 
openings available. 


“Nothing Better in Ss 


MUTU ANT RUST 


U 
Y ig COMPANY 


“As Foithtul os Sold Faithtur* 
Home Office: 135 South La Salle Street Chicago 3, lino‘ . 


Lite Insurance’ 








Closes SALES 


NEW YORK 
REctor 2-4540 


Jersey City 6, N. J. 











Middle Atlantic Actuaries 


Meeting in Washington, D. C. 


The Middle Atlantic Actuarial Club 
held its scheduled mid-winter meeting 
at the home office of Acacia Mutual Life 
in Washington, D. C., recently with the 
Club President William Simpson, as- 
sistant actuary of Acacia, presiding. 
Fifty-six members were in attendance. 

Guy H. Amerman, actuary, Continen- 
tal American Life, Wilmington, a guest 
speaker, led a discussion regarding the 
benefits and costs of reinsuring business. 

E. J. Schmuck, general counsel, Acacia 
Mutual, gave a talk entitled “The 1948 
Revenue Act and Life Insurance.” W. 
Rulon Williamson, discussed “Central 
America Discards the I. L. O. Benefit 
Philosophy in Social Security.” An in- 
formal discussion of aviation underwrit- 
ing was led by Samuel C. Tatum, Jef- 
ferson Standard Life, Greensboro, N. C. 








Assuring More Than 


ONE BILLION 
DOLLARS 


OF 


FINANCIAL 
SECURITY 


Serving Policyholders 
from Coast to Coast 


wins Sif comin 


Established 1879 
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Prudential Managers Meet 
At Newark, March 14-16 


The Prudential will hold its annual 
district agencies business conference at 
Newark, N. J., March 14-16. Some 400 
managers from the company’s U. S. and 
Canadian district offices are slated to 
eather at the home office for the three- 
day meeting. Meeting with Prudential 
executives, they will discuss new selling 
techniques and the latest developments 
in the life insurance business. 

The meeting will be highlighted by a 
conference dinner in Hotel Commodore, 
New York, on Wednesday, the 16th. 
Carrol M. Shanks, Prudential’s presi- 
dent, will preside, and Holgar J. John- 
son, president of Institute of Life Insur- 
ance, will deliver the principal address. 





Minter General Agent for 
Lincoln Nat’! at Phila. 


Lincoln National Life of Fort Wayne 
has appointed Joseph L. Minter general 
agent at Philadelphia with offices at 
2140 Lincoln-Liberty Building. Mr. Min- 
ter has had ten years of successful per- 
sonal production and managerial work 
in Philadelphia. Graduate of Drexel In- 
stitute of Technology, he was a lieu- 
tenant colonel when separated from 
Army service in the recent war and is 
commanding officer of National Guard 
108th Field Artillery Battalion. . 





Lincoln National 
(Continued from Page 7) 


partment, and in December, 1947, was 
named reinsurance supervisor. He is a 
graduate of the University of Michigan 
where he majored in actuarial science 
and business administration. 

Mr. Clark, who studied mathematical 
science at Oregon State College and 

















G. STEWART 


Iowa State College, joined Lincoln Na- 
tional in the Royal Union branch in 
Des Moines in 1934. A year later he 
was transferred to the home office. He 
has served in the northern states, policy- 
holders service, and Group departments, 
and at present is supervisor in the Group 
department. 

Mr. Steffen joined Lincoln National 
actuarial department in 1941 and was 
promoted to actuarial assistant in 1947. 
He is a graduate of the University of 
Michigan where he studied actuarial 
mathematics. 

After graduation from Southern 
Methodist University where he studied 
accounting and business administration, 
Mr. Stewart received his M.B.A. de- 
gree from the University of Michigan 
where he studied actuarial mathematics. 
He joined Lincoln National actuarial 
denartment in 1937; was named super- 
visor of the mathematical section in 
1946, and was promoted to actuarial 
assistant in 1947, 

Phelps, Clark, Steffen, and Stewart 
are all Fellows of the Actuarial Society 
of America and American Institute of 
Actuaries. 


UTILITY BORROWS $15,000,000 

The Carolina Power and Light Co. 
has borrowed privately $15,000,000 on 
3% bonds due in 1979. The Equitable 
Society bought $12,000,000 and the New 
York Life $3,000,000. 





Martin Scott to Address 
New York CLU Chapter 


Martin Scott, national president of 
the American Society of Chartered Life 
Underwriters, will address the New 
York CLU chapter at a luncheon meet- 
ing March 15 at the Hotel Martinique. 
Mr. Scott, who is president of Scott & 
Co., Los Angeles brokers and actuaries, 
will talk on opportunities and respon- 
sibilities of the life underwriter and his 
place in the community and the nation. 


AETNA’S 100th ANNIVERSARY 





In Preparation for Event in 1953 Robert 
H. Pierce Will Do Historical 
Research 
An historical survey of a century in 
business is now being undertaken by 
the Aetna Life in preparation for its 
100th anniversary, to be celebrated in 

1953. 
Research for the company history is 
being conducted by Robert H. Pierce, 


who has recently been transferred to 
the advertising and publicity depart- 
ment with this special assignment. Mr. 
Pierce is a graduate of New York Uni- 
versity and has been connected with 
the Aetna Life for more than 20 years. 
He was editor of the “Life Aetna-izer” 
from 1927 until he was transferred to 
the mortgage loan department in 1932. 
In 1943, he was promoted to manager 
of the farm loan division. 
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Cock-a-doodle don’t! | 
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W HEN you pass a milestone in your career, 
there’s always the temptation to do a 
little crowing. 


For instance, National Life insurance in force 
now totals over a billion dollars. That’s a lot 
of life insurance. As a matter of fact, out of 
the more than 500 life companies in United 
States, only 28 have topped this billion-dollar 
mark. So probably we could be forgiven for 
making quite a fuss about it. But actually, 
what’s behind this billion? 


The real point, it seems to us, is that al- 
most 200,000 people all over the country 
have chosen our mutual company to help 
them become financially independent. 


"See your National Life underwriter 
at least once a year” 





FOUNDED 1850 
A MUTUAL COMPANY 
OWNED BY ITS POLICYHOLDERS 


COPYRIGHT 1949, NATIONAL LIFE INSURANCE COMPANY 








NATIONAL LIFE 


Insurance Compan ay : 


Families and individuals—they have hopes 
and plans for the future which they value 
at one billion dollars — and they have 
placed them in our hands. 


This makes us feel proud . . . and humble 
at the same time. That's why we're not doing 
much crowing... 

But when we mail out those monthly checks 
and stop to think what each one means — 
a deserving student sent to college . . . a father- 
less family held together under its own roof 
...a widow maintained in decent comfort 
...an elderly couple retired to well-earned 
leisure . . . 


That’s when we really feel like crowing! 





HOME OFFICE— MONTPELIER 


VERMONT 





SOLID AS THE GRANITE HILLS OF VERMONT 
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F. V. Keesling Chairman 
Of West Coast Life 


H. J. STEWART NOW PRESIDENT 





F. V. Keesling, Jr., First Vice President; 
Company Closed Year With $201,- 
704,295 in Force; Assets, $43,328,303 





At the annual meeting of West Coast 
Life in San Francisco last week, Francis 
V. Keesling, president, was elected 
chairman of the board and Harry J. 
Stewart, executive vice president, was 
made president. Mr. Keesling has for 


many years been prominent in civic af- 
at San 


fairs Francisco and wished to 





FRANCIS V. KEESLING 


be relieved of some of his executive re- 
sponsibilities. He is a former president 
of the American Life Convention, Asso- 
- ciation of Life Insurance Counsel and 
Stanford University Law Society. 

Mr. Stewart has been active in West 
Coast: Life affairs for almost 30 years, 
having joined the agency organization 
in the Northwest immediately after be- 
ing discharged from the service in 1918 
following World War I. He has been 
a member of the company’s executive 
staff for the past ten years, serving first 





H. J. STEWART 


as vice president and manager of agen- 
cies and more recently as executive vice 
president. 

Francis V. Keesling, Jr., 
vanced to the position of first vice 
president and general counsel, has been 
associated with the company for 13 
years having more recently served as 
vice president and general counsel. Car- 


who was ad- 


(Continued on Page 19) 


A. H. Bennell Retires 
As Pittsburgh Manager 


HEAD OF MUTUAL LIFE AGENCY 





Norman L. Horner, Training Assistant 
at Company’s Home Office Named 
as His Successor 





A. H. Bennell has retired as manager 
of the Pittsburgh agency of Mutual Life 
of New York. He will feenter the field 
for personal production specializing in 
estate planning, as a representative of 
the Youngstown, Ohio agency. Mr. Ben- 
nell will be succeeded by Norman L. 
Horner, training assistant at the com- 
pany’s home office and former assistant 
manager of the San Francisco agency. 

A graduate of Yale University, Mr. 
Bennell joined Mutual Life in 1922 as a 
field representative at Youngstown. In 
1929 he was appointed district manager 
and in 1931 became manager of the 
Pittsburgh agency. He was transferred 
to the Cleveland agency as manager in 
1933 and returned to Pittsburgh in 1941. 

Mr. Horner has been an assistant on 
the staff of the director of training at the 
home office of Mutual Life since last 
November. Previously he was for two 
and one-half years assistant manager in 
San Francisco, where he joined the com- 
pany as a field representative in 1933. He 
has qualified for membership in the Na- 
tional Field Club, an honor organization 
composed of the company’s leading field- 
men throughout the country. 





GETS INDETERMINATE TERM 


Elsie Matthews, former general agent, 
Manhattan Life in Montclair, N. J., 
was sentenced on February 23 by County 
Judge Francis on charges growing out of 
irregularities in sale of policies. Sen- 
tence is for an indeterminate term in 
Clinton Reformatory for Women. 





IMPROVED INCOME 
DISABILITY 


Pays $10 monthly per $1,000 to age 65 if dis- 
ability occurs before 55, and IN ADDITION 
MATURES the policy as an ENDOWMENT at 
65. Six mos. waiting period. Issue ages 18-50. 


NON-CAN. A. & H. NOW AVAILABLE. 





Samuel D. Rosan Agency, Inc. 
General Agent 
CONTINENTAL ASSURANCE COMPANY 


76 William Street., N. Y. C. 
Whitehall 3-7680 











Shanks On Outlook 


(Continued from Page 1) 


corporation there comes a time when 
it should have equity money and 
not additional borrowed money. Only 
through a healthy relationship between 
equity capital and borrowed capital can 
business continue to prosper, to main- 
tain and improve its plant and equip- 
ment, and do its part toward maintain- 
ing high business activity and prosperity 
in the nation. Further—without pros- 
pects for a reasonable return on its new 
venture and commitment of funds, no 
corporation will borrow. We cannot lend 
to those who have no incentive to 
borrow because they can see no reason- 
able chance of return. Even though 
ways and means were to be worked out 
for extension of insurance or trust funds 
into the equity field (they now enter 
that field only to a limited extent), there 
still has to be the incentive of a reason- 
able chance of return. 





Proposed Welfare Program 


“I have tried to indicate some of the 
reasons why business faces this sorry 
prospect. A further important reason 
is that we face increased taxing away 
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A RARE 
BROKERAGE OPPORTUNITY 





Well established midtown New York 
agency of an outstanding company re- 
quires a manager for its brokerage de- 
partment. This is an opportunity for the 













right man with general agency aspira- 
tions. 


We have complete facilities for your 
brokerage following including pension 
and estate planning service. 


If you are willing to talk business on 
an attractive salary-bonus arrangement, 
write at once to 


Box 1855, The Eastern Under- 
writer, 41 Maiden Lane, New 
York 7, N. Y. 











of business dollars that can and should 
go into plant and equipment. One of 
the over-all gigantic projects which will 
absorb these tax dollars is the proposed 
national welfare program. 

“As an insurance man, I am an ardent 
advocate of welfare plans. I believe one 
of the great social responsibilities of 
business is to provide to the best of 
its ability reasonable welfare programs 
for its employes and their families. I 
believe there is justification in some 
areas of our economy for Government- 
supported welfare programs, but only 
on a minimum level. Anything above 
the minimum level, should be left to 
private initiative. 

“It is said that welfare programs and 
pensions sustain pocese power. In 
a sense they do. A few decades ago the 
disabled, the ill, the old were cared for 
by their families. They were a_ burden 
upon the active working generation. To- 
day, where not covered by private plans, 
these are carried by the entire popula- 
tion through taxation. The burden never- 
theless—and this is what most people 
forget—is. still carried by the active 
worker. To the extent that welfare and 
pension payments are pushed up, the 
burden on the worker is increased. The 
camouflage of this effect by graduated 


income tax and tax on _ corporations 
makes no difference. Unless average 
productivity per man-hour goes up 


correspondingly, the effect of increased 
welfare payments and pensions can have 
but one long-run effect—a_ gradually 
rising price scale—creeping inflation. 
There would be greater consumer power 
and no corresponding increase in goods 
and services. There is a greater danger, 
however, and that is the disastrous effect 
of the taxation upon profits and saving, 
upon incentive and upon growth and 
future progress. 

“Productivity per man-hour is largely 
a matter of plant and equipment. If 
these are kept ever-modern the produc- 
tivity will be high and increasing. The 
average investment in the United States 
for plant and equipment necessary to 
put a person at work is about $8,400— 
ranging from around $3,800 in textiles 
to over $27,000 in chemicals. High prices 
will raise these figures substantially. 
Above these are many thousands of 
dollars in inventory and working capital. 
That is why the productivity of the 
American worker is on the average 
nearly three times that of the British. 
Increased productivity per man-hour «an 
provide, and is the only thing which can 
provide, a safe basis for increased wel- 
fare payments. However, if we tax "ow 
for welfare dollars to an extent which 
exceeds increased productivity, we can 
readily pinch off the flow of our in- 
come into capital expenditures and 
fatally injure the welfare of our perk »ple 
a decade or generation from now.’ 
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Joins State Mutual as 
Ass’t Medical Director 





DR. CARROLL C. BEACH, JR. 


State Mutual Life announces the ap- 
pointment of Carroll C. Beach, Jr., M.D. 
as assistant medical director. Dr, Beach 
graduated from Loomis Institute in 
Windsor, Connecticut in 1931 and re- 
ceived a B.S. degree from Trinity Col- 
lege four years later. He attended Bos- 
ton University School of Medicine for 
two years, transferring to New York 
Medical College where in 1937 he re- 
ceived his M.D. 

Dr. Beach interned at Flower-Fifth 
Avenue Hospital in New York and on 
completion of his internship entered the 
medical department of the Connecticut 
General. In 1943 he joined the Army 
Air Corps, serving for three years and 
being discharged with the rank of major. 
He returned to Connecticut General 
as assistant medical director. 

Dr. Beach is a member of the Associ- 
ation of Life Insurance Medical Direc- 
tors and is the third direct generation 
of physicians in the Beach family. 





President’s Trophy Winner 


The San Francisco agency of Cali- 
fornia-Western States Life has been 
awarded the President’s Trophy for 
leading all other agencies of the com- 
pany in having the best all-around per- 
formance for the year 1948. Manager 
of the agency is Gilbert Ball. 

Members of the agency and their wives 
were guests of the company at a din- 
ner, which was attended by O. J. Lacy, 
president of the company, Marcus Gunn, 
vice president and actuary, and Harry 
W. Storck, life superintendent. 

The San Francisco agency has also 
won the Directors’ Scroll for having 
shown the greatest percentage of in- 
crease in quality adjusted paid pro rata 
business for agencies in its classifica- 
tion during the company’s November- 
December Anniversary Sell-ebration. 





Wisconsin Nat’! Meetings 


Wisconsin National Life, Oshkosh, 
Wis., has completed a series of two 
regional instruction meetings dividing it 
Inlo two sections with about 35 agents 
trom the western half of Michigan at- 
tending the Grand Rapids session and 
approximately the same number attend- 
ing hy eastern session in Detroit re- 
cently. 

The meetings were presided over by 
M. S. Kirkpatrick, Michigan superin- 
tendent of agents. Home office officials 
attending were R. P. Boardman, presi- 
dent; W. Mead Stillman, vice president 
ane ‘general counsel; 0. A. Lichten- 

rger, vice president. and treasurer; A. 
L. Senderhauf, E. Metz, assistant 
agency directors; and P. A. Snelling, 
Manager of claim department. 


A. G. HOLL PANEL SPEAKER 


Andrew G. Holl, assistant counsel of 
Mutual Benefit Life, was a member of 
a five-man panel at a forum on Real 
Property Title Problems held last week 
by the New Jersey Title Insurance As- 
sociation in Newark. About 500 lawyers 
from all over New Jersey were present. 





ADVANCED BY GREAT-WEST 

Robert E. Walters and Thornton G. 
Freda of the Chicago branch of Great- 
West Life have been promoted from 
Group representatives to assistant Group 
supervisors, 


W. J. Sieger Anniversary 


William J. Sieger, vice president and 
superintendent of agencies, Bankers 
National Life, Montclair, N. J., com- 
pleted twenty years of service with the 
company last week. Starting as an 
employe in the treasurer’s department 
in February, 1929, Mr. Sieger was made 
assistant treasurer in December of the 
same year. He was made assistant to 
the superintendent of agencies in 1930 
and in 1932 was named superintendent 
of agencies. Two years later he became 


a vice president as well and continues 
to hold both titles. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















RICHMOND ASS’N SPEAKERS 

T. Braxton Hersley, Life Company of 
Virginia, and J. E. Davis, Metropolitan 
Life, addressed the recent meetirg of the 
Richmond, Va. Association of Life Un- 
derwriters. 





PREMIUM NOTICE 


=LIFE INSURANCE COMPANY = 


OFFICIAL PREMIUM RECEIPT 


= LIFE INSURANCE COMPANY 


RECEIPT 
_ANNUAL LOAN INTEREST. 
ON POLICY NUMBER 


Notice is hereby givén that the premium on your policy 
in the Life Insurance Company falls due as shown below. 


POLICY NUMBER DATE DUE 


387642 
Mo. DAY YR. 
FoR 6MONTHSP REMI UM $ 27146 
LOAN INTEREST 6!27 
DIVIDEND 413 0 
TOTAL DUE 2 914 3 
WALTER WILLIAMS oan 
1842 W MAIN ST 
NEW YORK NY 9 





PLEASE REMIT TO ADDRESS ON REVERSE SIDE 


Receipt is hereby acknowledged of the regular premium described 
below, subject to terms, conditions, and provisions of the policy named. 


POLICY NUMBER DATE OUE 


387642 sep |i5|} 
DAY vr 
PREMIUM $ 2 7/4 6 For 6 MONTHS 
DIVIDEND 4l3 0 
TOTAL DUE 2 311 6 
-_ 


WALTER WiLL 1AmMs 
1842 Ww MAIN ST 


NEW YORK NY 
a. 








DATED CASHIER OR AGENT 





: . 4 
SECRETARY 


387642 


$ 6l27 


INTEREST AMOUNT 





COUNTERSIGNED CASHIER 














IBM Machines speed premium accounting 
by preparing notices and receipts as a part 
of the complete procedure, which includes 
auditing collections, distributing premi- 


ums, and paying commissions. 


Because of the system of automatic ma- 
chine checks and controls inherent in IBM 
Accounting, notices are prepared promptly 
and accurately, as premiums become due. 


Production and persistency records by 
agency are available in any desired detail 
from the same IBM Cards used to prepare 
notices and receipts, to audit collections, 
pay commissions, and distribute premiums. 




















Any function of accounting, whether for 
insurance or any other business, can be 
efficiently handled by an installation of 
IBM equipment in your office or through 
the facilities of IBM Service Bureaus, con- 
veniently located in principal cities. 





ELECTRIC PUNCHED CARD ACCOUNTING MACHINES 
PROOF MACHINES... SERVICE BUREAUS... ELECTRIC TYPEWRITERS... 


TIME RECORDERS AND ELECTRIC TIME SYSTEMS 


International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, N. Y. 
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Life Company Men Support N. Y. Bill 
To Defray Security Valuation Expense 


Testifying at the Albany legislative 
hearing Monday, February 28, spokes- 
men of leading life insurance companies 
of New York and neighboring states 
expressed themselves in complete accord 
with the general objectives of the Sen- 
ate bill (Int. 1976), introducd by Senator 
W. J. Mahoney, and its companion in 
the House, introduced by Assemblyman 
William H. Mackenzie, which would 
amend the state’s insurance law in rela- 
tion to defraying the expenses of the 
committee on valuation of securities of 
the National Association of Insurance 
Commissioners. It was generally felt 
that the enactment of the proposed 
legislation would strengthen state super- 
vision. 

Attending the hearing, which was 
called by the Joint Legislative Commit- 
tee on Insurance Rates and Regulations, 
were Frederic W. Ecker, financial vice 
president, Metropolitan Life; Alexander 
Query, associate general counsel of the 
Prudential; Haughton Bell, assistant 
general counsel, Mutual Life of New 
York; Sherwin C. Badger, second vice 
president and financial secretary, New 
England Mutual Life, and Eldon R. 
Wallingford, assistant general counsel, 
Life Insurance Association of America. 

Assemblyman MacKenzie, vice chair- 
man of the Mahoney Committee, pre- 
sided in the absence of Chairman Ma- 
honey. Superintendent Robert E. Dineen 
gave his support to the measure, which 
would add section 32-b to the Insurance 
Law, and explained its need at this time 
in connection with the evaluation of 
direct placements. 


Wallingford Makes Two Suggestions 


As the first speaker, Mr. Wallingford 
said that member companies of the Life 
Insurance Association of America had 
been canvassed and were in favor of 
the bill’s passage. However, they would 
like to have clarification as to (1) the 
application of the $250,000 per year 
which is the maximum amount consid- 
ered necessary in any one year to de- 
fray the expenses of the valuations com- 
mittee; and (2) a clarification of section 
4 of the bill pertaining to “assessments.” 
Mr. Wallingford said that the language 
of this section is not clear as to how 
the apportionment of the assessment 
between the states will be worked out. 
Both of these points have been pre- 
sented to counsel of the New York 
Insurance Department and Mr. Walling- 
ford was confident that they are re- 
ceiving consideration. 


Ecker and Query Testify 


Speaking for the Metropolitan Life, 
Frederic W. Ecker indicated his ap- 
proval of the bill’s objectives. He also 
stated that his company had given some 
thought to levying the assessments on 
a pro rata basis, taking into account 
the types of securities that are the sub- 
ject of valuation by the NAIC. He did 
not press for this change, however, say- 
ing that a fair basis of prorating the 
expense would be agreeable to his com- 
pany. 

Alexander Query, representing the 
Prudential, argued that it would be bet- 
ter to make the pro-rating upon the 
basis of bonds and stocks held by the 
companies instead of on the basis of 
admitted assets. He said such a formula 
would be more realistic “in that the ex- 
penses would be incurred on the valu- 
ation of bonds and stocks in Schedule D 
rather than in the valuation of all the 
assets of the companies.” Of even more 
importance, Mr. Query added, is the 
fact that pro-rating according to ad- 
mitted assets might operate unfairly 
upon smaller companies in some states. 

The Prudential’s endorsement of the 


proposed legislation was regarded as 
significant in that it represented the 
position of a large “out of state” com- 
pany not only in respect to the New 
York bill but in support of like legis- 
lation in its own state. The same can 
be said for the New England Mutual 
Life whose spokesman, Sherwin C. 
Badger, expressed the hope that com- 
parable legislation would be put into 
effect in Massachusetts. It is also un- 
derstood that the Mutual Benefit Life 
of Newark shares the Prudential’s 
position. 

Mr. Query also put on the record that 
C. A. Gough, acting Insurance Commis- 
sioner of New Jersey, has said that he 
would favor the adoption of a formula 
for pro-rating the assessment expenses 
on the basis of bonds and stocks of the 
life insurance companies. 


Attitude of Smaller Companies 


Indicative of the attitude of the 
smaller companies in New York state, 
Mr. Wallingford said they would like 
to see the assessments levied on a more 
equitable basis. He then explained that 
if New York were the only state enact- 
ing the bill the largest share of the 





Now “Crk Lazare Qbeuk bt” ak 
Au) Datdece 
/4.0 wesT $7*° SF MyL. 19 
Yue Fe 
Clecce Maer 
Faeey Q. eg a 








Attention: General Insurance Firm 
Qualified life insurance man seeks to 
establish a life department to service 
and solicit life insurance business. Ad- 
vanced underwriting and estate plan- 
ning background. Box 1859, The Eastern 
Underwriter, 41 Maiden Lane, New 
York 7, N. Y. 











yearly expense would be borne by the 
Metropolitan Life—about $106,000. The 
estimated shares to be borne by the 
Equitable Society and New York Life 
would be $56,000 and $53,000; Guardian 
Life, $3,000, and Home Life, $2,400. 
Among the smaller companies Security 
Mutual Life would pay an estimated 
$590; North American Reassurance Co., 
$350, and Eastern Life, $80, In mention- 
ing just a few of the company amounts, 
Mr. Wallingford remarked that they 
would be proportionately reduced if 
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"There's LIFE iz tre BERKSHIRE!” 


You tet! The Berkshire’s full line of 
Preferred Risk life lines—Double Protec- 
tion, Preferred Ordinary Life, Graded Pre- 
mium Life and Term to Age 65—at attractive 
premium rates—certainly give us the 
edge in the life insurance market today!”’ 
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more states besides New York enact 
the legislature. 


Dineen Gives Background 


Superintendent Dineen in his testi- 
mony gave background information as 
to the desirability of the proposed act. 
In his opinion, the NAIC committee on 
valuation of securities has performed a 
useful service. Up until about seven 
years ago a large part of its work was 
mechanical. But as the life insurance 
industry got more and more interested 
in direct placements “it became a ques- 
tion of ascertaining the value of each 
private deal on its own merits. In rec- 
ognition of this need the present bill 
was drawn up and in its preparation we 
have had the valuable assistance of the 
industry.” 

One thing that Mr. Dineen does not 
like about the bill in its present form 
is that the cost of evaluating the direct 
placements will be borne only by the 
life insurance companies. “It is  prob- 
ably equitable at this time that they 
should carry the burden,” he said, “in- 
asmuch as they are the largest partici- 
pants in direct placements.” But the 
Superintendent offered for future con- 
sideration that the assessment costs be 
financed by all segments of the insur- 
ance business. He had in mind that the 
New York Insurance Department has 
in the past few years wrestled with the 
direct placement problem of a large fire 
insurance group and its eventual solu- 
tion required as much if not more time 
and effort, he said, than that involved 
in connection with life company place- 
ments. 

In closing Mr. Dineen estimated that 
the total amount involved in direct 
placement investments by life companies 
is now .from $6 to $10 billion which is 
indicative of the “acute need for super- 
vision.” New York companies may pay 
a little more than their equitable share 
of the expense at first, he pointed out, 
but “we think it is important that the 
new program get under way and other 
states will come in as time goes on.” 

There was no indication by members 
of the Mahoney Committee at the hear- 
ing as to whether amendments would be 
made to the bill prior to its considera- 
tion by the two houses of the legis- 
lature. 





Leaves California Dept. 

Donal R. Luckham, assistant to the 
chief of Compliance and Legal Division 
of the California Insurance Department, 
has resigned to go 
with the Beneficial 
Standard Life, Los 
Angeles, as vice 
president and _ gen- 
eral counsel. Gradu- 
ate of Southwestern 
University Law 
School, Mr. Luckham 
practiced law for 
seven years before 
joining the California 
Department in 1938 
as Chief Deputy In- 
surance Commis- 
sioner in the San 
Francisco office un- 
der Commissioner Goodcell. Transferred 
to Los Angeles, he was largely respon- 
sible for proceedings in the Chapter 9 
cases when Commissioner Caminett! 
seized 14 companies. He served as 4 
naval lieutenant in the recent war. 
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D. R. Luckham 
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Benner Sees End of 
Post-War Inflation 


NO SUDDEN PRICE DECLINE 





Continental American Vice President 
Views Otulook for Wilmington 
Managers & General Agents 





“This country is now going through 
its post-war readjustment,” Claude L. 
Benner, vice president of Continental 
American Life, told the Wilmington 
Managers and General Agents Associa- 
tion Tuesday. “Nothing can prevent this 
transition, nor can it be postponed, ex- 
cept by an increase in expenditures for 
armaments to such a degree as would 
seem to forecast imminent danger of 
war. All the Government can do, by its 
various support programs, it to mitigate 
the severity of the shock probably at 
the expense of prolonging the period 
of readjustment. 

“We may confidently expect a veritable 
rash of Congressional investigations as 
to why farm prices have declined so 
rapidly and why the cost of living has 
declined so slowly. Blame will be placed 
upon the speculators in the grain ex- 
changes for the decline in farm prices 
and, no doubt, greedy merchants will 
be held responsible for high retail prices. 
All this will have a familiar ring to 
one who can distinctly remember what 
took place in 1920-21. 


Why No Sudden Price Decline 


“An understanding of the causes of 
the boom of the past three years reveals 
with crystal clearness why such a boom 
must eventually come to an end. The 
boom was based upon the fact that when 
the war ended there was a surplus of 
money and bank deposits in the country, 
about three times as many as there 
was when the war began. In other words, 
people had purchasing power. Second, 
there was a scarcity of goods of all 
kinds, raw materials and finished prod- 
ucts, An attempt on the part of business 
to meet the demand for goods that 
quickly came into the market after the 
close of the war led to huge plant 
expansion. This resulted not only in a 
boom in consumer goods but a boom in 
construction and durable goods. 


“Labor, encouraged by the Govern- 
ment, took advantage of the fact to ask 
for higher wages. These were granted 
and costs went up. Retail prices soon 
followed. Rising costs, increasing retail 
prices, higher wages all feed upon each 
other and an inflation cycle is the result. 
Finally, production increases; higher re- 
tail prices cut down demand; the con- 
struction boom is over, and the infla- 


. tion cycle comes to an end. In my 


opinion, that is where we are today. 
“Briefly, I believe we have come to 
the end of the inflation road and that 
the outlook now is for some decline in 
prices for the following reasons: (1) the 
scarcity of consumer goods caused by 
the war is practically all over. Retailers’ 
and wholesalers’ shelves are no longer 
empty and with a few important ex- 
ceptions there are plenty of commodities 
for fabricating in the hands of manu- 
facturers. (2) The main part of the post- 
war plant expansion is finished and this 
expansion has tremendously increased 
the potential output of manufacturing 
establishments. It is estimated that pro- 
ductive capacity of the country in its 
present manufactured lines now has a 
potential increase of 50% over pre-war. 
(3) Borrowings by businesses should 
show little increase from now on. While 
there may be only a little decline, com- 
mercial and business loans will not in- 
crease as they have since 1945. (4) Con- 
sumer and instalment loans will likewise 
increase slowly even if Regulation W is 
lifted, Total consumer credit, which was 
only about $9 billion in 1940, now stands 
somewhere around $16 billion. (5) At 
Present prices there is no shortage of 
houses. Today in Wilmington there are 
new houses completed and for sale in 
the price range from $10,000 to $50,000. 
(6) In spite of E. R. P. our total volume 
or exports will decline and our imports 
will increase during the coming year 





Bankers National Life 
Clubs to Meet March 9 


Charles J. Zimmerman, CLU, asso- 
ciate managing director, Life Insurance 
Agency Management Association, will 
be the featured speaker at the meeting 
of the Presidents and Master Producers 
Clubs of Bankers National Life, Mont- 
clair, N. J., to be held at the Hotel New 
Yorker, the evening of March 9. Mr. 
Zimmerman’s subject will be, “What 
Makes Johnny Run.” 

Harry J. Baker, Boston, is chairman 
and George E. Parris, Philadelphia, is 
vice chairman of the Presidents Club. 
Both are’ life members of the Million 
Dollar Round Table. 

Robert L. Marcotte Bloomfield, N. J., 
is president and Nathan Frankel, At- 
lantic City, is vice president of the 
Master Producers Club. 





MAKE LOAN TO LESLIE SALT CO. 


Leslie Salt Co., largest salt producer 
and refiner in the west, has borrowed 
$4,000,000 from two life insurance com- 
panies on fifteen-year 344% sinking fund 
notes. They are Mutual Life of New 
York which took $3,000,000 of the notes 
and Pacific Mutual Life of California 
which took the balance. Leslie Salt will 
use the proceeds of the loan to refund 
bank loans and to expand its salt making 
capacity and other facilities. 





thus relieving the foreign pressure for 
an upward movement in prices. 


“But I do not look for any sudden 
price decline such as took place in 1920. 
That seems totally out of the realm of 
possibility. Neither do I look for any 
severe sudden business depression, with 
our Government spending $15 billion 
on armaments and about $5 billion for 
European recovery. The total volume of 
business cannot decline drastically so 
long as these expenditures continue in 
such volume.” 


Jacksonville General Agent 


VICTOR W. WILSON 


Connecticut Mutual Life has opened 
an agency in Jacksonville with Victor W. 
Wilson as general agent. This will be 
the company’s 76th agency and its second 
agency in Florida, the Wilson Agency 
becoming headquarters for northern 
Florida. 

Mr. Wilson has been district manager 
at Jacksonville since 1947, reporting to 
the Miami agency. He attended Jackson- 
ville schools and was with the Eastern 
Airlines and the Civil Aeronautics Ad- 
ministration for six years before entering 
the life insurance business. During the 
war he served in the Naval Air Trans- 
port Service. Mr. Wilson will maintain 
— at 612 Lynch Building, Jackson- 
ville. 





operations. 


holders. 








A philosophy 


that works... 


The continuing advancement of the 
essential interests of its field underwriters 
is fundamental in Equitable Life of Iowa 


Scientific selection, progressive and 
thoughtfully planned training, and an 
amplitude of field tested sales aids, are 
integral parts of a development program 
the merit of which has become more ap- 
parent annually. 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 
increasing esteem by prospects and policy- 





Equitable Life of lowa 


Founded in 1867 in Des Moines 














Canada Life Has Its 
102nd Annual Meeting 


TOTAL ASSETS OF  $369,875,000 





Action Taken Relative to Currency 
Exchange; It Used $4.03 
to the Pound 





The annual meeting of the Canada Life 
announcing the company’s results for 
1948 was its 102nd. The company made 
four new records in new business, busi- 
ness in force, assets and in surplus. 
Highlights of the year were these: paid 
to policyholders and beneficiaries, $24,- 
282,000; new insurance, excluding annui- 
ties, $122,797,000; new annuity business, 
$17,434,506; insurance in force, excluding 
annuities, $1,151,926,000; total assets, 
$369,875,000; surplus and contingency re- 
serve, $19,235,000. 

The interest rate earned in 1948 was 
3.82%. Average rate of interest realized 
on new investments during 1948 was 


higher than in 1946 and 1947. 
The Exchange Situation 


Discussing the interesting currency 
exchange situation, Canada Life said: 

“The company for the first time de- 
parted from the use of $4.86 2/3 to the 
pound in obtaining the Canadian dollar 
equivalent of the items pertaining to its 
business in pounds sterling. This year 
it has used $4.03 to the pound. 

“The company made this change in 
order to bring its figures into line with 
the current rates of exchange. In the 
past there have been fluctuations in both 
sterling currency and U. S. dollars. Can- 
ada Life has refrained from continually 
adjusting its figures upwards and down- 
wards. Now, however, the rate of $4.03 
Canadian for the pound sterling has con- 
tinued for over two years, and, accord- 
ingly, it was decided to adopt it. The 
company is prepared, of course, to make 
further changes from year to year as 
the need may arise in the Canadian dol- 
lar equivalent of either the pound ster- 
ling or the U. S. dollar.” 





Home Beneficial Life 


Completes Fifty Years 


Home Beneficial Life, Richmond, Va., 
which last week completed 50 years of 
business in Virginia, now has assets in 
excess of 000,000. The company, 
organized in 1899, now has $344,401,949 of 
insurance in force. Last year the com- 
pany paid $2,243,584 to living policy- 
holders and $2,162,027 to beneficiaries. 

The company is planning to erect a 
new home office building of Colonial de- 
sign in the western section of Richmond. 
Home Beneficial has _ representatives 
throughout Virginia, Tennessee, Mary- 
land, Delaware and the District of 
Columbia. President of the company is 
W. E. Wiltshire. 





Chicago Meetings . 


The series of meetings to be held in 
Chicago, April 1-2, include the annual 
meeting and election of officers of the 
Illinois State Association of Life Un- 
derwriters which will meet April 1. N. 
Eric Bell, State Farm Life, Blooming- 
ton, Ill., is president. The afternoon ses- 
sions will be the annual meeting of the 
Illinois Round Table which is composed 
of quarter million or better producers 
in Illinois. Harold H. Hensold, CLU, 
Northwestern Mutual, Danville, Ill, will 
preside. 

The Life Agency Managers’ Confer- 
ence which will be held in the afternoon, 
April 1, is under the chairmanship of 
Ferrell Bean, general agent, John Han- 
cock. James F. Ramsey, general agent, 
Connecticut Mutual, is president of the 
Life Agency Managers of Chicago. 

Henry W. Persons, manager, Mutual 
Life of New York, is chairman of the 
sales congress committee of the Chi- 
cago Association of Life Underwriters. 
Robert R. Reno, Jr., CLU, agency di- 
rector, Equitable Life Assurance So- 
ciety, is president. 
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Union Central’s Liberalized Program 


Eleven announcements designed to 
ape ; P 

“help the life insurance underwriter dou- 

1949” were an- 


convention of 


ble his production in 
nounced at the national 
Union Central Life held at the Plaza 
Hotel, San Antonio, February 13 to 16. 
These announcements were: 

A 50% increase in previously published 
tabular limits of retention. Maximum 
retention will now be $150,000, with the 
very best reinsurance facilities provided. 
Cases to $500,000 can now be underwrit- 
ten. 

A new Term to 65 policy was an- 
nounced, convertible to 55. 

Non-medical, formerly limited to cities 
of less than 500,000, can now be written 
in all territories where such applications 
are permitted by law—on ages 0 to 40— 
maximum $10,000—$5,000 in one year. 

A new, simplified Juvenile application 
was submitted to members of the con- 
vention—an application which was de- 
signed to enable Union Central repre- 
sentatives to further increase their pro- 
duction in this market. 

A complete series of Single Premium 
Endowments was announced, including 
10, 15, 20, 25, and 30 year Endowments, 
as well as Endowments at 60, 65, and 70. 

A new Retirement Income at 55 plan. 

Presented to the Convention was a 
liberalized, streamlined Salary Savings 
Program, with a thoroughly tested pro- 
cedure and technique planned to enable 
Union Central agents to make the most 
of this market. 

Life Income Option, 5 Years Certain. 

Liberalized Height and Weight Tables. 

A new procedure in Medical Under- 
writing, to eliminate amendments when- 
ever possible. 

Announcement of the appointment of 
the Ralph H. Jones Co., Advertising 
Agency of Cincinnati and New York, 
to assist Union Central’s own sales pro- 
motion department in the preparation of 
literature and other sales aids to help 
representatives of the company in their 
work in all markets. 


The Union Central has. always main- 
tained its own staff of sales promotion 
experts, and the addition of the adver- 
tising agency is in keeping with the 
company’s program of expansion. 


President Cox Opens Convention 


3en A. Wiedermann, general agent, San 
Antonio for Union Central, welcomed 
members of the convention to his city. 
Mr. Wiedermann’s son, Sidney H. Wied- 
ermann, a member of the agency, and 
Leon Shapu and Kennedy Dodds, also 
represetatives of Mr. Wiedermann’s or- 
ganization, qualified for the convention 
and assisted Mr. Wiedermann in _ his 
duties as host for the convention. 

President W. Howard Cox made the 
opening address and reported to the 
convention the progress the company 


has made since he announced his 20- 
year program of expansion at Union 
Central’s Boca Raton, Florida, national 
convention in April, 1947. In closing his 
address Mr. Cox discussed the corner- 
stone of a new building, laid at Fifty-first 
and Fifth Avenue, New York City, which 
contains a stainless steel safe that can 
be opened on stated océasions. A unique 
feature of that ceremony was that the 
stone was put in place by atomic power— 
the first time such a stone has been laid 
without the use of human hands. The 
building will be occupied by a great pub- 
lishing company, and the head of that 
company asked a number of men 
throughout the country to write brief 
statements of their hopes for the next 
five years, to be placed in the steel safe. 
At the end of that time the safe will be 
opened and the statements read. Mr. 
Cox said: 

“IT should like to read you my state- 
ment but I am afraid that it must be 
held confidential. But I can tell my 
hope for you. It is conservative to esti- 
mate that more than twenty billion dol- 
lars of new life insurance will be sold 
in the United States in 1949. My hope 
is that each of you will sell at least 
$500,000 of that $20 billion.” 

Special guest of the convention was 
George B. Butler, chairman of Board 
of Insurance Commissioners of Texas. 
He was introduced by Union Central vice 
president, John A. Lloyd, who said: 

“Life insurance has gotten along very 
well under the supervision of the insur- 
ance departments in the various states 
of the Union. There is pressure being 
applied now to nationalize the control of 
life insurance. I am against such cen- 
tralization of power and feel that the 
millions of people who own the billions 
of life insurance now in force are the 
strongest bulwark we could possibly 
have to keep the supervision of life 
insurance companies where it is today. 
There is no business or industry in the 
United States that can take an investiga- 
tion and come out as clear as life insur- 
ance. So I say, if they want to investi- 
gate, let them investigate. And if after 
the investigation there should be an at- 
tempt made to move the control of life 
insurance companies to Washington, 
there is going to be biggest fight you 
have ever seen.” 

Knight Agency Men Leaders 


The president of The Union Central’s 
Half-Million-Dollar Club, always the 
leading personal producer for the year, 
was this time Robert G. Wall, Jr. of the 
Charles B. Knight Agency, Inc. New 
York. This is the second year in succes- 
sion that Mr. Wall achieved this honor. 

The vice president of the club was 
introduced as Samuel M. Sitomer, also 
of the company’s New York .Agency. 
3oth Mr. Wall and Mr. Sitomer re- 
sponded with short talks. 

The final speaker of the first business 


(Continued on Page 19) 





J.C. Malone On 


How inspection reporting services de- 
veloped and what they aim to achieve for 
the insurance business was told by James 
C. Malone, president of Retail Credit 
Co., who addressed the Union Central 
Life convention at San Antonio re- 
cently. 

“What have inspection reports meant 
to the life insurance business? We think 
it reasonable to believe they have played 
a large and important role in the devel- 
opment of insurance business,” said Mr. 
Malone “in that they have assisted the 
companies in greatly broadening their 
bases for coverage, and have enabled the 
companies to underwrite on a profitable 


Reporting Services 


basis a large number of risks—in fact, 
a large segment of our population which 
otherwise would have been declined. 
Some people when appraising inspec- 
tions think largely of the occasional de- 
clined case, or an occasional troublesome 
delay. On the positive side, inspections 
help clear up and put in the favorable 
column many cases having doubtful as- 
pects. They have assisted the companies 
in properly rating substandard cases. 

“Inspections are an important factor 
in enabling the life insurance companies 
to write non-medical business. It seems 
logical to believe that you write a great 
deal more business with inspections than 
you would without them.” 
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Hanselman Tells of 1949 Objectives 


Suggestions for attaining the 1949 ob- 
jectives of Union Central Life of 
doubling the production of its field force 
were made by Vice President Wendell 
F. Hanselman at the recent San Antonio 
convention of the company’s field force. 


“During the last 12 months most of 
you paid for at least $250,000 of new 
business in order to qualify for this con- 
vention,” said Mr. Hanselman. “Some 
of you paid for more than that. If you 
sold a bare $250,000, we want to help 
you increase your production to half-a- 
million. If you are already selling at the 
rate of half-a-million, we want to see 
vou in the million dollar class. In other 
words, we want to help you double your 
production in 1949, 

“That is a big order and we realize 
just as well as you do that an objective 
of this kind cannot be attained by simply 
wishing and hoping. It requires intelli- 
gent planning and an aggressive follow- 
through during all the rest of the year. 
The company can help by making the 
necessary tools available to you. In the 
final analysis, however, the satisfactory 
completion of this program depends upon 
you as an individual. 

“Here then is the question for which 
we shall try to find the answer right 
now. If you were a $250,000 producer 
in 1948, how can you increase your pro- 
duction to $500,000 in 1949? I am going 
to make four specific suggestions. If you 
follow them, you cannot fail. 

“First, you must raise your sights. 
After hearing the announcements at this 
convention, it must be obvious to you 
that the company has raised its sights— 
if you are to keep pace, you must raise 
yours. Stop thinking of yourself as a 
$250,000 producer. Don’t sell yourself 
short. Make up your mind that you are 
a $500,000 producer. Look about you at 
the men who pay for twice as much 
business as you ask yourself, ‘What 
have they got that I haven’t got?’ 
Chances are, you will find that they 
don’t have anything you don’t have. 
They just use it to better advantage. 
On the other hand, if the man produc- 
ing double your volume does have some- 
thing you don’t have, make up your 
mind to get it for yourself. You can 
do it. I am a great believer in the fact 
that a man can accomplish anything 
within the limits of human achievement 
if he wants to. So, the first step in 
doubling your production in 1949 is to 
raise your sights, aim a little above the 
mark at which you are shooting and 
never let yourself fail in the confidence 
that you are going to hit the mark. 

“The second point in our program con- 
sists of working out a schedule of steady 
production. We had some very good 
thoughts from Elmer Bierbaum on that 
subject. He tells us that he organizes 
a plan that will guarantee steady pro- 
duction because he is lazy. He likes to 
have time to go hunting and enjoy life. 
That may sound facetious but I know 
Elmer doesn’t mean it that way. It is 
much easier to reach an objective by a 
program that guarantees steady prog- 
ress than by relying on the inspiration 
for great accomplishment to strike once 
or twice a year. 


Setting New Goals 


“Here are some interesting facts about 
you. In December, 21 of you each paid 
for more than $75,000 and many of you 
paid for more than $100,000 in that single 
month in order to qualify. In January, 
19 of you, who had written only a 
quarter million last year, paid for more 
than $100,000 in one month in order to 
qualify as a guest at Monterrey. In 


other words, 40 of you men and women 


in the room today paid for, in a single 
months, from 300% to 400% of your 
average monthly production. 

“Now I am not going to be so bold 
as to suggest that just because you paid 
for $100,000 in one month, you can do 
it every month. I do know, however, 
that if you organize for steady produc- 
tion, you can pay for $40,000 to $50,000 
every month. So, the second recom- 
mendation to those of you who want to 
double your production in 1949 is this. 
After you have raised your sights and 
set your goal, deduct from that objective 
the amount paid for in January and 
February. Then divide the balance into 
10 equal parts and organize a program 
that will guarantee sales equal to one 
part in each of the 10 remaining months 
from March to December. Do this and 
you will avoid all the headaches and 
heartaches involved in struggling for a 
jumbo month in order to get under the 
wire next December. 


“The third point in this program to 
double your production has to do with 
your sales procedure. Here is a sug- 
gestion. On the way back home, think 
over your sales procedure and examine 
it with this question in mind. Is my 
sales procedure effective in getting the 
maximum production out of each pros- 
pect ? 

“Too often a policyholder who should 
own $50,000 of life insurance has only 
10 or 15, either because the agent's 
sights were too low or because his sales 
presentation was not designed to do 
a complete job. This not only cuts down 
sales volume for the agent, it results 
in gross injustice to the prospect and 
his family. Did you ever think of it this 
way? When a prospect gives you his 
business, you become his life insurance 
man. He has devoted time and thought to 
working with you in planning his life 
insurance estate. He may well refuse to 
see other life insurance men on_ the 
theory that you are taking care of his 
needs. What a great responsibility that 
places on you! If you sell this man 
$10,000 when he needs and can pay for 
$50,000, when he dies with an inadequate 
life insurance estate, who is responsible 
for the hardships that will be suffered by 
his widow and children? 


“Here is a specific suggestion to in- 
crease your average sale and at the same 
time render a more complete service to 
your client. 

“First, sell your prospect the sound 
principle that every man should put 10% 
to 20% of his income into a life insur- 
ance estate. That’s the first step. In 
order to do this, point out to him that 
life insurance is something tangible. It 
is food and clothes and shelter for the 
future when he or his family will need 
it most. Point out to him that no one 
makes a success of his life without plan- 
ning. Isn’t it reasonable to adopt a plan 
that will limit his expenditures for im- 
mediate food, clothes, shelter and tem- 
porary savings to 80% or 90% of his in- 
come and set aside the other 10% to 
20% for food, clothes and shelter in the 
future? 

“Second step. If he is under 40, sell 
him on putting this percentage of his in- 
come into a plan that will give him m: UxI- 
mum protection now with the thought 
that he can convert to a higher-premirm 
plen later as his income increases. 

“Tf you will follow these two steps ™" 
your sales procedure, you will increase 
your average sale by an amazing per 
centage. I am not talking theory to you 
now, | am talking from my own experi 
ence in working with many agents over 
a period of 25 years in this business. 
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Connecticut General Life Promotions 


At the annual meeting of Connecticut 
General Life at Hartford, Buist M. An- 
derson, counsel, was advanced to vice 
p:esident and counsel; Allerton C. Hick- 
mott and Irving G. Bjork, second vice 
presidents, were made vice presidents; 
Ward Van B. Hart and George W. 
Young, assistant actuaries, became as- 
sociate actuaries; Godfrey M. Day, as- 
cistant secretary, claim department, is 
secretary claim department; Robert L. 
Mayer was appointed assistant secre- 
tary Group sales department. 

Elected to the board of directors was 





John Haley 
B. M. ANDERSON 


G. Keith Funston, president of Trinity 
College. Mr. Funston is a director also 
of Hartford Steam Boiler Insp. & Ins. 
Co. and Aetna (Fire) among other 
companies. 

Mr. Anderson was graduated from 
University of Virginia in 1924 and from 
Yale Law School in 1929. He assisted 
Professor William R. Vance of Yale in 
the preparation of an insurance text- 
book and joined Connecticut General’s 
legal department December, 1929. He was 
appointed attorney in 1934, and counsel 
in 1939. He was chairman of the Legal 
Section, 1948, of American Life Con- 
vention. He is Connecticut representa- 
tive for Life Insurance Association of 


West Coast Life 


(Continued from Page 14) 
los C. Warner who has served as sec- 
retary of the company for 22 years and 
has been associated with the company 
for 30 years was elected vice president 
and secretary. 

Reporting on the company’s operations 
last year, President Keesling said new 
business amounted to $33,468,748 in 1948 
compared with $23,360,310 in 1947. In- 
surance in force increased $21,331,492 to 
reach a total of $201,704,295 at the end 
of the year. Total income received dur- 
ing the year amounted to $8,283,722 in- 
cluding $6,584,722 in premiums and $1,- 
89,139 from interest and real estate. 

Admitted assets increased $2,584,896 to 
a total of $43,328,303 at the end of 1948. 
New investments were principally in 
first mortgages and high grade medium 
term railroad equipment trust certifi- 
cates, Net yield on mean ledger assets 

re 3.00% compared with 2.86% in 1947. 
Net earnings were $344,711 for the year. 
Unassiened surplus increased $300,000 to 
$1,900,000 and unassiened contingency 
reserves increased $44,711 to $270,530, 
making total capital surplus funds $2,- 
670,530 at the end of 1948, compared 
With $2,325,819 at the end of 1947. Bene- 
ft payments to policvowners and bene- 
fiviaries were $3,195.878 mz iking a total 


of $71,041,791 so disbursed since organi- 
Zation, 





America, editor of Legal Notes of the 
Actuarial Society of America, and is a 
member of the Industry Committee for 
Revising Life Policy Provisions, the 
War Clause, and the Escheat Commit- 
tees. He is a director of Connecticut 
Chamber of Commerce and of the J. B. 
Williams Co. 

Former chairman, he is a member of 
the law committee Bureau of Accident 
& Health Underwriters; member life 
insurance committee, American Bar As- 
sociation, and Association of Life Insur- 
ance Counsel. 

Mr. Hickmott joined the financial de- 
partment of Connecticut General in 1917 
after graduating from Dartmouth Col- 
lege. He was appointed assistant secre- 
tary in 1925 and financial secretary in 
1937. He became second vice president 
in 1947. Mr. Hickmott’s duties for the 
company are in the investment security 
field. He is a member of the American 
Institute of Accountants and of the 
American Society of Certified Public 
Accountants. 

Mr. Bjork was educated in Chicago 
and was engaged in the banking and 
investment business there. He was asso- 
ciated with the Peoples’ Securities of 
Chicago as treasurer prior to joining 
Connecticut General in 1932. He was 
appointed supervisor of city mortgage 
loans in 1943, assistant secretary in 
1946, and second vice president heading 
the mortgage and real estate depart- 
ment in 1947. 

Mr. Hart was graduated from Yale 
with Phi Beta Kappa standing in 1914, 
and that year joined Connecticut Gen- 
eral’s actuarial department. He was ap- 
pointed assistant actuary in 1924. He is 
a Fellow of the Actuarial Society of 
America, and of the American Institute 
of Actuaries and an associate of the 
Casualty Actuarial Society. 

Mr. Young was graduated from 
Princeton University in 1932, He was 
associated with a life insurance company 
in New York in its actuarial department 
for 10 years. In 1942 he enlisted in the 
Army Air Force, and was discharged 
as lieutenant colonel in 1945. He joined 
Connecticut General’s actuarial depart- 
ment in that year, and -was appointed 
assistant actuary in 1947. He is a Fellow 
of the Actuarial Society of America and 
of the American Institute of Actuaries. 

Mr. Day was graduated from Choate 
School in 1917, He served in World War 
I in France with the 101lst Machine Gun 
Battalion. He joined Connecticut Gen- 
eral in 1923 after three years in manu- 
facturing. He was appointed assistant 
manager of the claim department in 
1925, and assistant secretary, claim de- 
partment, in 1943. He is a past presi- 
dent and past chairman of the execu- 
tive committee of the International 
Claim Association and chairman of the 
War Claim Liaison Committee. He 
served many years on the Town Council 
of West Hartford. 

Mr. Mayer attended Yale and Stan- 
ford Universities. He joined Connecticut 
General’s home office Group department 
in 1936, became Group representative in 
Detroit in 1938 and Group manager in 
Minneapolis in 1941. After three years 
in the Army, 1943-1946, during which 
he served in the Counter-Intelligence 
section of General MacArthur’s head- 
quarters, he returned to Connecticut 
General as Group manager in Chicago, 
and to the home office as assistant man- 
ager, Group sales department, in May, 


1948 





Union Central 


(Continued from Page 18) 


session was Richard S. Rust, Sr., vice 
president and secretary of Union Central. 
Mr. Rust reviewed the underwriting lib- 
eralization announeed at the convention 

The Union Central’s highest award, 
the Jerome Clark award for agency 
achievement and development over the 
Dast year, was presented to Fred H. 
Miller, manager of the Grand Rapids 








Left to right—H. G. Kenagy, George O’Connor, Andrew M. Christensen, Leroy 


S. Zider, Jr., 


John J. Gill, Richard E. Pille. 


The Long Island branch of the Life Underwriters Association of the City of 
New York held its sales congress entitled “Thar’s Gold in Them Thar Hills” at 


the Garden City Hotel recently. 
H. G. 
agencies, Mutual Benefit Life; 
and John J. Gill, 


Kenagy, vice president, Mutual Benefit Life; 
George E. 
field training supervisor, 


Among the speakers at the all-day affair were 


Richard E. 
O’Connor, manager, 
Metropolitan Life. 


Pille, director of 
New York Life; 
There were over 


100 Long Island life underwriters in attendance in addition to representatives from 


banks and trust companies on Long 


Island. 


At the conclusion of the affair Leroy S. Zider, Jr., general agent, Mutual Benefit 


Life, chairman of the sales congress, 


summed up the day’s activities. 


President of the Long Island Association is Andrew M. Christensen, agency 


manager in Jamaica for New York Life. 





MAKING HABITS CONSTRUCTIVE 





H. G. Kenagy, Vice President Mutual 
Benefit, Addresses Long Island 
Assn. Sales Congress 


The success and happiness of the 
life underwriter is determined largely 
by the quality of his habits, said H. G. 
Kenagy, vice president of Mutual Bene- 


fit Life, in a talk before the Long 
Island Life Underwriters’ Sales Con- 
gress at Garden City recently. “By 


nature we are just bundles of habits. 
We can acquire good habits as easily 
as bad or mediocre ones. Therefore, 
the intelligent salesman decides what 
habits he needs and sets out to develop 
them. Even the doing of distasteful but 
necessary jobs becomes easy when the 


habit of doing them well has been ac- 
quired,” he said. 

Mr. Kenagy discussed a number of 
the health habits, work habits, interview 
habits and personality habits which all 
salesmen need, and then outlined the 
formula for acquiring new habits. 

For every element of his job which 
is repetitious, said Mr. Kenagy, the 
agent should decide what is the best 
method of procedure for him to use. 
Then he should do it that way often 
enough and long enough for that way 
to become a habit. “The more of the 
details of our work we hand over to the 
effortless custody of habit,” he said, 
“the more our thinking capacity is set 
free to solve the new problems which 
arise.” 





A second place certificate went 


agency. 
McGrath, manager, at 


to William H. 
Columbus, Ohio. 

Another guest at the convention, 
James C. Malone, Atlanta, president of 
the Retail Credit Co., spoke to conven- 
tion delegates on the part his firm is 
playing and the plans they have in help- 
ing agents of life insurance companies. 
“I pledge you” he said “our best efforts 
to give you satisfactory service and to 
protect your interests to the best of our 
ability.” 

The company’s revamped and stream- 
lined Salary Savings Procedure was pre- 
sented in dramatic form by Assistant 
Vice President Harold P. Winter, who 
received an enthusiastic ovation from his 
audience. “One thing we expect” said 
Mr. Winter, “is for every agent attend- 
ing this convention to open at least 
one Salary Savings Franchise before the 
close of the year. 

A recent acquisition of Union Central, 
Assistant Actuary Edward A. Dougherty, 
announced to the convention the new 
Term to 65 policy. He was followed by 
Elmer Grandson, manager of one of the 
company’s Chicago agencies, who told 
delegates the many varied sales applica- 
tions this new plan has. 

Elmer O. Bierbaum, Cherokee, Iowa, 
the most consistent personal producer in 
the Union Central field force outlined 
his methods and ideas for consistent pro- 
duction. Dr. Wm. D. Hickerson, assist- 
ant medical director, who has been 
placed in charge of reviewing all medical 
amendments before they are sent to the 
field, explained to his audience the man- 
ner in which he intends to go about cut- 
tine down the number of amendments 
to be sent in the future. 


A fast panel composed of Assistant 
Superintendents of agencies Fred W. 
Gusweiler, Harrison P. Warrener, Clyde 
W. Ferguson, and Director of Sales Pro- 
motion Myron Jones, announced to the 
convention the new Option 2—Five-Year 
Certain; the new Retirement Income at 
55 Policy; a new table of cash values 
beyond the 20th year, and the complete 
new series of Single Premium Endow- 
ments. 

Charles M. Robertson, Jr., president 
of the Ralph H. Jones Co. and James 
N. Nelson, vice president of the adver- 
tising firm, were introduced and _ told 
members of the convention how happy 
they were to be able to spend this time 
with the company’s leading agents and 
learn their problems first hand. 

Paul S. Rank, president of the Charles 
B. Knight Agency, New York, explained 
the feeling of unity enjoyed in his agency 
whose members did not permit them- 
selves to lose faith since the death of 
their leader, Walter E. Barton, at the 
National. Association of Life Under- 
writers Association last September. 

The San Antonio convention was 
brought to a close by Vice President 
and Superintendent of Agencies Wendell 
F. Hanselman, who reviewed all an- 
nouncements made during the conven- 
tion and ended by saying, “This is an 
important year for every career life 
underwriter in this room. It is a year 
of great opportunity and, therefore, a 
year of great challenge. I know every 
one of you. I have confidence in your 
ability to meet that challenge. I promise 
you that we’ll do ev erything i in our power 
to help you do it and I shall look 
forward to seeing you at the $500,000 
Club Meeting one year from now.’ 
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SALES TRAINING 
As a service to business concerns 
having Group policies in the Metropoli- 
tan Life the Policyholders Service Bu- 
reau of the Metropolitan, which bureau 
is in charge of William J. Barrett, third 
vice president, has been issuing a num- 
ber of reports on salesmanship and sales 
latest is “Does Sales 


the report being based 


executives. The 
Training Pay?” 
on a survey which the insurance com- 
pany made in cooperation with the Na- 
tional Federation of Sales Executives 
and the National Society of Sales Train- 
ing Executives. While sales training is 
one of the outstanding characteristics of 
life insurance, it is interesting to note 
that the importance is recognized 
throughout the business world of ne- 
cessity for well equipped and guided 
salesmen. 

In making the survey about 200 com- 
panies in the business world were asked 
to give information about their sales 
training practices. The answer to “Does 
sales training pay?” is unanimously in 
the affirmative. Some of the 
furnished in the Metropolitan Life’s sur- 
vey follow: 

With a training plan, men 
productive more quickly; a new sales- 
man gains earlier acceptance by the cus- 


reasons 


become 


tomer; a trained new man brings a real 
equity to the senior salesman as he is 
able to take over some of the field work 
at once, allowing the senior to broaden 
his activity. 

Basic characteristics of successful 
sales training programs were summar- 
ized in part: 

The training must be productive. 

The program must directly benefit the 
salesman, the company and the cus- 
tomer, 

Programs are simple and direct, free 
of formality, concentrate on what the 
salesman needs to know to move the 
product. 

Home office and field phases of sales 
training are coordinated. 

[he program is continuous, and not a 
“one shot” affair. 

Most companies interviewed said they 
preferred to their 
own training personnel from the operat- 


select and develop 


ing staffs. 





AN INVESTMENT OUTLOOK 

Geyer & Co., Inc., one of the leading 
investment firms specializing in insur- 
ance stocks, offers the opinion that from 
case of 


the investment standpoint, in 


deflation in this country, fire insurance 
stocks should prove about the least haz- 
ardous and potentially the most profit- 
able common stocks for investors to 
hold. This view, expressed through 
George Geyer, also includes the stocks 
of certain casualty companies. He con- 
tends that deflation would decrease in- 
surable values which would in turn cut 
insurance losses and expenses, giving 
companies a better chance for an under- 
writing profit. Through as moderate a 
reduction in loss costs as 5%, fire in- 
surance companies should be able to 
increase their underwriting profit by a 
much higher percentage, this brokerage 
firm holds. 

It is pointed out by Geyer & Co. that 
even though insurance stocks generally 
yield less than 4%4% to investors, and 
sometimes the yield is as low as 2%, 
fire and casualty insurance stocks ad- 
vanced in 1948 while the general run 
of securities declined even with yields 
getting up to as high as 7% on first 
grade industrial and rail stocks. Mr. 
Geyer argues that the psychology of 
investors appears receptive to commit- 
ments in an industry, such as insurance, 
which by all indications should benefit 
rather than lose through termination of 
the long period of inflation. 





J. R. Townsend, general agent at Indi- 
anapolis for Equitable Life of Iowa, was 
recently elected president of the Indian- 
apolis Kiwanis Club for the 1949 term. 

a ae 

John S. Corley, secretary-treasurer, 
Jankers Life of Des Moines, was re- 
cently named president of the Des 
Moines Community Chest. He was vice 
president of the chest in 1948, and 
treasurer in 1947, in addition to being 
general chairman of the 1947 finance 
campaign. He has been on the chest 
board since 1945. 

* + * 

Dr. Berthold T. D. Schwarz, vice pres- 
ident and medical director of Bankers 
National Life, Montclair, N. J., has been 
elected president of the Goodwill In- 
dustries of New Jersey. A board member 
since 1931, Dr. Schwarz has been a vice 
president of the Goodwill Industries for 
close to 15 years. A past president of 
the Jersey City Kiwanis Club, he served 
two terms as lieutenant governor of the 
New Jersey district. 

* * x 

President S. E. McCreless of the 
American Hospital and Life Insurance 
Co. of San Antonio, Tex., has been 
elected chairman of the San Antonio 
Heart Fund Campaign. 





Bachrach 
SHERWIN C. BADGER 


Sherwin C. Badger, second vice pres- 
ident and financial secretary of New 
England Mutual Life, has been named 
a member of the advisory committee 
of the Simmons College School of Busi- 
ness. 

* * x 

Walter Plangman, director of public 
relations for the Texas Insurance Ad- 
visory Association, has resigned to return 
to Little Rock, Ark.. where he plans to 
establish a local agency, according to an- 
nouncement made by R. B. Cousins, Jr., 
manager of the association. Mr. Plang- 
man is a native of Texas but lived in 
Little Rock for about 12 years where he 
was state agent for the American of 
Newark before leaving that company in 
November, 1947. 

x ok OK 

John G. Jackson, former president of 
New York State Bar Association, has 
been made chairman of the advisory 
committee on law and procedure of the 
International Business Relations Council 
of American Arbitration Association. 

Wo oe 


Albert S. Bagg, Jr. has joined his fa- 
ther in the insurance business in Utica, 
N. Y., and the firm will be known in 
the future as Albert S. Bagg & Son. 
The son will have complete charge of 
the insurance phase of the business. 

x x * 


Peter E. Tumblety, first vice president, 
Empire State Mutual Life of New York, 
in his capacity as representative of the 
Grand Aerie, Fraternal Order of Eagles, 
presented to Joseph Carlucci, Mayor of 
Portchester, New York, on February 26 
the annual civic award of the FOE. This 
was in recognition of Mayor Carlucci’s 
outstanding service to his community 
during the past year. The presentation 
was made in the FOE clubhouse in 
Portchester with 300 attending. Mr. 
Tumblety has been affiliated with the 
Grand Aerie, FOE, since August, 1943, 
when the Empire State Mutual Life ac- 
quired its insurance department. 


Stanley M. Richman, vice president, 
General American Life, St. Louis, has 
been elected president of the Jewish 
Family Service Agency for 1949, 

eee 


Paul D. Stone, CLU, associate general 
agent of the Spokane agency for Mutual 
Benefit Life, will receive a bronze plaque 
from the company this month commem- 
orating his twenty-fifth year of service. 
Beginning his life insurance career in 
1924 he has had agent, supervisory and 
management experience. 





GEORGE W. STEINMAN 


George W. Steinman, president of 
Midland Mutual Life, Columbus, was re- 
cently named a member of the executive 
committee of the Ohio Chamber of Com- 
merce. 

* * x 

Mrs. Ruth Byrne, president, women’s 
division, San Antonio Association of Life 
Underwriters, has announced that a 
panel from this group will appear be- 
fore the San Antonio Parent-Teachers 
Associations of the various schools of 
the city and before women’s clubs, as- 
sisted by Gordon James, administrative 
director for the Social Security office 
of the San Antonio territory, and present 
the benefits of life insurance. 

ca Ok * 


George L. Harrison, chairman, New 
York Life’s board, has been elected to 
the board of the Life Insurance As- 
sociation of America, succeeding James 
Lee Loomis, retiring chairman of the 
Connecticut Mutual’s board. Mr. Har- 
rison is chairman of the LIAA-ALC 
joint committee on monetary affairs. 

x ok 


James Lee Loomis (right), retiring 
chairman of the board, Connecticut Mu- 
tual Life, is shown in the above photo- 
graph receiving a television set from 
John M. Fraser, general agent of the 
Connecticut Mutual in New York City. 
The presentation took place at a dinner 
given to Mr. Loomis at the Hartford 
Club. 
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General Wainwright, President of 
Insurance Companies 


General J. M. Wainwright who re- 
tired from the United States Army after 
a career of great distinction including 


the last stand fight he made in the 
Philippines when in charge of the small 
Army which fought so valiantly but 
unsuccessfully against the Japanese in- 
vaders, is now president of two insur- 
ance companies. 

They are the Armed Forces Mutual 
Life Insurance Co. of San Antonio, Tex., 
a relatively new organization, and, as its 
name implies, serving the armed forces; 
and the Acme Mutual Insurance Co., 
now in its third year and which is a 
non-assessable fire and casualty com- 
pany operating in Texas. The Acme 
Mutual Insurance Co. is also the carrier 
company for the Government Personnel 
Insurance Underwriters, an agency or- 
ganized in San Antonio in 1930 which 
deals exclusively with government per- 
sonnel and the writing of automobile in- 


surance, 
* * * 


William F. Delaney, Jr. 


William F. Delaney, Jr., who along 
with Ralph H. Blanchard, Columbia Uni- 
versity’s professor of insurance, and Dr. 
Max Wollner, managing director of 
Canadian Home Assurance Co, and for- 
merly a leading executive of a European 
insurance company, was presented with 
Spain’s Silver Medal of Merit, is rein- 
surance manager of the New York office 
of Fairfield & Ellis. The main offices of 
Fairfield & Ellis are in Boston. They 


- are general agents there for a large 


group of fire insurance companies and 
for the Continental Casualty. 

The medals were presented during 
the visit here of Don Joaquin Ruiz y 
Ruiz, director of insurance in Spain which 
has 300 domestic insurance companies. 
These medals were in honor of the work 
they had all done at the first Interna- 
tional Congress of Catastrophe Risks 
which was held in Santander, Spain, in 
1947, This congress was attended by 
a large number of insurance men from 
South America, Europe and also the 
Philippines. The meetings discussed the 
possibilities of covering all risks re- 
gardless of their cause or size. 

Son of a lawyer Mr. Delaney attended 
Douai School in England and Ecole Al- 
bert de Mun in Paris. He is a graduate 
of Princeton, class of ’33 and of Harvard 
Law, class of 36. At Princeton he was 
advertising manager of the Daily Prince- 
tonian and belonged to the International 
Relations Club and school of public and 
International affairs. At Princeton, by 
the way, he introduced Rugby which he 
had played while attending Douai. The 
Rugby team of Princeton of which he 
was a member played Harvard, Oxford 
and Cambridge teams. During a vaca- 
tion season he was in the Group de- 
Pariment of the Prudential of Newark. 

At Harvard Law he was president of 
the Elihu Root Law Club and the St. 

ves Law Club, and was also business 
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representative of the New York Herald 
Tribune. 

While in France he worked for a 
half a year in the Paris law office of 
Marcel Ribardiere. For seven years Mr. 
Delaney was an attorney for the Irving 
Trust Co., his work being in connection 
with corporate practice, taxation and in- 
ternational law. He took the. reinsur- 
ance course of N. Y. Insurance Society, 
his instructor being James Cathcart, New 
York resident vice president of Peerless 
Casualty Co. He became general coun- 
sel for the Albert Ullman Marine Office, 
Inc., and for a time was general counsel 
of American International Underwriters, 
later going with Fairfield & Ellis New 
York office. 


Mr. Delaney is a member of U. S. 
Chamber of Commerce committee for 
Western Hemispheric Insurance Confer- 
ence. While attending the conference 
in Mexico City last year he made an 
address on the idea of a Latin American 
insurance company entering the United 
States. He is enthusiastic for inter- 
American insurance relations. 

Mr. Delaney is secretary of the 
American Foreign Law Association of 
New York. He is a justice of the peace 
in Allenhurst, N. J. At the Insurance 
Society of New York he is teaching a 
reinsurance class. 

He has membership in the following 
clubs: Princeton, Lawyers, and Drug & 
Chemical of New York City and Pil- 
grims of Mexico. 

Sl a 


Chief Officers, National Fire 
Protection Association 


On this page recently I ran some 
sketches of National Fire Protection As- 
sociation’s staff personnel, but not of 
officers. Here are the career sketches of 
the two principal officers of NFPA— 
John L. Wilds, president, and Hovey 
T. Freeman, secretary-treasurer. 


Mr. Wilds is president of Protection 
Mutual Fire Insurance Co., Chicago, 
and a member of Associated Factory 
Mutual Fire Insurance Companies. Born 
in Darlington, S. C., he is a graduate of 
Massachusetts Institute of Technology. 
In 1911 he became a fire protection 
engineer of New England Factory Mu- 
tual Companies in Boston. In 1914 he 
was made construction engineer of Pro- 
tection Mutual Fire, becoming president 
in 1935. He is a director of a number 
of mutual companies. His clubs are 
Union League of Chicago, Sunset Ridge 
Country of Winnetka, Ill; Kenilworth 
and Darlington, S. C., Country Club. 
He lives in Kenilworth. 

Mr. Freeman, who lives in Providence, 
has been secretary and treasurer of 
NFPA since February, 1939. He began 
as a field man in 1920 for the Manu- 
facturers Mutual Fire of which company 
he is now president. He is a director of 
several mutual insurance companies, and 
also of the largest bank in Rhode Island. 
He is a trustee of Roger Williams Gen- 
eral Hospital and is president of the 
Providence Governmental Research Bu- 
reau which interests itself in good gov- 





ernment for Providence. Also, he is 
vice chairman of the Providence City 
Plan Commission. The Manufacturers 
Mutual Fire is the oldest and largest 
of the Factory Mutuals devoting them- 
selves to the loss protection and insur- 
ance of large industrial plants through- 
out the United States and Canada. He 
has served on several important national 
committees having to do with insurance. 
For several years he has been a mem- 
ber of the Chamber of Commerce of the 
United States insurance committee and 
at present is chairman of the National 
Fire Waste Council. 
* * x 


Fred Boger’s New Connection 


_On March 1 Frederick Boger, who 
for the past three years has been as- 
sociated with the American Foreign In- 


surance Association, was elected vice 
president of Exchange Place Brokerage 
Service, Inc. He will take over de- 


velopment of new business. 

Mr. Boger graduated from the Uni- 
versity of Pennsylvania’s Wharton 
School in 1941 and shortly thereafter 
spent four years in the Army Air Corps. 
Upon his release from the Army in 
1946 he became associated with the 
AFIA and spent over a year at its Bom- 
bay office later returning to the New 
York office. 

President of Exchange Place Broker- 
age Service is Frederick’s father, W. K. 
Boger. Another son, W. K., Jr., is mana- 
ger of the Continental Casualty’s TDB 
department in New Jersey; a daughter 
(actress Betsy Blair), is the wife of 
Gene Kelly of the films. 

* * * 


“Death of a Salesman” 


Despite the fact that it is a tragic 
story of a man’s frustration and closes 
with a suicide and a cemetery scene 
finish the biggest new dramatic hit in 
New York City is “Death of a Salesman.” 
An old-style, “have-a-cigar,’ drummer 
whose chief assets are good fellowship 
and being liked by people, reaches the 
age of 64 with smashed illusions, 
boredom with his job, unable to make 
close relationships with new men and, 
therefore has lost his grip on salesman- 
ship. Disappointment in one of his sons, 
who started as a football star and went 
to pieces morally, contributed to this 
sad state of things. He is fired by “the 
second generation,” a cold, selfish, 
young fellow now running the business. 

Despite the long line of people at the 
box office, mostly drawn by as fine a 
collection of rave notices as any new 
show has had in some time, based on 
taut, expert playwriting and exception- 
ally good performances, notably that of 
Lee Cobb who impersonates the unfor- 
tunate salesman, this show is going to 
irritate a great many persons in the 
business world, especially those who 
have had wide contacts with salesmen, 
including insurance salesmen. In short, 
it is a controversial drama. 

The irritation will spring from the fact 
that in the business world of today and 
for sometime back the salesman is sit- 
ting on a favorite spot. If competent, 
he frequently makes more money than 
executives or technical men; he is happy 
when he is with people, sometimes a 
wide variety of them; he is largely his 
own master able to make his own 
allocation of time, and he stands well 
with the community. If he has a flair 
for salesmanship he does not need a 
college education in many lines, although 
in life insurance, with the necessity of 
understanding the complex framework of 
business, corporations and taxation, such 
education is becoming more essential. The 
salesman is generally doing a job which 
every one in an organization ‘knows 
about, and many of them become heads 
of establishments they have served “on 
the road.” In fire insurance, innumerable 
special agents have reached the top posi- 
tion with their companies. In life insur- 
ance, a number of agents have kept right 
on to the presidency, sometimes of very 
large companies. Peter M. Fraser of the 
Connecticut Mutual is an example. The 
late Alexander E. Patterson, Mutual 
Life of New York, was another. 

Proponents on the other side of the 
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fence argue that there are thousands 
of salesmen who arrive at the road 
where they can no longer generate the 
pep which made them so valuable to 
their employers; that when those on 
whom they have called for some decades 
die or retire they can’t click with the 
fellows succeeding them; new ideas and 
novel plans of operations called for in 
the changing economic scene are found 
with extreme difficulty or not at all. 
Quite true, but that is not a tragedy 
merely confronting salesmen as it has 
a general application after passage of 
years. 


One annoying feature of “Death of a 
Salesman” is that the villain is the busi- 
ness man. Employers have not been 
popular with dramatists. On the stage 
they are either portrayed as buffoons, 
as was the case in “Potash and Perl- 
mutter,” a hit of some years ago, or as 
stern, unyielding, often cruel. An ex- 
ample is found in another Broadway hit, 
“The Mad Woman of Chaillot,’ where 
the business people, portrayed as 
profiteers seeking an oil monopoly, are 
directed to destruction through a trap- 
door down an endless flight of stairs 
into the sewers of Paris. There was one 
millionaire business man featured as a 
hero in theatres, Thomas A. Edision. 
That was a movie, and he was an in- 
ventor. 

i eae 


Finds Fault With Modern Cars 


Commenting on the General Motors 
show at the Waldorf-Astoria’s grand 
ball room and adjacent spots, more than 
50,000 people seeing the exhibits, Arthur 
W. Stevens of Boston, president of 
Automobile Safety Association, makes 
these comments in a letter to Time 
which that magazine published: 

Sir: 

Your interview of chromium-plated 
razzle-dazzle 1949 automobiles was 
most discerning... 

In the 60 years since Daimler in- 
vented the internal combustion engine 
and adapted it to personalized trans- 
portation back in 1887, there has been 
no essential change in automobile de- 
sign. People still use twice as much 
space on the road as the car requires, 
because today’s operator cannot see 
how much room he needs . . . (He) 
skids off the road in his front-end- 
heavy blunderbus and_ involuntarily 
kills and maims more than a million 
people inside or outside the car... 

President Wilson of G. M., whose 
birthplace was flanked by the houses 
of two locomotive engineers, still 
ignores the fact that locomotives have 


(Continued on Page 28) 
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Marine Underwriters 
Hit New ECA Ruling 


PROVIDES NO COMPETITION 





Leaders Ask Congressional Committee 
to Take Such Action as May Be 
Necessary to Give Relief 





American marine underwriters are far 
from satisfied with the announcement 
of the Economic Cooperation Adminis- 
tration in Washington on Monday that 
it would modify its position on insurance 
to the extent of financing marine in- 
surance on procurement authorizations 
for Marshall plan shipments when re- 
quested to do so by a participating coun- 
trv. The modification of present regu- 
lations is slated to become effective 
April 1 and apply to all shipments in 
the second and subsequent quarters of 
the year, Administrator Paul G. Hoff- 
man stated. 

Marine insurance leaders in New York 
declare that this change makes matters 
worse, rather than better for the Ameri- 
can markets as it would encourage for- 
eign recipients of aid to insure in their 
own markets so as to retain American 
dollars. The decision whether to insure 
and with whom is still left to the dis- 
cretion of the importer. 


Underwriters Write McCarran 


Underwriters this week requested the 
Congressional Joint Committee on For- 
eign Economic Cooperation, headed by 
Senator Pat McCarran, Nevada, to take 
such action as the committee may feel 
necessary to assure the American marine 
insurance market a fair opportunity to 
compete for this insurance coverage now 
going almost exclusively to foreign mar- 
kets as a result of Hoffman’s ruling of 
last year. 

American marine insurance companies 
had protested to the joint “Watchdog” 
committce of Congress that the 1948 
ruling was making it impossible for 
American industry to compete with for- 
eign government-controlled insurance in- 
terests. The committee ordered ECA 
officials to attempt to reach an agree- 
ment with industry representatives. 

The new modification resulted from 
conferences between Percy Chubb and 
John T. Byrne, representing marine 
underwriters, and Judge Charles M. 
Smithdeal, Dallas, attorney for South- 
west cotton insurers, with ECA Comp- 
troller Eric Kohler and other agency 
officials. 

The ECA announcement stated the 
conferences determined that approxi- 
mately $2,700,000 in marine insurance 
premiums might have been placed on 
the four billion dollar ECA procurement 
program through January 31, 1949, and 
that the ECA financed portion might 
have been even less. 

ECA said that the new ruling is not 
expected to add significantly to the costs 
of the program. 


Chegwidden Vice President 


Camden Fire Insurance Co. 


Barry Truscott, president of the Cam- 
den Fire of Camden, N. J., announces 
that at a meeting of the directors, F. 
Harman Chegwidden, formerly treas- 
urer, was elected vice president and 
treasurer. Mr. Chegwidden has general 
supervision over the Camden’s invest- 
ment program in cooperation with Ex- 
ecutive Vice President Charles W. 
Makin and the chairman of the board. 

During 1948 Mr. Chegwidden received 
the honor of being elected vice presi- 
dent of the National Society of Char- 
tered Property and Casualty Under- 





writers. 


Hanover Fire Has Gains 
In Premiums and Assets 


The Hanover Fire Insurance Co. of 
New York closed 1948 with admitted 
assets of $36,260,454, policyholders’ sur- 
plus of $10,461,637 and unearned pre- 
miums of $16,269,042. Assets increased 
over $2,650,000, net surplus was down 
slightly and the unearned premium re- 
serve was higher by $2,318,000. Presi- 
dent F. Elmer Sammons, believes the 
outlook for fire insurance is brighter 
now than at any time in the last few 
years. 

Premium income in 1948 was $20,475,- 
040, an increase of 17%. Premiums 
earned amounted to $18,157,000. The in- 
curred loss ratio dropped last year to 
52% compared with 62% in 1947, and 
the expense ratio was 41% against 40%. 
Cash and U. S. Government holdings o 
the Hanover total close to $20,000,000. 
The trade profit in 1948 was $2,770,556 
and the underwriting profit $219,559. 





N. Y. Society Classes 
For Agents and Brokers 


The School of Insurance of the Insur- 
ance Society of New York will begin 
its next class for agents and brokers 
on March 16. Sessions will be conducted 
from 5:45 p.m. to 7:45 p.m. on Mondays, 
Wednesdays and Fridays. 

Two sections, each containing 35 stu- 
dents, have already been filled. There is 
still room for about 15 students in the 
third section. Registration is being taken 
at the office of the society, 107 William 
Street. 


Combination Registration and Hotel 


Reservation Plan for NAIC Meeting 


Plans have been completed for a com- 
bination registration and hotel reserva- 
tion system for the annual convention of 
the National Association of Insurance 
Commissioners to be held at Seattle 
June 26-29, 1949, according to Alfred 
Rode, Northwestern Mutual Fire, general 
chairman of the committee on arrange- 
ments. 

Mr. Rode said that persons desiring 
to register for the convention should 
communicate with the committee office 
which is located at 604 American Bank 
Building, Seattle. A special form will ibe 
required. Once completed, the form 
should be returned together with the 
registration fee of $15 per registrant, 
to the committee office. Each registrant 
will receive a receipt for his registration 
to the convention and, in addition, will 
receive confirmation of the hotel reserva- 
tion indicated in the form. 


Benefits of New Plan 


Mr. Rode said the new plan is de- 
signed to expedite convention registra- 
tions and also to guarantee the best 
available hotel accommodations to per- 
sons registering. The plan will also 
enable the various committees to plan 
more accurately the various social func- 
tions. 

The following committee chairmen have 
been announced by Mr. Rode: Ralph 
Baldwin, finance committee; John F. 
Sullivan, reservations and hotel; Irwin 
Mesher, publicity; G. D. Connor, pro- 
grams; Donovan Moore, registration, 
John J. Cadigan, reception; Herbert 
Fishback, banquet; Louis LaBow, auto- 
mobile: George Farnsworth, transporta- 
tion; J. W. Reynolds, Mount Rainier 





Is the Insurance Agency really an Insurance Store? 





**MERCHANDISING”’ 
INSURANCE 





Can insurance be 
distributed 
like merchandise? 





One feature of “‘merchandising”’ 
applies to insurance —‘‘We 
ought to see to it that people 
know about our modern, broad- 
coverage forms of protection!” 

The store owner is a good 
“merchandiser” if he gets favor- 
able publicity and wide distri- 
bution for his wares. 


The insurance agent can be 
a good ‘‘merchandiser” too— 
by seeing that people learn 
about the many forms of pro- 
tection and service his ‘‘store” 
has to offer. 

‘‘Merchandising”’ of the 
benefits from business-operated 
and local agency-distributed 
insurance is something we can 
hardly have too much of! 





OHIO FARMERS INDEMNITY COMPANY 


18.48 


& THE INSURANCE AGENT 1S A GOOD MAN TO KNOW 





trip; Richard Saunders, Lake Washing- 
ton-Canal trip; Stuart G. Thompson, 
general entertainment; Harry Givan, 
golf; ladies’ entertainment and reception, 
Mrs. William A. Sullivan, honorary 
chairman. Milo F. Wilcox will act as 
executive secretary to the committees 
and Mrs. Ada Gallagher will serve as 
assistant secretary. 

The complete list of executive com- 
mittee members follows: Dent, 
John J. Cadigan, D. M. Morgan, J. W. 
Reynolds, Austin F. Case, Chas. H. 
Leber, J. Frank Fogarty, L. D. Brill, 
Tom W. Holman, Charlton Hall, J. A. 
Zimmerman, Kenneth C. Klepser, D. K. 
MacDonald, Louis LaBow, John F., 
Sullivan, George W. Clarke, Stuart G. 
Thompson, Alfred Rode, Bryce Little, 
Robert Jones, Chas, F. Edwards, J. D. 
McAnally and J. R. Storm. 





Windstorm Deductible 
Disapproved in Mass. 


The Massachusetts Insurance Depart- 
ment this week disapproved the $50 
deductible for windstorm coverage under 
the extended coverage endorsement. The 
New England Fire Insurance Rating 
Association is appealing this decision, 
The present deductible is not effective 
after May 2 and in his decision Deputy 
Commissioner T. H. O’Connell said: 

“Upon consideration of the evidence 
introduced before me, I find that the 
filing of the New England Fire Insur- 
ance Rating Association, dated Septem- 
ber 24, 1948, with respect to extended 
coverage endorsement No. 4, fails to 
meet the requirements of Chapter 174A 
because the $5 minimum premium charge 
for elimination of the deductible clause 
from extended . coverage endorsement 
No. 4 is not based on any experience 
statistics submitted to this Department, 
and also for the reason that the mini- 
mum charge is unfairly discriminatory 
against persons who, ‘through. inability 
to secure desired coverage on one pol- 
icy, or for economic or personal reasons, 
wish to spread their insurance among 
several companies, because of the ap- 
plication of the minimum premium on 
the per: policy basis.” 





AGRICULTURAL FIGURES 





Surplus Increased and Loss Ratio 
Improved for Parent Company and 
Also for Empire State 


Premium volume of $10,220,111 for the 
Agricultural, and $2,555,028 for the Em- 
pire State was reported by President 
Ervin J. Dickey at the annual meeting 
of the Agricultural and Empire State 
Insurance Companies in the home office 
in Watertown, N. Y. Mr. Dickey also 
commented on the improved loss ratio 
and an increase in surplus for both com- 
panies, 

The loss ratio for the year 1948 was 
49.24% on earned premiums, which was 
an improvement of 17.03% from 1947. 
Policyholders’ surplus for the Agricul- 
tural increased by $923,673 to $7,050,445; 
the increase for the Empire State was 
$137,090, making the total $1,994,818. 

A dividend of seventy-five cents 0 
Agricultural stock was declared payable 
April 1 to stockholders of record on 
March 15 





HOME TO CONDUCT CLASS 


The next brokers and agents review 
class to be conducted by the Home In- 
surance Co. for prospective brokers an 
agents will be held on Friday evening, 
March 11, from 6 to 9:30 o’clock in the 
Governor Room of the Hotel Governor 
Clinton. This is in preparation for the 
New York State brokers and agents 
examination and all are cordially invited 
to attend. 
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Glens Falls Group 
Premiums Up 11.5% 


GROUP EARNINGS _ $2,603,686 





Glens Falls Ins. Co. Assets on December 
31, $51,824,568; Policyholders’ 
Surplus $19,670,316 





Net premiums written during 1948 by 
the Glens Falls, Glens Falls Indemnity, 
and the Commerce totaled $43,851,280, 
an increase of $4,538,132 or 11.5% over 
the preceding year, according to the 
reports of G. P. Crawford, president of 
the fire companies, and G. D. Mead, 
president of the casualty company, 
which were submitted to board of di- 
rectors at the quarterly meeting held 
February 25, 

After providing reserves for federal 
income taxes in the amount of $983,800, 
total net earnings for the group were 
2,603,686 or $4 a share as compared 
with $1,290,662 or $1.97 a share in 1947. 


Quarterly Dividend Declared 


The board approved the payment of 
the usual quarterly dividend of 40 cents 
a share on the capital stock of the 
Glens Falls, payable April 1 to stock- 
holders of record March 10. 

Non-resident directors who attended 
the meeting were Harold J. Hinman, 
Albany, N. Y.; T. Coolidge Sherman, 
Watervliet, N. Y.; Karl E. Prickett, 
Greensboro, N. C.; Edward P. Farley, 
New York City; R. Harold Griffith, San 
Francisco, and Donald B. Smith, Boston. 


The Glens Falls ended 1948 with net 
premiums written of $23,926,209, an in- 
crease of a little more than 11.6%. Its 
unearned premiums were increased by 
$1,656,470 to a total of $19,978,539. An 
increase in total admitted assets of $3,- 
165,684 over 1947 brought the figure to 
$51,824,568. Total net earnings after 
taxes showed a profit of $1,803,144 as 
compared with a profit of $401,530 re- 
ported for the previous year. Surplus 
December 31, 1948, was $15,013,576 while 
surplus to policyholders was $19,670,316. 

The Glens Falls Indemnity ended 1948 
with net written premiums of $15,702,- 
799, an increase of 11.3%. Its unearned 
premiums were increased by $1,386,422 
to make a total of $7,758,273. An increase 
in total admitted assets of $1,948,922 
over the year 1947 brought the figure to 
$29,982,018. Surplus December 31, 1948 
was $7,318,743 while surplus to policy- 
holders was $8,583,521. 

The Commerce ended 1948 with net 
written premiums of $4,222,272, an in- 
crease of 11.6%. Its unearned premiums 
were increased by $293,986 to a total 


_ of $3,467,049. An increase in total ad- 


mitted assets of $628,576 over the year 
1947 brought the figure to $10,114,732. 
Surplus December 31, 1948, was $3,709,611 
while surplus to policyholders was $,- 


5,94 





RESOLUTE FIRE GAINS 


Premium Income Was $9,001,814 in 1948, 
Up 62%; Company Specializes 
in Auto Finance Insurance 





Premium income of the Resolute Fire 

of Hartford for 1948 was $9,001,814, a 
record in the history of the company, 
according to a statement made by John 
C. Blackall, former Insurance Commis- 
sioner, now resident counsel for the 
company. This represents an increase 
of $3,460,454 over 1947 or 62.45%. 


Statutory underwriting profit was 
$452,248. Assets reached the peak figure 
of $7,709,020. Cash, U. S. Government 
obligations together with current ac- 
counts receivable amounted to $7,684,075 
or 99.68% of the company’s total assets. 

Losses paid during the year exceeded 
$2,800,000 with the average commissions 
to producers in excess of 35%. 

lhe company specializes exclusively in 
the writing of automobile finance insur- 
ance for independent finance and loan 
companies, banks, and automobile deal- 
ers financing their own time sales. The 
company is licensed to do business in 
the District of Columbia and 35 states. 


Royal-Liverpool Group Reveals 
Underwriting Results for 1948 


Net premiums written by the eleven 
fire and marine companies and three 
casualty companies in the Royal-Liver- 
pool Group in 1948 amounted to $151,- 
850,336, compared to $149,141,145 in 1947. 
The 1948 total includes fire and marine 
premiums of $84,689,024 and casualty pre- 
miums of $67,161,312. After deducting 
losses, expenses and taxes the group had 
a trading gain last year of $12,701,501 
which was reduced to an underwriting 
gain of $7,697,686 through an increase 
of $5,003,815 in unearned premiums. In 
1947 the large trading gain was con- 
verted into an underwriting loss of $2,- 
400,000 through an increase in unearned 
premiums of $13,798,000. 

The group had an incurred loss ratio 
in 1948 of 47.61%, practically unchanged 
from 1947; adjustment expense ratio of 
5.44%; tax ratio of 3.04%, and general 
expense ratio of 35.54%, compared with 
36.53% in 1947. 

Fire and Marine Results 

Fire and marine net premiums of $84,- 
689,024 for 1948 show a small decline 
from the total for 1947. Losses incurred 
last year were $37,361,689 or 44.12%. 
General expenses were $30,625,435, or 
36.16%, and adjustment expenses 3.23%. 
Taxes amounted to 2.86%. This left a 
trading gain of $11,545,177, or 13.63% 
and an underwriting gain of $9,588,231, 
or 11.32%. 

For the three casualty companies in 
the Royal-Liverpool Group net pre- 
miums were $67,161,312; losses incurred, 
taxes and expenses amounted to $66,- 
004,988, leaving a trading gain of $1,- 
156,324. or 1.73%. This compares with 
$4,622,000, or 7.29% in 1947. After an 
increase in unearned premiums of $3,- 
046,869 in 1948 there was an underwrit- 
ing loss of $1,890,545. 

Figures for individual companies in 
the group are as follows: 


Royal 
Net Premiums ....... $16,453:558.  .... 
Losses Incurred ..... 7,685,351 46.76% 
Adjustment Expenses 515.295 3.14 
"EAROS eos oNawex woes wer 490,999 2.99 
General Expenses ... 5,979,089 36.38 
Trading Gain......... 1,762,824 10.73 
Decrease in Unearned 654,674 3.98 
Underwriting Gain... 2,417,498 14.71 


Liverpool & London & Globe 
Net Premiums ....... $14,536,352... 


Losses Incurred ..... 7,174,753 49.36% 
Adjustment Expenses 487,076 3.35 
"RUMOR cote cnegee Sade 461,680 3.18 
General Expenses ... 36.43 


Trading Gain....:5.> ; 
Decrease in Unearned 1,339,236 9.21 
Underwriting Gain... 2,456,043 


Globe Indemnity 


Net Premiums .......$34,857,431 .... 
Losses Incurred ..... 17,996,084 51.63% 
Adjustment Expenses 2,788,377 8.00 


1,130,776 3.24 
12,175,693 34.93 
766,501 2.20 
1,567,016 4.50 
800,515 2.30 


Royal Indemnity 


Taxes 
General Expenses ... 
Trading Gaim <...<%.; 
Increase in Unearned 
Underwriting Loss... 


Net Premiums ....... $32,170,978 +e 
Losses Incurred ..... 16.598.460 51.59% 
Adjustment Expenses 2,567.356 7.98 


1,042,955 3.24 
11,269,389 
692,818 2.16 
1.445.141 449 
752,323 2.33 


Queen of America 


Net Premiums ....... $18,646.430 


Taxes 
General Expenses ... 
Pradme Gain’... 0... 
Increase in Unearned 
Underwriting Loss... 


Losses Incurred ..... 8,606,283 46.15% 
Adjustment Expenses 649.472 3.48 
TP SROS. is canton vumewes 579,200 3.11 
Ceneral Expenses ... 6,717,800 36.03 
Trading Gain ........ 2,093.675 11.23 
Decrease in Unearned 317,364 1.70 
Underwriting Gain... 2,411,039 12.93 
Newark Fire 
Net Premiums ....... $ 8,340,748 .... 
Losses Incurred ..... 3,353,212 40.20% 


Adjustment Expenses 250,749 3.01 
2 


RAMONE Oaca4 Latta duceas 17,194 2.60 
General Expenses ... 3,076,516 36.89 
Trading Gain ........ 1,443,077 17.30 
Increase in Unearned 943,978 11.32 
Underwriting Gain... 499,099 5.98 
American & Foreign 
Net Premiums ....... $ 6,387,566 Pree 
Losses Incurred ..... 1,716,074 26.87% 


114,333 1.79 


Adjustment Expenses 
136,333 2.13 


Taxes 


General Expenses ... 2,366,364 37.05 

‘Trading Gai. .< <4. 2,054,462 32.16 

Increase in Unearned 2,451,410 38.38 

Underwriting Loss... 396,948 6.22 
Eagle Indemnity 

Net Premiums ....... 27S | oe 

Losses Incurred ..... 2,795,244 52.02% 


Adjustment Expenses by pr 8.23 
1 


Vanes sccaecdencwnces 642 3.27 
General Expenses ... 1,872,069 34.84 
Trading Gain .......- 87,903 1.64 
Increase in Unearned 243,750 4.54 
Underwriting Loss... 155,847 2.90 


Star of America 
Net Premiums ....... $ 4,925,848 


Losses Incurred ..... 2,496,460 50.68% 
Adjustment Expenses 189,585 3.85 
‘Vemes: <2. Rods cuscoeaxs 160,628 3.26 
General Expenses ... 1,721,450 34.95 
Trading Gain. ....... 357,725 7.26 
Decrease in Unearned 560,034 11.37 
Underwriting Gain... 917,759 18.63 


British & Foreign Marine 
Net Premiums ....... $ 3,490,382 


Losses Incurred ..... 1,214,005 34.78% 
Adjustment Expenses 69,670 2.00 
IANGMAN as 5 eden a eas 63,574 1.82 
General Expenses ... 1,167,570 33.45 
Trading Gain .......- 975,563 27.95 
Increase in Unearned 597,186 17.11 
Underwriting Gain... 378,377 10.84 
Federal Union 
Net Premiums ....... $ 2,492,057 .... 
Losses Incurred ..... 1,048,086 42.06% 
Adjustment Expenses 78,340 3.14 
Tas@S: «oust seenss< + 65,711 2.64 
General Expenses ... 904,381 36.29 
Trading Gaim.......:. 395,539 15.87 
Increyse in Unearned 173,088 6.95 


Underwriting Gain... 222,451 8.92 


Thames & Mersey Marine 
Net Premiums ....... $ 1,913,769 


Losses Incurred ..... 743,259 38.84% 
Adjustment Expenses 39,607 2.07 
Vasee™ vctaedac esac 40,773 2.13 
General Expenses ... 582,313 30.43 
Trading Gain ........ 507,817 26.53 
Increase in Unearned 105,671 5.52 
Underwriting Gain... 402,146 21.01 


Capital Fire of California 
Net Premiums ....... $ 1,341,957 


Losses Incurred ..... 462,973 34.50% 
Adjustment Expenses 34,211 2.55 
TGSOS. -ccrecasanescens 29,320 2.18 
General Expenses ... 502,831 37.47 
Trading Gain ........ 312,622 23.30 
Increase in Unearned 317,192 23.64 
Underwriting Loss... 4,570 34 
Seaboard 
Net Premiums ....... $ 940,355 .... 
Losses Incurred ..... 412,010 43.82% 


30,691 3.26 


Adjustment Expenses 
26.231 2.79 


Taxes 


General Expenses ... 337.255 35.86 
Trading Gain ........ 134.168 14.27 
Increase in Unearned 30,691 3.26 
Underwriting Gain... 103,477 11.01 





INSPECT NORTH TEXAS TOWN 

North Texas Field -Club, with several 
members from the other Texas Field 
Clubs assisting, wrote another chapter 
in the insurance history of Texas when 
they staged in Gatesville on February 16 
and 17 the first town inspection to be 
conducted by a field club in that state. 
Forty members of the clubs inspected 195 
mercantiles. 11 schools, 12 churches, 1 
hospital, 2 hotels, and 3 theatres. Work- 
ing in four-man teams made up of two 
fieldmen, a city fireman and a boy scout 
they made careful inspections of all 
properties. 


QUICK 
PICTURE 


of 


“Pacific National” 





BIG ENOUGH 


to assure nation-wide service 
and unquestioned financial 
strength. 


OLD ENOUGH 


to assure mature experience 
and time-tested stability. 


NOT TOO BIG 


to render fast, efficient, in- 
terested service to Agents and 
their Assureds. 


NOT TOO OLD 


to meet changing conditions 
or to adopt progressive me- 
thods. 


Isn’t that the kind of Com- 
pany you can profitably repre- 
sent and conscientiously 
recommend to your clients? 


PACIFIC 
NATIONAL 


FIRE INSURANCE 


COMPANY 
SAN FRANCISCO 
EASTERN DEPARTMENT « PHILADELPHIA 


HOME OFFICE + 


WESTERN DEPARTMENT + CHICAGO 
SOUTHERN DEPARTMENT « ATLANTA 


OFFICES IN PRINCIPAL CITIES 
COAST TO COAST 





Page 23 








Page 24 Our 50th Year OO. 50th Year March 4, 1949 Mar 

















AMERICAN AUTOMOB| 
Financial 
ASSETS 
Cash in Banks and Offices . . 2 2 2 6 0 0 6 0 6 oe 0 $ 5,856,631.18 
U. S. Government Securities. . 2. 2 2 6 6 0 © © 6 6 © © 36,775,783.39 
Canadian Government Bonds. . . 207,991.70 
Preferred Stocks . . . 110,500.00 
Common Stocks None 
Total . . . « $42,450,906.27 
(Valuations on basis prescribed by National Actelion of 
Insurance Commissioners) 
Stocks of Subsidiaries: 
American Automobile Fire Insurance Company . . . . .$ 3,324,577.26 
Associated Indemnity Corporation . . . . « . ++ + + 6,886,555.47 
Associated Fire & Marine Insurance Company . . . ‘ 282,134.03 
OME ss. wiccg: "or se cas el ast nee derteuia sw eae « « »« $10,493,266.76 
Premiums in Course of Collection (Less than 90 days old). . . . . «+ +  6,401,970.66 
Accrued Interest and Miscellaneous Assets . . . « OB fae ae 682,295.77 


Total Admitted Assets ee 8 WO 6 EO Eee em eS OS ee - $60,028,439.46 


If bonds and stocks (except stock investment in subsidiaries) were valued at December 31, 1948 market 
quotations and if subsidiaries were carried at book value after reflecting December 31,1948 market quotations 
for their respective securities, the assets would be $60,200,855.24 and policyholders’ surplus $20,392,371.44, 


ASSOCIATED INDEMNITY CORPORATION 


(Wholly owned by American Automobile Insurance Company) 
Financial Statement, December 31, 1948 


ASSETS 
Cash In Banks and Offices... 00 ee eee ew 6 o © 0G 14O2 667.04 
U. S. Government Securities* . . 16,332,092.75 
Preferred Stocks*. . 2. .... aa 39,200.00 
ROUTES 4 tc 6 0 6 eae oc 353,263.59 
Premiums in Course of Collection (Less than 90 aan old) . 1,386,451.34 
Accrued Interest and Miscellaneous Assets . . . ' 88,020.64 


Total Admitted Assets . . 1... « $19,631,695.36 


LIABILITIES 

Reserve for Unearned Premiums. . . . . «+ + « «© 6 «© « «© «© $ 1,527,956.33 
Reserve for Losses and Loss Adjustment Expenses . . ..... + 9,032,974.06 
Reserve for Taxes. . . » ee es ‘ 904,699.50 
Reserve for Commissions . . .. . 164,755.19 
Reserve for Policyholders’ Dividends Declared .. . ;  1,100,099.21 
Reserve for Expenses and Other Liabilities. . . 14,655.60 

Total Liabilities except Capital... . . $12,745,139.89 


Capital Stock—Authorized, issued and outstanding 
50,000 shares Common Stock, $20 par value . $1,000,000.00 
DINDWNS se: a ae secs 6G cane 6 ete Os. See aees 


Surplus as regards Policyholders . 6,886,555.47 
iC $19,631,695.36 


*The amortized and market values used in this statement are on the basis prescribed by the 
National Association of Insurance Commissioners. If bonds and stocks were valued at December 
31, 1948 market quotations, the assets would be $19,664,158.49 and policyholders’ surplus 
$6,919,018.60. 

Securities carried at $4,891,383.55 in the above statement are deposited for purposes required 
by law, and securities valued at $25,676.91 are on deposit with others. 
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SURANCE COMPANY 
ber 31, 1948 


LIABILITIES 


Reserve for Unearned Premiums. . . . 2.2.5 + eo 


Reserve for Losses and Loss Adjustment Expenses . . 
Reserve for Commissions . « . «2 + 2 ee ee 
Reserve MOC NMNERs 6 6, 6 g.6 sc see e 0 
Reserve for Expenses and Other Liabilities. . .. . 
Total Liabilities except Capital... . . . 
Capital Stock—Authorized, issued and outstanding 
500,000 shares Common Stock, $4 par value . 
SONI = a cite o (6 el SiS We oe Re ee 
Surplus as regards Policyholders. . . . . + + + « 


- $17,983,098.32 
- 18,145,977.82 
+ 1,604,269.57 
+  1,992,448.72 
° 82,689.37 
- $39,808,483.80 


$ 2,000,000.00 
18,219,955.66 


ee © © © «© «© 20,219,955.66 


Securities carried at $2,086,450.42 in the above statement are deposited for purposes required by law 


ond securities valued at $100,401.78 are on deposit with others. 


AMERICAN AUTOMOBILE FIRE INSURANCE COMPANY 


(Wholly owned by American Automobile Insurance Company) 
Financial Statement, December 31, 1948 


ASSETS 
Cash in Banks and Offices . . 2... 5s - - $ 1,360,882.66 
U. S. Government Securities* ...... - 6,122,872.36 
Canadian Government Securities* . . . . . 213,191.49 
Agents’ Balances (Less than 90 days old) eke 1,631,930.57 
Accrued Interest and Miscellaneous Assets 105,061.82 
Total Admitted Assets . . . . $ 9,433,938.90 


LIABILITIES 


Reserve for Unearned Premiums. . .... .- - $ 4,516,558.03 
Reserve for Losses and Loss Adjustment Expenses - 637,436.43 
ROSOCVE TOF TONGS. 6 6 oie a uc we ee 6 ‘ 622,754.49 
Reserve for Policyholders’ Dividends Declared . 4 2,500.00 
Reserve for Expenses and Other Liabilities. . . . P 330,112.69 

Total Liabilities except Capital... .. . - $ 6,109,361.64 


Capital Stock—Authorized, issued and outstanding 
3,000 shares Common Stock, $200 par value. $ 600,000.00 
RNS ee 6 eee Se ec Se we le oe eee 


Surplus as regards Policyholders. . . 2. 2. 2 2 + + + © © «© «© ~~ —3,324,577.26 
a ee eee ll 


*The amortized values used in this statement are on the basis prescribed by the National 
Association of Insurance Commissioners. If bonds were valued at December 31, 1948 market 
quotations, the assets would be $9,405,618.25 and policyholders’ surplus $3,296,256.61. 
Securities carried at $571,254.56 in the above statement are deposited for purposes required 
by law. 
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Dorothy Staley’s Story to Appear 
In Today’s Woman, April Issue 


Dorothea M. Staley, whose pen name 
is Dorothy Staley, has been eminently 
successful in short story writing. She 
is associated with the S. George Levi 
& Co., insurance agency of Philadelphia. 
Her latest work, “The Five Hundred 
Dollar Mink,” will appear in the April 
issue of “Today’s Woman,” which will 
be on the news stands about March 15. 

Miss Staley, a gifted young writer, 
contrary to custom, this time draws on 
her insurance exeprience for this story. 
Most of her stories, which have been 
published in some of the leading maga- 
zines of the country, are strictly 
fictional in character. This time, how- 
ever, she treated an actual case which 
is in the files of the Levi agency and 
her heroine is an insurance woman. Her 
publisher questioned whether or not such 
a case could happen, and she was in 
position to give the dates, claim num- 
ber and other material for identifica- 
tion. 

It is not the purpose of this article 
to divulge the mystery of how anybody 
could buy a mink coat for $500. That 
is for the story to tell. The point here 
is that Miss Staley, whose vocation is 
insurance, has for her avocation short 
story writing and finds a ready market 
for her work. 

Another of her stories, “The Flame,” 
published in “Good Housekeeping,” in 
May, 1945, touched on insurance in that 
one of the principal characters was an 
insurance man, Otherwise, she has not 
drawn on her insurance experience for 
any short story material. 

Miss Staley is a promient member of 





Flegenheimer in Assembly 


Monroe Flegenheimer, New York in- 
surance broker for 36 years and lecturer 
on insurance subjects, is now a member 
of the New York State Assembly from 
the 5th District, New York County. He 
was elected at a special election on 
February 15. 





CHARLOTTE AGENCY ORGANIZED 

Estate Service, Inc., of Charlotte, N.C., 
has been organized with capital stock of 
$100,000 to act as insurance agents. In- 
corporators are Alfred Roberts, Ruby 
Roberts and Taylor Roberts, all of 
Charlotte. 





PASSAIC COUNTY AGENTS MEET 

The Passaic County Association of 
Insurance Agents held a meeting at 
the Passaic City Club, Passaic, N. J., 
last evening, March 3. Philip M. Win- 
chester, general manager of the Eastern 
department of the General Adjustment 
Bureau, was guest speaker. 





BOSTON ADVANCES DAVIDSON 

Directors of the Boston and Old Col- 
ony have elected Richard T. Davidson, 
head of the investment department of 
the two companies as assistant secre- 
tary. 





DOROTHEA M. STALEY 


the Women’s Insurance Association of 
Philadelphia, and her colleagues are 
deeply interested in her work. It seems 
likely that the Philadelphia edition of 
“Today’s Woman” will be sold out to 
her friends. 





IOWA FAIR TRADE BILL 

The Senate insurance committee of the 
Iowa legislature brought out as a com- 
mittee bill a fair trade practice act for 
insurance companies operating in the 
state. The act is patterned after the 
recommendations of the National Asso- 
ciation of Insurance Commissioners, 





CAMDEN AGENTS MEET MAR. 10 

The Camden County Association of 
Insurance Agents will hold its annual 
dinner at the Walt Whitman Hotel in 
Camden, N. J., on Thursday, March 10. 





ALBERT J. BAERLE 
ang J. Bearle, insurance agent of 
Erie, Pa., died February 22 after a long 
illness. He had conducted an insurance 
business in Erie for 28 years. 


PHOENIX OF LONDON-PENNA 
a a es ee FIDELITY PHENIX 
COMPLETE $ : 

FACILITIES ince 


Course on Massachusetts 
Standard Fire Policy 


A discussion course on the Massa- 
chusetts Standard Fire Policy to be con- 
ducted on Monday mornings by the In- 
surance Library Association of Boston, 
with the assistance of members of the 
Bay State Club, will start March 14 and 
end April 11. 

Discussion leaders will be T. Walter 
Keany, special agent, American of New- 
ark; Jack Nye Duffey, special agent, 
Springfield Fire & Marine; Fred 
Hargreaves, special agent, American of 
Newark; Arthur H. Clarke, special 
agent, Springfield Fire & Marine; and 
Alfred H. Stafford, special agent, Bos- 
ton Insurance Co. 

A notebook which has been completely 
revised under the direction of Clarence 
J. Stalliday, chairman, educational com- 
mittee, Bay State Club, will be given 
each student. 

Further information and registration 
cards are obtainable from Abbie G. 
Glover, secretary, 89 Broad Street, Bos- 
ton. 





Louisville Board Now 


Permits Four Agencies 


The Louisville, Ky., Board of Fire 
Underwriters at a meeting February 23, 
voted in favor of changing board rules 
to allow fire companies as many as four 
agencies, instead of two, which has been 
the rule for years. Companies, which 
already have more than four agencies, 
as a result of mergers, etc., will not be 
affected. 

This question has been before the 
organization for some time. Late last 
vear the organization voted to retain 
the two agency program. Later the 
matter was reopened and at this meet- 
ing it was reported that the vote was 
heavily in favor of the four agency plan. 





Clark Chairman Brokers’ 


Assn. Joint Council 


Thomas J. Clark of Brooklyn has been 
elected chairman of the Brokers’ Asso- 
ciation Joint Council. Leonard Jacobs of 
New York has been reelected secretary. 

This council consists of the Bronx In- 
surance Men’s Association, Brooklyn In- 
surance Brokers’ Association, General 


‘Brokers’ Association, Independent Brok- 


ers’ Association and ‘Queens Agents’ and 
Brokers’ Association. 





N. Y. WOMEN PLAN PARTY 

The Insurance Women of New York 
will hold their annual bridge party on 
Saturday afternoon, March 12, at the 
Henry Hudson Hotel. Proceeds from 
the bridge are used to send underpriv- 
ileged children to summer camp and 
other charities in which the insurance 
women are interested. 





BERGEN CO. MEETING MARCH 8 

The Bergen County Association of In- 
surance Agents will hold a dinner meet- 
ing at the Oritani Field Club, Hacken- 
sack, N. J., on Tuesday, March 8. Carl 
Holderman, president of the New Jersey 
C1O, will discuss the union’s stand on 
the N. J. Temporary Disability Bene- 
fits Act. 


- AMERICAN -HARTFORD-NATIONAL-FIREMAN'S FUND 


NORTH AMERICA U. S. FIRE 


1894 


EXPERIENCE 
CO-OPERATION 


O'GORMAN & YOUNG, Inc. 


744 BROAD STREET - - 


NEWARK, N. J. 


New casi ecuhiiardiaamias Office 


110 William Street 


W. E. Craig, Mor. 


HARTFORD ACCIDENT and iNDEMNITY CO. 
N. J. Countersigning and General Agency 


FIRE ASS'N AGRICULTURAL 


BOSTON ST. PAUL SPRINGFIELD 


HANOVER 


FIREMEN'S SUN 


STANDARD OF NEW YORK 


FEDERAL HOME 





CASUALTY * BURGLARY 
AUTOMOBILE 

INLAND » JEWELRY 

FIDELITY & SURETY 


YOUR INQUIRIES SOLICITED 








Agents Present Projection 
Equipment to Fire Dept. 


The Ft. Wayne, Ind., Association of 
Insurance Agents, winner in the 1948 
nationwide fire prevention contest spon- 
sored by the National Association of 
Insurance Agents, presented a set of 
motion picture sound projection equip- 
ment to the Ft. Wayne. Fire Depart- 
ment recently as an aid in furtherance 
of city-wide fire safety education. 


The Ft. Wayne insurance agent group, 
whose city won top honors when re- 
sults ‘of competition were announced at 
Chicago at the 1948 NAIA convention, 
used the first prize award money of 
$500 to buy equipment deemed most 
necessary to further the development of 
fire prevention practices. Contest rules 
provided that local fire-fighting authori- 
ties should name the type of equipment 
they desired most, and the motion pic- 
ture equipment .was the choice. 

Second prize winner, Salt Lake City, 
also received sound projection equipment 
from its local agents’ association and the 
Houston, Texas, third prize money pur- 
chased photographic equipment used in 
the Fire Department film laboratory. 





Supt. Robinson Addresses 
‘Ohio Fieldmen’s Assn. 


Walter A. Robinson, Ohio Superin- 
tendent of Insurance, addressed the Ohio 
Fire Underwriters "Association at its 
meeting in Columbus last week. He told 
of operations of the department and 
said there would be no change in its 
policies. 

New members of the association are: 
Robert J. Moriarty, North British, 
Columbus; William Venable, _ special 
agent, Fidelity & Guaranty, Cincinnati; 
H. J. Bradenkoop, special agent, Fidelity 
& Guaranty, Cleveland; D. Richard 
Stamp, state agent, N. B. & M., Colum- 
bus; Robert K. Woods, special agent, 
Excelsior, Warren; Patrick J. McCorry, 
special agent, Hartford, Toledo; Donald 
C. Webster, state agent, Scottish Union, 
Cleveland; John W. Hawkins, special 
agent, Boston, Cleveland; Thomas 0. 
Nuckles, Jr., Hanover, Columbus. ; 

The Ohio Fire Underwriters Associa- 
tion and the Fire Prevention Associa- 
tion of Ohio will meet in Cleveland, 
March 8. On the previous day the Ohio 
Pond of the Blue Goose will hold a 
meeting. 





HOUSTON AGENTS ELECT 


Newly elected officers of the Insur- 
ance aay 5 of Houston, Texas, are 


A. J. Wray, A. J. Wray Agency, presi- 
dent; M. M. Schwartz, Raphael & Co. 
Agency, first vice president; Elmer W. 

Faught, Jr. Jarrell, Cage & Faught 


Agency, second vice president; John :. 
Daniel, reelected executive secretary; 
rectors, Edwin L. Beular, Ed fee 
Agericy, Elmer W. Faught, Jr., and Mor- 
ris D. Patterson, Halliburton ‘Agency. 
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A neighborly 
property insurance 
company reports 
to the Public: 


‘Wiss defines “neighbor” as one who lives 
nearby; is associated with others on friendly 
terms. 

By that definition, The Home is truly a neigh- 
borly property. insurance company. Through its 
forty thousand representatives, The Home lives 
in and serves cities, towns and hamlets in every 


state of the Union. 


To countless property owners, The Home is 
personified by the hard-working representative 
who takes an interest in their problems and their 
protection—the man who lives down the street, 
who serves on civic committees, the man who 
brings prompt financial relief to policyholders 
when disaster strikes. That is The Home, in its 
most fundamental sense. 

Now, more than ever, The Home is a “grass 
roots” company. Ten fire-marine insurance com- 
panies which were previous affiliates, last year 
were merged into The Home. The balance sheet 
shown is the first complete one issued by the en- 
larged Home organization. This is rightly of in- 
terest to the public, because The Home is by far 
the leading insurance protector of American 


homes and the homes of American industry. 


On Bal oe 


PRESIDENT 


Directors 


Lewis L. CLARKE 
Banker 
Cuar.es G. MEYER 
The Cord Meyer Company 
WituiaM L. DeBost 
Chairman, 
Union Dime Savings Bank 
Epwin A. BAyYLes 
Lawyer 
RosBert GOELET 
Real Estate 
Georce McANENY 
Vice Chairman, 
Wills & Trust Committee, 
Title Guarantee & Trust Co. 
Guy Cary 
Lawyer 
Haro p V. SmitH 
President 
Harvey D. Gipson 
President, 
Manufacturers Trust Company 
Freperick B. ADAMS 
Chairman of Executive Committee, 
Atlantic Coast Line Railroad Co. 
Rosert W. DowLinc 
President, City Investing Co. 
Georce Gunp 
President, Cleveland Trust Co. 
Harotp H. Hetm 
President, 
Chemical Bank & Trust Co. 
Cuartes A. LoucHin 
Vice President & General Counsel 
Ivan Escott 
Vice President 
C. Stevenson NEWHALL 
Chairman of Board, 
Pennsylvania Co. of Philadelphia 
Percy C. Mapeira, Jr. 
President, 
Land Title Bank & Trust Co. 
Earv G. Harrison 
Lawyer 


Joun A. STEVENSON 





ADMITTED ASSETS 


United States Government Bonds 
Other Bonds and Stocks 
Investment in Associated Company 
First Mortgage Loans . 

Real Estate 


Other Admitted Assets 
Total Admitted Assets 


LIABILITIES 


Reserve for Unearned Premiums . 
Reserve for Losses . . 
Reserve for Taxes. . . . 


Reinsurance Reserves . 


Other Liabilities 


Ca a. oo Se Ra 
Oe 8S Kw . 


COT) eG Se Sear 





Agents’ Balances, Less Than 90 Days Due 
Reinsurance Recoverable on Paid Losses 


Liabilities Under Contracts with War Shipping Administration . . . . 
Total Liabilities Except Capital 


Surplus as Regards Policyholders 


. 


Balance Sheet December 31, 1948 


Cash in Office, Banks and Trust Companies... . - . « + + + + $ 31,027,607.07 


107,440,297.48 
122,046,607.25 
6,871,511.16 

3,126.58 
4,330,868.09 
10,811,751.20 
at i anaes ae Me 706,975.90 
ere te ee ee aye 2,006,693.37 
$285,245,438.10 


~ . . . . . . > . . . 


7 . . . . . . 





$141,729,267.00 
ware ee 33,879,862.00 
A ee 9,000,000.00 
2,888,128.21 
° 1,493,633.18 

2,417,432.63 


$191,408,323.02 


. 7 . . . . 7 . . . 


- + + $20,013,595.49 
73,823,519.59 

+ 6 oie a ee 3 ee 
oe ec eo oo eters « . SRR 








President, 
Penn Mutual Life Ins. Co. 


Cuampion McDowe t Davis 


President, 
Atlantic Coast Line Railroad Co. 


Warren S. JoHNsoN 
President, 
Peoples Savings Bank & Trust Co. 
of Wilmington, N.C. 

Rocer W. Basson 
Chairman of Board, 
Babson’s Reports, Inc. 


Rosert B. Meyer 
The Cord Meyer Company 
Henry C. Brunie 
President, 
Empire Trust Company 
Harsin K. Park 
President & Director, 
First National Bank of Columbus, 
Georgia 
Boykin C. Wricut 
Lawyer 











NOTES: Bonds carried at 
$8,143,395.33 Amortized Value and 
Cash $80,000.00 in the above bal- 
ance sheet are deposited as re- 
quired by law. All securities have 
been valued in accordance with the 
requirements of the National 
Association of Insurance Commis- 
sioners. Assets and Liabilities in 
Canada and Jamaica, B.W.I. have 
been adjusted to the basis of the 
free rate of exchange. Based on De- 
cember 31, 1948 market quotations 
for all bonds and stocks owned, 
the Total Admitted Assets would 
be increased to $285,403,703.37 and 
the policyholders’ surplus to 
$93,995,380.35. 





PROPERTY 
INSURANCE 


«THE HOME* 
<Sudurance 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE - MARINE 
AUTOMOBILE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds, 
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Aetna Promotes Three 
In Marine Department 


——— 


GOSLEE AGENCY SUPERVISOR 





Gressett Marine Superintendent at New 
Orleans; Hazen Special Agent in 
Ala., La. and Miss. 





Three promotions in the marine de- 
partment of the Aetna Insurance Co. and 
its fire company subsidiaries have been 
made. Malcolm R. Goslee, an under- 
writer in the inland marine department, 
is advanced to marine agency super- 
visor: Special Agent Maurice A. Gres- 
sett is promoted to marine superintend- 
ent of the New Orleans marine depart- 
ment office, and John F. Hazen, Jr., a 
marine department underwriter, has 
been appointed special agent in Ala- 
bama, Louisiana and Mississippi and as- 
signed to the New Orleans marine de- 
partment office. ‘ 

Mr. Goslee went with the Aetna in 
the automobile department in January, 
1937, shortly after his graduation from 
Trinity College. He was transferred to 
the inland marine department in 1940. 
In December, 1943, he was given leave 
of absence to enter the Federal Bureau 
of Investigation as a special agent. He 
returned to his duties in the inland ma- 
rine department in January, 1946. A 
native of Windsor, Conn., and a grad- 
uate of Loomis and Trinity, Mr. Goslee 
also holds a degree from the Hartford 
College of Insurance which he received 
in 1942. 


Gressett and Hazen 


Mr. Gressett is a marine underwriter 
of long and varied experience in the 
southern field. He was connected with 
marine offices in Atlanta and New Or- 
leans and traveled and extensively in the 
southern states for thirteen years be- 
fore joining the Aetna in July, 1939, as 
a marine special agent. A native of Bal- 
linger, Texas, he was educated at the 
local high school and attended Texas 
A. & M. and Georgia School of Tech- 
nology. 

Mr. Hazen, a native of Newington, 
Conn., joined the Aetna in the marine 
department in June, 1940, following 
graduation from Trinity College. He en- 
tered the Navy in April, 1942. Upon his 
release from active service in January, 
1946, he returned to the marine depart- 
ment as an underwriter. He is experi- 
enced in underwriting both ocean and 
inland marine business. 


Big Bill 


(Continued from Page 21) 





had their weights concentrated over 
the driving wheels for over 100 years 
to assure traction, while his product 
has engine weight over the front 
wheels that are used for steering. 
This unbalance makes it necessary 
that every passenger car built today 
requires . .. straight line stops... 
or the car will skid out of control... 
When it comes to curves which slow a 
car without the use of brakes, the 
same principle applies, and you are 
liable to go off the road and land 
wrapped round a tree or in the ditch. 
Unavoidable deceleration of a car on 
a curve with weight out in front re- 
sults in many fatal accidents... 
ARTHUR W. STEVENS 
President 


Automobile Safety Association 
Boston, Mass. 





BENJAMIN F. FREEMAN DIES 

Benjamin F. Freeman, field superin- 
tendent of the Hingham Mutual Fire 
in Massachusetts and Connecticut, died 
in Newton, Mass., on February 23 at 
the age of 53. A native of Manchester, 
N. H., he entered insurance in 1912 
with Field & Cowles and the Royal In- 
demnity in Boston. Later he served with 
Stone & Webster, the Providence Wash- 
ington, North America, Milwaukee Me- 
chanics and Globe & Rutgers before join- 
ing the Hingham Mutual. 


Booklet With A Worldwide 


Reputation 


“The Standard Fire Insurance Policy’ booklet by the late 
Julian Lucas, outstanding insurance authority, while widely 
accepted and used throughout the United States by colleges, 
insurance schools, associations, bureaus, libraries and the like, 
now enjoys an international reputation as a reference booklet 
on the subject. Requests for copies have been received from 
as far away as Karachi, India; Sydney and Melbourne, Aus- 
tralia; Hawaii; South Africa; Cuba; South America, and Great 
Britain. 


Tyros, and even old hands in the business, find good use 
for Julian Lucas’ erudite interpretation and analysis of “The 
Standard Fire Insurance Policy.” A complimentary copy will 
gladly be sent to anyone, upon request. 


NORTH BRITISH AND MERCANTILE INSURANCE 
COMPANY LIMITED 


THE PENNSYLVANIA FIRE INSURANCE COMPANY 


THE COMMONWEALTH INSURANCE COMPANY 
OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY 
OF AMERICA 


THE HOMELAND INSURANCE COMPANY 
OF AMERICA 


150 WILLIAM STREET, NEW YORK 7, N. Y. 
New York - Philadelphia - Boston - Detroit - Chicago - San Francisco 





North British Group (Advertising Dept.) 
150 William Street, New York 7, N. Y. 


Please send me, without obligation, a copy of Julian Lucas’ 
authoritative reference booklet on the Standard Fire Insurance 
Policy of the State of New York. 


Name 
Address 
City & State 














R. S. DANFORTH RETIRES 
Vice President and Secretary of Miiler; 
National Has Served Company 
for 37 Years 


The Millers National announces with 
regret that effective March 1, Ralph § 
Danforth, vice president and assistant 
secretary, has retired at his request un- 
der the company’s retirement plan be. 
cause of ill health, after having been 
associated with the company for over 
37 years. 

After attending the’ University of 
Illinois, Mr. Danforth joined the com- 
pany and served in many departnients 
and capacities. In 1930 he became assist- 
ant secretary and in 1946 was made 
vice president and assistant secretary. 

He is a charter member of the Mil- 
N-Ois Vets, a club consisting of em- 
ployes of the Millers National and 
Illinois Fire cos. who have been with 
the companies twenty-five years or 
more. He is a past most loyal gander 
of the Illinois Pond of Blue Goose and 
has served on the executive committee 
of the Insurance Federation of Illinois, 

Mr. and Mrs. Danforth will make 
their future home at 15501 Friends 
Street, Pacific Palisades, Cal. 





Virginia Council Starts 


Review of State Laws 


The Virginia Advisory Legislative 
Council committee to study insurance 
laws has been named and held its first 
meeting on February 23, in the House 
appropriations committee room at the 
State Capitol. Members of the commit- 
tee nominated by Chairman Edmund T. 
DeJarnette, insurance man, of Ashland, 
and approved by the council, include: 

Roger Clark, Fredericksburg; Claud 
D. Minor Virginia Fire & Marine, Rich- 
mond, William R. Shands, Life Insur- 
ance Company of Virginia, Richmond; 
Courtenay W. Harris, Virginia Corpo- 
ration Commission’s bureau of insur- 
ance; former State Senator John J. 
Wicker, Jr., and D. Orville Lahy, both 
of Richmond. 

The last session of the General 
Assembly directed the council to make 
a thorough study of the insurance laws 
of Virginia in order to determine 
whether a revision, simplification or re- 
codification is necessary. 





Fidelity & Guaranty 
Field Changes in Ohio 


President Harry F. Ogden of the 
Fidelity & Guaranty of Baltimore has 
announced the following field changes: 

H. John Badenhoop has been ap- 
pointed state agent for northeastern 
Ohio, with headquarters with the U. S. 
F, & G., 200: Williamson Building, Cleve- 


land. 

William L. Venable has been ap- 
pointed special agent to assist State 
Agent Hammer. Mr. Venable will have 
headquarters with Mr. Hammer at 624 
Dixie Terminal Building, Cincinnati. 
This new arrangement will provide ex- 
panded service for northwestern an 
central Ohio. 





National Union Names 


McCorkle Special Agent 


The National Union Fire of Pitts- 
burgh, announces appointment of Joseph 
G. McCorkle as special agent. He has 
been assigned to the south Texas field 
to assist Special Agent Harman Filan- 
agan with headquarters at 615 Maverick 
Building, San Antonio. 

Mr. McCorkle was born in Phila- 
delphia, educated at LaSalle College of 
that city, subsequently attended Dayton 
University at Dayton, Ohio and during 
the war, served three years in the Pacific 
area with the Navy. In June, 1946, he 
joined the National Union, taking 4 
course in insurance under the supert- 
vision of the Veterans Administration, 
finishing with high honors. 
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Rate Making and Selling Problems 
Stressed by Bokman at Pittsburgh 


Rate-making, the need for understand- 
ing that insurance must now once again 
be sold by producers, and national 
health insurance were discussed by 
Charles H. Bokman, resident vice presi- 
dent at Pittsburgh for the New Amster- 
dam Casualty and past president of the 
Insurance Club of Pittsburgh, when ad- 
dressing the 23rd annual Pittsburgh In- 
surance Day luncheon on February 28. 
He spoke at the William Penn Hotel. 
He stated that because there is a wide 
area of difference among those in in- 
surance as to rate-making there should 
be straightforward and _ conscientious 
consideration of this problem. 

“Generally there is but one legal re- 
quirement,” said Mr. Bokman, “insofar 
as rates are concerned—they must be 
fair, reasonable, and nondiscriminatory. 
This requirement, simple as it may be 
on the surface, has been variously con- 
strued. Presently many people are tend- 
ing to interpret the words ‘fair, reason- 
able, and nondiscriminatory’ as meaning 
only low rates for the public. They 
neglect proper regard and full considera- 
tion of the other component factors. 


Many Concerned With Rate Structure 


“T submit to you that immediately we 
must think clearly and consciously of 
the rights of all who have a stake in 
the development of rate structures. We 
must revaluate their relative impor- 
tances. 

“The public, yes, must be considered 
first. Then, proper recognition must be 
accorded the rights and interests of the 
producer, according to the service he 
performs and his expenses in the proc- 
essing of the business; the carrier, ac- 
cording to its rights and a reasonable 
profit for stockholders, subscribers, or 
what have you; personnel, according to 
adequate expense allowances which will 
enable our business to attract and hold 
the superior type of personnel necessary 
for the effective and efficient conduct 
of our highly technical business in com- 
petition with comparable industries; and 
all others who make any contribution to 
carrying the risk and creating the rela- 
tionship between carrier and policyhold- 
ers which, after all, is insurance itself 
and creates the need for rate formulas 
and rating procedures,” said Mr. Bok- 
man, 


“Unless we do adopt new approaches 


‘to the rating problem and _ consider 


honestly the vital interests of all parties 
concerned, we shall surely destroy the 
whole structure of insurance, the corner- 
stone of the private enterprise system. 


“Unbiased and forthright thinking on 
the rate-making problem is one of the 
biggest jobs that has ever confronted 
this highly competitive business. Con- 
sideration dare not be delayed. 


Health Insurance 


_ “Another issue we may well consider 
's national health insurance, or what- 
tver name you call it by. We can and 
should oppose this movement for suffi- 
cient, honest and sincere reasons. For 
stance, we are against it in prin- 
ciple because it is another step toward 
4 planned economy; it is sold under 
false pretenses as free insurance; it 
has never been successful anywhere it 
has been tried; there is no demand for 
i, except from a few pressure groups 
who do not recognize the far-reaching 
effects of such legislation and perhaps 
‘ handful of politicians who are appar- 
ently interested primarily in votes. 

, Our _ opposition must be vigorous. 
Public interest demands it. We must 
Ye articulate about our conviction that 
it is not good for our people and will 


i take us dangerously down the road to 


Socialization. Your club is at this mo- 
a cooperating with the Allegheny 
ounty Medical Association in plans to 


give the public the real, true story of 
where socialized medicine and accom- 
panying developments will lead. 


Agents Must Be Salesmen 


“Another unique problem faces our 
business. Presently we are at the turn- 


ing point in one of the most unusual 
markets this business has ever experi- 
enced. Economic conditions of the era 
now ending transposed our business 
from a highly competitive selling busi- 
ness to a passively resistant business 
with sales effort in most lines carefully 
and deliberately ‘soft pedaled.’ The time 
has arrived for reconversion back to 
salesmen. 


“Our business, which is essentially a 
selling business, must again turn to 
salesmanship as the driving force which 
through the years has made such a 
fine record for the merchandising of 


service and security. Rekindling the 
spark of our sales ingenuity and the de- 
velopment of modernized sales _tech- 
niques and new sales presentations are 
not small tasks nor unimportant ones. 


“In this remarkable era our business 
is called upon to adjust itself to en- 
tirely new conditions and to meet prob- 
lems never before encountered. We must 
find new answers to these new prob- 
lems. A_ revitalized sales organization 
can meet the challenge of the buyers’ 
market which now becomes a reality. 
We must ‘powder our faces with sun- 
shine’ and get out there and sell.” 





Surplus . 


LEWIS A. LAPHAM, President, 


EDMOND J. MORAN, President, 


FEDERAL 


Ocean and Inland Marine 





ANNUAL 


Other Assets . 


Capital Stock 


WILLIAM GAGE BRADY, Jr., Chairman of the Board, 
he National City Bank of New York 


HAWLEY T. CHESTER, Chubb & Son 
PERCY CHUBB, 2nd, Chubb & Son 


American-Hawaiian Steamship Company 


Moran Towing & Transportation Co., Inc. 


T- 2. 
Forly is bigh lh 


DECEMBER 31, 1948 


ASSETS 
United States Government Bonds ......... 
All Other Bonds . 
Preferred and Guaranteed Stocks. 
Common Stocks . 
Capital Stock of Vigilant Insurance Company . 
Cash in Banks . 


Premiums Receivable not over 3 months due . 


Torat ApMittED ASSETS ....... 


LIABILITIES 


i a ere ee 
Outstanding Losses and Claims. 

Taxes, Expenses and Dividend Payable . 

Funds Held under Reinsurance ‘Treaties . 
Non-Admitted Reinsurance 


Tora LIABILITIES, EXCEPT CAPITAL . 


Unrealized Appreciation of Investments . 
Surplus to Policyholders. 
‘TOTAL 


Investments valued at $869,596 are deposited with government authorities as required by law. 


DIRECTORS 


HENDON CHUBB, Chubb & Son 


INSURANCE 


CHUBB & SON, Managers 


° ‘Transportation * 


Aviation Insurance through Associated Aviation Underwriters 


STATEMENT 


. 1,973,501 


ALEXANDER C. NAGLE, President, 
The First National Bank of the City of New York 


J. RUSSELL PARSONS, Chubb & Son 


JOHN W. STEDMAN, Chairman of Executive Committee, 
St. Louis-San Francisco Railway Co. 


LANDON K. THORNE 
HAROLD T. WHITE, White, Weld & Co. 


. $16,136,963 
1,535,800 
3,723,923 

10,478,316 
4,066,593 
5,484,092 

14,114 
452,841 
. $41,892,642 


$8,807,086 
5,613,660 
1,858,875 
646,935 





. _ 3,567,403 | 
. $20,493,959 | 


$4,000,000 
15,425,182 


- $21,398,683 
. $41,892,642 


COMPANY 


Fire and Automobile 
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FALLS SPEAKS IN DALLAS 





Discusses Institute Courses and Urges 
Formation of Insurance Library 
in Dallas 


Laurence E. Falls, secretary-treasurer 
of the Insurance Institute of America, 
New York, was guest speaker at the 
February meeting in Dallas of North 


Texas Field Club and discussed the in- 
stitute courses which are given by vari- 
ous insurance societies in the United 
States and Canada. 

He also urged establishment of a suit- 
able insurance library in Dallas which 
should contain current books, reports 
and publications in addition to early 
editions and reference material. 

Charles D. B!andford, executive field 
supervisor of Trezevant & Cochran 
general agency, was elected president 
of the club to succeed Clarence H. Kel- 
ley, resident secretary of the Home of 
New York, who has headed the organi-« 
zation during its first year. Other new 
officers elected are: vice president, R. H. 
Helvenston, state agent, Aetna Fire; 
secretary-treasurer, Julian H. Speed, 
who was reelected; executive commitee- 
men: Tom R. Chatfield, CPCU, assistant 
secretary, Loyalty Group, and Virgil B. 
Hooks, Jr., marine secretary, Gulf. 





BUYS NEWSPAPER CONTROL 





Budlong Purchases Interest of Piver in 
“The National Insurance Producer” ; 
New Corporation Formed 


Roger W. Budlong of New York, has 
mig ised the interest of Jack Piver of 
San Francisco, in “The National Insur- 
ance Producer,” the magazine for urban 
brokers and agents. The sale was com- 
pleted on February 23. 


A new corporation, headed by Mr. 
3udlong, is being formed which will 
publish “The National Insurance Pro- 
ducer” and its running mate, “The In- 


surance Buyer.” Both papers, published 
in New York, with national circulation, 
have made progress in the past year 
and have attracted investors in producer 
and buyer circles. Expanded facilities to 
serve the needs of the nation’s urban 
producers and corporate insurance ex- 
ecutives, is the major objective of the 
new corporation. All circulation and ad- 
vertising will be handled through the 
New York office at 79 John Street. 

Mr. Piver will resume publication of 
“The Western Underwriter,” which was 
merged with Mr. Budlong’s paper, “The 
Insurance Broker” last summer, to form 
“The National Insurance Producer.” 





Glens Falls Names Newton 
Inspector in Pa., Ohio 


The Glens Falls and Commerce have 
announced appointment of Gilbert L. 
Newton as an inspector for western 
Pennsylvania and east central Ohio. In 
this capacity he will assist and be under 
the direct supervision of Special Agent 
Paul L. Hite. 

Mr. Newton is a graduate of Yale 
University and continued his studies in 
the Yale Graduate School for an addi- 
tional year. For the next five years he 
taught in various preparatory schools. 
Since entering the employment of the 
Glens Falls and Commerce he has at- 
tended the advanced training school 
conducted by their educational depart- 
ment, and in addition has received practi- 
cal experience both in the underwriting 
departments and in the field. 





LIBRARIANS MEET JUNE 11- 18 

More than 500 librarians from all parts 
of the United States and Canada, includ- 
ing specialists in the field of insurance, 
are expected to attend the 40th annual 
convention of the Special Libraries As- 
sociation in Los Angeles, June 11-18. 
The gathering, first of its kind to be 
held on the West Coast, will meet in 
general business sessions and various 
group conferences. Convention headquar- 
ters will be in the Biltmore Hotel. 


Boston and Old Colony | 


Premiums at New Highs 


The Boston and Old Colony Insur- 
ance Companies in 1948 had combined 
premium writings of $25,010,602, a new 
high record. The combined loss and ex- 
pense ratio was 92%, with the loss ratio 
51.6% and the expense ratio 40.5%. In 
the fire and allied lines department the 
incurred loss ratio was 52.5% in 1948 
and in the automobi'e department it was 
45%, against 52.5% m 1947. The in- 
curred loss ratio for ocean and inland 
marine was 53.4% as compared with 
57.5%. 

The Boston on December 31 ,1948, had 
assets of $42,787,800, policyho!ders’ sur- 
plus of $20,083,138 and vnearned pre- 
mium reserve of $15,703,770. Assets in- 
creased $8,424,640 over 1947 and the 
policyholders’ surplus was up over $2,- 
000,000. During 1948 the Boston in- 
creased its capital by $1,000,000 to $4,- 
000,000 and added also over $3,000,000 to 
surplus through proceeds from sale of 
100,000 shares of stock. These additions 
are permitting the company to expand 
its operations. 

The Old Colony reports assets of $16,- 
541,962, policyho'ders’ surplus of $7.585,- 
528 and unearned premiums of $6,730,187. 


Extended Cover and Wind 


Rates Increased in Kansas 


A general increase in extended cov- 
erage and wind and hail rates on most 
classes excepting superior wind-resistive 
construction became effective in Kan- 
sas February 25. In an_ explanatory 
bulletin to agents it is pointed out that 
rate increases put in effect in 1943 and 
1945 have proven inadequate as_ the 
windstorm loss ratio on the “dwelling 
class” for the past five years, without 
considering expenses, has been over 
125% and on mercantile and manufac- 
turing properties over 100%. 

Also for the past five years the loss 
ratio under the extended coverage en- 
dorsement on dwellings and commer- 
cial properties was 61.2% while on an 
earned premium basis the loss ratio was 





75%, thus it was necessary that fair, 
reasonable and adequate rates’ be 
adopted. 


Among the specific increases under 
extended coverage endorsement were 
“dwelling risks” and household furniture 
and fixtures in private living quarters 
from .19 to .28, a 47.3% increase; “mer- 
cantile” of standard ordinary construc- 
tion, including schools, churches, public 
buildings, apartments over 2 families, 
manufacturing, etc. from .30 to .36 
gross, an increase of 26.6%. Net rates 
with the 80% of higher co-insurance 
clause on the latter classes were in- 
creased from .103 to .132. Wind resistive 
for the latter classes continues at .22 
gross or .02 with the 80% or higher 
co-insurance clause. 

Windstorm and hail on the dwelling 
classes is increased from .24 to .40; on 
“ordinary” mercantile, etc., from .26 to 
42. 


Stevens Aetna Special 


In North Texas Field 


Appointment of Earl C. Stevens as 
special agent for the Aetna Insurance 
Co. and its fire company subsidiaries is 
announced by Vice President H. R. 
Tomlinson. Mr. Stevens will work in 
association with State Agent R. H. 
Helvenston at Aetna’s north Texas head- 
quarters in Dallas. 

Mr. Stevens joined the Aetna Insur- 
ance Group in 1947 and was assigned to 
the southern department. He‘is a gradu- 
ate of the Aetna School for Fieldmen 
and has had additional training in 
various departments of the company. He 
served four years with the armed forces. 
Before the war he was employed in gen- 
eral construction and engineering work 
in the South. Born in New Orleans, 
and educated in that city’s public schools, 
Mr. Stevens attended Rugby Academy, 
Tulane University and the University of 
South Carolina. 


FOUNDERS’ F. & M. GAINS 


Third Annual Report of California 
Carrier Shows Premiums Almost 
21% Times the 1947 Total 


A year of record progress for Found- 
ers’ Fire & Marine was indicated by its 
third annual report to shareholders as 
of December 31, 1948, issued by Preston 
Hotchkis, president of this California 
owned and operated company. The re- 
port, which covers the institution’s sec- 
ond full year of operations, shows gross 
premium writings in 1948 totaling $3,069,- 
547, or almost 2% times the $1,266,317 
written in the previous year. 

The company’s agency plant during the 
year was developed to include 819 local 
agents in California, Texas, Oregon, 
Washington and Hawaii. This compares 
with 641 local agents at the end of 1947 
and 231 at the end of 1946. 

Earned piemiums amounted to $1,073,- 
708, as compared to $248,583 for the pre- 
vious year. Underwriting expenses for the 
year showed losses and loss expense in- 
curred at $527,874, or 48.88% of earned 
premiums, as compared to 68.23% in 
1947, Underwriting expenses were $1,- 
098,608, or 49.80% of premiums written, 
as compared to 63.87% in 1947. Total 
admitted assets at the year-end stood at 
$4,978,724, as compared to $4,184,161 on 
December 31, 1947. 





Donoghue Glens Falls | 


Special in Mass. and R. I. 


The Glens Falls and Commerce 
announce appointment of John A. 
Donoghue as special agent, supervising 
the eastern Massachusetts and Rhode 
Island field. He is taking over the 
duties of Arthur L. Lowe, who has been 
recalled to the home office at Glens 
Falls, 

Mr. Donoghue, a native of Massa- 
chusetts,: received his education in 
Boston, ‘and upon completing his studies 
in 1926 entered insurance with a gen- 
eral agency in Boston. In 1939, after 
12 years’ underwriting and engineering 
experience, he assumed the duties as 
special agent for a stock fire company 
and has been so engaged in the Massa- 
chusetts territory until the present, when 
he joins the Glens Falls and Commerce. 





Arthur J. Ham Dies 


Arthur John Ham, 58 years old, an 
examiner for the Insurance Division of 
the Arizona Corporation Commission and 
formerly Wyoming Insurance Commis- 
sioner, died February 23 in a Tucson 
hotel where he was stopping on business. 
A native of England Mr. Ham came to 
this country at the age of 4 and had 
been a_resident of Arizona for seven 
years. He was a member of various civic 
and fraternal organizations including 
Blue Goose. Prior to movine to Arizona 


Mr. Ham resided at Sheridan, Wyo. 





Canada Fire Losses Up 


Canada’s fire losses in 1948 totaled 
$59,803,873, according to Monetary 
Times. This was an increase of almost 


$3,000,000 over the figure of $57,050,- 
461 for 1947 and $49,413,363 for 1946, In 
1940, losses were only $22,735,264. In- 
surance company executives believe that 
the Monetary Times estimate is conser- 
vative. The actual figure, they say, may 
be over $60,000,000. 

The greatest increase during the year 
occurred in Ontario, where losses went 
to $21,169,163 from $18,974,719 in 1947. 
Quebec losses were up more than a mil- 
lion, as were those for Alberta. 





ogy satan OF TEXAS GAINS 


T. Earnest, reelected as president 
of ah Superior Insurance Company of 
Texas reports a premium income, for 
1948 of $3.250,699, an increase of $428,- 
368 over 1947. Total assets of the com- 
pany are now $3,229,442, with surplus as 
regards policyholders on December 31, 
$1,020,607, an increase of $186,710 over 
the previous year. 


Geyer & Co. Optimistic 


On Insurance Stocks 


Geyer & Co., Inc, New York City 
investment house, with branches in Chi- 
cago, Cleveland, Los Angeles and San 
Francisco, has issued a folder entitled 
“Discussion of Insurance Stocks” by 
George Geyer, who is favorably inclined 
toward fire and casualty company stocks 
as investments. He feels that insurance 
companies will benefit rather than suffer 
from deflationary trends. In conclusion 
the booklet states, with reference to 
dividend increases: 

“As investor sentiment improves, so 
does business confidence and managerial 
viewpoint. An upsurge in sto¢k prices, 
signifying the waning of economic and 
political fears, probably would _ Stimulate 
the payment of a larger proportion of 
corporate earnings in dividends—espe- 
cially as the huge post-war ‘expansion 
of plants appears nearly compkéted. The 
investment income of fire and casualty 
companies in such circumstances would 
rise quite sharply. 

“Notwithstanding that 24 fire and 
casualty insurance companies have in- 
creased the rate of dividend payments 
to stockholders since last June, these 
companies now are paying out barely 
more than 60% of the income from 
their own investments as dividerids to 
stockholders, compared with distribu- 
tions equivalent to 85%-90% of invest- 
ment income in the 1930's. 


“The restoration of dividends on in- 
surance stocks to a level absorbing only 
80% of investment income would entail 
an increase of about one-third in present 
insurance company dividends _ right 
across the board. 

“That means the 3.90% average yield 
on fire and casualty insurance stocks 
which _ prevails today would become 
about 5%%—and since insurance stocks 
have not sold on a 5%4% yield basis 
within the last 15 years except very 
briefly at the extreme ‘lows’ of 1942, 
higher prices for insurance stocks would 
be indicated by further dividend §in- 
creases.’ 


The New York office of Geyer & Co., 
Inc., is located at 67 Wall Street. 





T. P. Brophy Articles on 


Pyromaniacs in SEP 


Pyromaniacs are not difficult to iden- 
tify, according to Thomas P. Brophy, 
who retired January 1 as chief fire mar- 
shal of ‘New York City after 42 years in 
the department. Mr. Brophy is generally 
credited with catching more firebugs than 
any other man in the United States, 
and he tells how he broke the toughest 
cases of his career in a three-installment 
article, “T Solved These Firebug Mys- 
teries,” starting in the current (March 
5) Saturday Evening Post. 


“A pyromaniac likes to hang around 
and see the flames,” Mr. Brophy says. 
“He has an eager, agitated way of talking 
and acting at a fire. He might just as 
well wear a badge, often enough, and, 
in fact, would be delighted to have one 
if it said ‘Fire’ on it.” 

After pyromaniacs, who contribute 
more to fire losses and fire deaths than 
any other type of arsonist, come those 
who set fires for profits from fire insur- 
ance, according to Mr. Brophy. “Tf we 
hit another depression,” he warns, “in- 
surance arsonists may try a comeback.” 
Now and then arson is committed to con- 
ceal another crime and sometimes to 
intimidate a person or get revenge. 





New Hampshire Figures 


The New Hampshire Fire closed 1948 
with admitted assets of $26,667,683, sut- 
plus to policyholders of $8,383,877 and 
unearned premiums of $12,651,982. As- 
sets increased $1,483,343 and surplus was 
up over $105,000. Net premiums in 1 
were $13,563,067, an increase of over 
8%. The company had an incurred loss 
ratio of just under 50% and an’ expense 
ratio of 42.76%. The unearned premuum 
reserve was up over $900,000. 
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During the month of March 
this advertisement in the 
national magazines together 
with related tie-in advertising 
material will help America 
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Magic as Means of Entertaining 
Valuable Asset to Insurance Man 


By Leicuton E. Hatsgy 


New York Metropolitan Dept., Phoenix Insurance Co. 


After spending some 45 years in the 
profession of insurance I have come to 
appreciate the real magic of insurance 
especially where it makes losses good 
and where, so many times, it becomes 
the real savior of the business and the 
home. 

I am not, however, writing on the 
subject of insurance but on the subject 


of a hobby. According to Webster’s 


Dictionary a hobby is “a subject to which 


LEIGHTON E. HALSEY 


one constantly reverts.” The dangers of 
any hobby, as everyone knows, is in 
letting the hobby ride you instead of 
you riding the hobby. 


Lifelong Hobby 


My hobby, since I was a youth, has 
been magic. Not the store bought brand, 
which almost anyone could perform and 
which, by the way, is usually far from 
entertaining, but the development of a 
type of magic that requires dexterity, 
manipulation and personality. To really 
entertain any group one must be a 
magician who is always ready to do a 
trick regardless of whether he has any 
paraphernalia with him. Use the host's 
playing cards, his tumblers, matches or 
anything handy. 

For a large group it is, of course, 
necessary to be prepared so that the 
group may be entertained and, above 
all, not be bored. As a hobby, magic 
has become the recreation of many 
notables, to mention a few, Edgar 
Bergen, Milton Berle, Fulton Oursler, 
Harold Lloyd, Professor Quiz, Giananni, 
the banker, and many prominent 
physicians and attorneys. 


Magicians in Insurance 


In our own business there are several 
who have become prominent in magic 
notably: Clarence T. Hubbard, secretary, 
Automobile Insurance Company of Hart- 
ford: Fred D. Schnebbe, a prominent 
New York broker: Edward W. Dart, 
recently with Schiff, Terhune & Com- 
pany. 

For years Mr. Hubbard has been recog- 
nized as one of the foremost magicians 
whose services were in demand con- 
stantly. Mr. Schnebbe, although he 
would probably hide his magical prowess 
under a bushel of insurance policies is, 
nevertheless, an experienced and capable 
magician and has to his credit many 
innovations in the art. 

Mr. Dart is nationally known among 





magical circles, having been secretary 
of the Society of American Magicians 
for many years and, later, one of the 
organizers and now secretary of the 
Magicians Guild of America, the only 
professional magical organization in the 
world. Nearly two years ago Mr. Dart 
forsook the insurance business with 
which he has been connected for 40 
years to take over the publishing of 
“Conjurors’ Magazine” which is known 
as the class magazine of magic. He really 
made his hobby his business. 

My association with insurance is too 
long to review here from my early 
days with the Liverpool & London & 
Globe in 1903, then to the Jackson-Smith 
Agency in 1917 and finally to the 
Phoenix of Hartford in 1920 with which 
fine company I am still associated in 
the © New York metropolitan office. 
During my business career and in my 
personal affairs magic has always been 
an open sesame and I appreciate the 


many friends which my hobby has 
created for me. 

In my church activities, and I was 
the youngest deacon appointed by the 
late Dr. S. Parks Cadman, pastor of 
Central Congregational Church in 
Brooklyn, through my Masonic member- 
ship, I am a member of Midwood Lodge 
1062 in Brooklyn, my magic has always 
stood by me and I have contributed to 
many entertainments for U. S. O., lodges, 
men’s clubs, churches, asylums and 
private homes. 


Applause His Only Fee 

Being an amateur I charge no_fees, 
the applause of my audience is sufficient 
remuneration. F 

Magic is one of the most ancient arts 
and I often wonder what my forbear, 
Sir Thomas Halsey, M. P., away back 
in the sixteenth century would think of 
his descendant who performs tricks be- 
fore the “peasants.” Maybe Sir Thomas 
was also a magician and maybe that is 
how he became a member of Parliament. 
Who knows? 

My membership in the Insurance 
Square Club of New York, of which 
I am a past president, has given me 
many opportunities to exhibit my magic 
at the meetings. Until press of business 
prevented me from continuing I was 
a member of the Society of American 
Magicians having been proposed by my 
old friend, Ed Dart. To become a mem- 
ber of this organization one must be 
a magician and be able to demonstrate 
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his ability before a committee with rigid 
standards. 

Many inquire “just what is magic and 
what makes it so fascinating?” The 
answer to that question is simple. Magic 
is an art of deception. The layman looks 
at just the point the magician wishes, 
only to find that the object is not there 
but has vanished or has been transferred 
to another location. To really enjoy a 
magic show one must enter into the 
spirit of the thing and really believe 
that the magician is a wizard or miracle 
worker. 


Three Classes of Magic 


Magic is divided into three classes: 
that of real sleight of hand; that of 
being able to make a clever switch or 
vanishing an object without being de- 
tected; and that of so-called mind read- 
ing. 

Most tricks require some mechanical 
apparatus—some of this apparatus can 
be offered for inspection before and after 
the trick has been performed, and some 
only after the trick has been presented. 
Magic can be compared to a motorist 
driving along a road so fast he cannot 
read the road signs—he saves time but 
misses a lot. Magic is the art of rushing 
the audience past many signs and only 
reading those you want it to read, and 
making it believe it has seen some of 
the laws of nature disobeyed. 

My real introduction to the- public 
performance of magic came about quite 
unexpectedly. Years ago Dr. Cadman’s 
church planned an amateur show for 
the purpose of raising funds. The Doctor 
asked me to fill in during the intermis- 
sion with my magic. Never having per- 
formed publicly before I was timid but 
my determination overcame my timidity 
and I occupied 20 minutes performing 
some items that I had only recently 
been taught by a professional performer. 
The entire show clicked and I was de- 
lighted that I had contributed to the 
success of the enterprise. 

This church entertainment experience 
tagged me as a magician and from then 
on I was a magician that the Boy Scouts, 
the Men’s Club and the Women’s 
Auxiliaries wanted for an_ entertainer. 
This initiation into the realm of magic 
naturally brought me many requests to 
entertain other groups and, during the 
last war, at camps, hospitals and before 
many military organizations. 

Whether you adopt magic or stamp 
collecting as a hobby enjoy it as a 
hobby and thereby get much pleasure 
and satisfaction from it and help to 
make yourself and your fellow hobbyists 
happier. You'll be more contented too. 


Springfield Names Cullison 
Georgia Special Agent 

The Springfield Group announces ap- 
pointment of Russell S. Cullison as spe- 
cial agent for the Springfield Fire & 
Marine and New England Fire for 
Georgia. 

Mr. Cullison was graduated from the 
University of Illinois and the Insurance 
Institute of America, following whic! he 
took a special course in insurance at 
the Illinois Institute of Technology. | 01n- 
ing Miller’s National of Chicago in 1938 
he remained in that company’s _ ica 
office until 1943, when he was transferred 
to Atlanta as special agent and maniget 
of the southeastern department, superv1s- 
ing South Carolina, Georgia, Florida and 
Alabama. 
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BOO H An explosion shakes the 
® outskirts of Buenos Aires— 
building material and equipment blown sky- 


high—and a small American construction 
firm faces failure on its first foreign job! 


In the firm’s Chicago headquarters, a moment 
of shuddering panic . . . then calm reassurance. 
A phone call to the firm’s local insurance agent 
confirms that adequate coverage is in effect— 
sound, American protection placed right in Chi- 
cago through facilities of the American Foreign 
Insurance Association! 


This single illustration dramatizes a need felt 
by every American firm, either great or small, 
with interests abroad: the need for sound insur- 
ance protection of foreign undertakings—protec- 
tion arranged and controlled close at home. 


You are the agent who can supply that desired 
protection through fire, marine or casualty insur- 
ance. American Foreign Insurance Association 
makes it easy. You need merely make the contact 
—then write us about the specific risk as you 
find it. We quote a rate—prepare and deliver the 
policy. You gain new prestige and profit. In this 
year of opportunity, remember: The foreign field 
is your new horizon—capitalize on it! 
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Member and Affiliated 
Companies of the Marine 
Office of America 


* 
THE AMERICA FORE GROUP 


American Eagle Fire Insurance Co., 
New York 

The Continental Insurance Co., 
New York 

Fidelity-Phenix Fire Insurance 
Company of New York 

Niagara Fire Insurance Co., New York 











THE AMERICAN GROUP 


The American Insurance Co., Newark, 
New Jersey 

The Columbia Fire Insurance Company 
of Dayton, Ohio 








THE GLENS FALLS GROUP 
Glens Falls Insurance Co., Glens Falls, 
New York 


Commerce Insurance Co., Glens Falls, 


New York 








THE HANOVER GROUP 


The Hanover Fire Insurance Co. of 
New York 
Fulton Fire Insurance Co., New York 








THE LOYALTY GROUP 


Firemen’s Insurance Company 
of Newark, New Jersey 

The Girard Fire and Marine Insurance 
Company of Philadelphia, Pa. 

The Concordia Fire Insurance 
Company of Milwaukee, Wisconsin 

Milwaukee Mechanics’ Insurance 
Company of Milwaukee, Wisconsin 

National Ben Franklin Fire Insurance 
Company of Pittsburgh, Pennsylvania 
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+ STRONG MEMBER COMPANIES 
%+ SOUND MARINE PROTECTION 


There’s prestige for you—and sound protection for your 


clients—in the services of the Marine Office of America. 


For 30 years the Marine Office has operated as the 
marine department of its member companies—has pro- 
vided sound handling in all classes of ocean and inland 


marine insurance. 


A policy issued through the Marine Office of America 
in any of its member companies is automatically reinsured 
by the other member companies. . . . For fully efficient 
handling, for the unexcelled security your clients need, 
consult with the Marine Office on all ocean cargo or 


inland marine risks! 





SERVICE OFFICES 
Baltimore, Maryland 
Boston, Massachusetts 
Cleveland, Ohio 


Chicago 4, Illinois New Orleans 12, Louisiana Detroit, Michigan 
Houston, Texas 


- . Jacksonville, Florida 
PACIFIC DEPARTMENT NORTHWESTERN DEPARTMENT Los Angeles, California 
140 Sansome Street Colman Building Sete och vena 
Seattle 4, Washington Pittsburgh, Pennsylvania 
St. Louis, Missouri 


Stockton, California 
Syracuse, New York $ 
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Warranty Clause Held to Limit, 
Not Broaden, Coverage of Policy 


The J. A. Jones Construction Company 
purchased from the Kraftile Corporation 
of Niles, California, a quantity of glazed 
ceramic tile, which was shipped by vessel 
from that city to Cristobal in the Canal 
Zone. Upon arrival 10% of the tile was 
found broken and, in an action on an 
open marine policy issued by the defend- 
ant, Niagara Fire, to the Kraftile com- 
pany covering the construction com- 
pany’s interest in shipments to it, there 
was evidence warranting the conclusion 
that a large part of the breakage was due 
to negligence in loading and unloading. 
The Kraftile Corporation had effected 
marine insurance on shipments of tile 
to be made by it under a form of open 
policy which covered the interest of 
plaintiff, and this action was instituted 
on the theory that the damage to the 
tile was covered by the policy. The 
company defended on the ground that 
the loss sustained by Jones Construction 
Co. was not covered. 

The Federal District Court for west- 
ern North Carolina set aside a verdict 
for the plaintiff and entered judgment 
n.o.v. (notwithstanding the verdict) for 
the defendant. 

The plaintiff appealed. The sole ques- 
tion on appeal was whether damage to 
cargo due to negligence in loading and 
unloading fell within the coverage of the 
policy. The Fourth Circuit Court of Ap- 
peals, J. A. Jones Construction Co. v. 
Niagara Fire Ins. Co., 170 F.2d 667, an- 
swered the question in the negative. 


Endorsement on Tile 


The policy was an ordinary policy of 
marine insurance, describing the perils 
insured against in the usual time-honored 
phrases, which the court quoted in full. 
An endorsement of a later date relating 
solely to shipments of tile contained 
a clause warranting against particular 
average, which the court also quoted, 
adding : 

“It is perfectly clear that a loss aris- 
.ing from the inherent nature of the 
goods shipped, or negligence of steve- 
dores in loading or unloading the vessel 
is not a loss arising from perils of the 
seas or the other perils insured against 
by the coverage clause quoted above. 

“And we think it equally clear that 
the loss is not brought within the cover- 
age by the language relating to warranty 
against particular average, the purpose of 
which was, not to add to the risks in- 
sured against, but to limit the exclusion 
of the warranty as to risks which the 
policy covered. 

“The warranty against particular aver- 
age was inserted in policies of marine 
insurance two centuries ago, and its pur- 
pose was to limit the insurance to actual 
total loss by excluding from coverage 
any partial loss. The effect of the clause, 
in the absence of some such limiting 
language as we have here, was to exempt 
the insurer from a total loss of a part 
only of the shipment, even if the part 
consisted of one or more entire pack- 
ages, 

“The purpose of the language on which 
Plaintiff relies was to limit the particular 
average clause so that liability for loss of 
an entire ‘package, piece or unit’ of the 
cargo insured ‘totally lost in loading, 
trans-shipment or discharge’ would not 
be excluded by the provision against 
liability for total loss notwithstanding 
that it constituted only a part of the 
cargo insured.” 

“If it had been intended to enlarge the 


coverage of the policy so as to cover loss 
in loading or unloading occurring from 
any cause whatever, as contended by 
plaintiff, appropriate language to that end 
would have been inserted in the cover- 
age clauses. It is perfectly clear from 
the language relied on wherein the in- 
surer agrees to pay for any ‘package, 
piece or unit’ totally lost, occuring as it 
does in the memorandum or warranty 
clause or referring thereto, has reference 
to liability in case of partial loss from 
risks elsewhere covered by the policy 
and does not add additional risks to that 
coverage. 

“As said by Mr. Justice Story in 
Potter v. Suffolk Ins. Co., Fed. Cas. No. 
11,339, 2 Sumn. 197, ‘The memorandum 
clause does not operate as an enlarge- 
ment of the perils underwritten against; 
but it operates to exempt the under- 
writers from certain losses within those 
perils.’ 

“The judgment in favor of defendant 
was correct and will be affirmed.” 


So ee area 


Vessel Not Engaged in Combatant 
Duties in U.S. Harbor After War 


Action was brought in the Federal Dis- 
trict Court for western Washington by 
the owners of a clam farm against the 
United States for damages for the 
claimed pollution of the clam farm in 
December, 1943, and January, 1946, when 
the Navy, because of the existing con- 
gested conditions in many of the coun- 
try’s ports, anchored sixteen of its am- 
munition cargo vessels in Discovery Bay, 

ash. 

These “floating magazines” were ca- 
pable of supplying ammunition at sea to 
various combat vessels of the Navy. They 
had been engaged in active logistical sup- 
port of combat operations in the Pacific 
and after hostilities terminated in Au- 
gust, 1945, were sent to Discovery Bay 
to await assignment to continental 
American ports for unloading when other 
ports became available. 


Damage Caused by Vessels 


The damages sued for were alleged to 
have been caused during this period by 
the vessels discharging oils, sewage and 
other noxious matter into the bay, pollut- 
ing its waters and the adjacent tide lands 
owned by the plaintiffs and upon which 
they had developed and maintained their 
commercial clam farm. 

As a result of this pollution the state 
of Washington, on December 10, 1945, 
prohibited the taking of clams from the 
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Our Advice 
Lo Property Owners 


- ANY TIME 
ALL THE TIME 


“What you need is a competent broker or 
agent who not only knows insurance contracts, 
but also knows his way around in the insur- 
ance markets. Such an expert can relate your 
insurance to current economic conditions and 
set up a program to meet your own special 
(from an Atlantic newspaper advertisement) 
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farm for sale to the public. Damages 
were claimed for partial permanent in- 
jury to the clam farm and loss of the 
season’s profits, totaling $46,100. 

The government asked dismissal of the 
action for lack of jurisdiction, alleging 
that at the time named in the complaint 
the vessels were “engaged in combatant 
activities during time of war” and came 
within the exception to the general waiver 
of sovereign immunity in section 943 of 
the act, subsection (j) providing that “any 
claim arising out of the combatant ac- 
tivities” of the military or naval forces 
or Coast Guard “during time of war.” 

The government’s motion to dismiss 
the action on this ground was granted 
by the District Court, but the Ninth 
Circuit Court of Appeals, Johnson v. 
United States, 170 F. 2d 767, reversed this 
judgment for the reasons assigned in its 
opinion. 


Claim Allowed Under Law 


The circuit court said that the act 
“is couched in unambiguous language” 
and is a blanket renunciation of govern- 
ment immunity to suit in the case of 
certain types of claims specifically enu- 
merated which does not need resort to 
interpretation of various prior statutes 
which effected piecemeal release of gov- 
ernment immunity from private suits. 
The court was of opinion, from the 
policy apparently underlying the whole 
act, “that a claim of the general char- 
acter of the one here involved is prop- 
erly within the orbit of the act and 
entitled to its benefits unless it clearly 
appears that the exception above noted 
bars it.” 

To make the government’s defense 
effective “the naval vessels charged with 
causing the damage here asserted must 
not only have been actually engaged in 
‘combatant activities’ at the time covered 
by the complaint, but such ‘combatant 
activities’ must be shown to have taken 
place ‘during time of war.’” 

The vessels “had terminated their war 
work and were homeward bound,” and 
were not engaged in “combatant activi- 
ties,” since the surrender of Japan had 
ended such activities. It was not there- 
fore necessary to consider the second 
of the two conditions, i.e. “during time 
of war.” 

The government argued that the claim 
“arose out of” combatant activities within 
the meaning of the exception. The 
Circuit Court could not agree “that the 
act of dumping noxious matter into the 
waters of a peaceful American harbor 
under the conditions here shown to 
exist must be held to have arisen out 
<n activities of these war ves- 
sels. 





Federal Assets, Premiums’ 
Increased During 1948 


The Federal Insurance Co., of which 
Chubb & Son are managers, has issued 
its forty-eighth annual statement show- 
ing assets of $41,892,642 on December 
31, 1948. Surplus to policyholders is 
$21,398,683 and unearned premiums $8,- 
807,086. The company’s holdings of U. 
S. Government bonds, $16,136,963, and 
cash in banks amounting to $5,484,092, 
exceed all liabilities other than capital. 
Assets show an increase of over $3,- 
820,000, surplus is virtually unchanged 
and unearned premiums rose $1,669,440. 

Net premiums written by the Federal 
in 1948 totaled $15,156,147, against $13,- 
061,272 in 1947 and the loss ratio was 
44.1%. 





NATIONAL UNION DIVIDEND 


Directors of National Union Fire of 
Pittsburgh, at a meeting on February 
23, declared a quarterly dividend of 35 
cents a share. The dividend is payable 
March 21 to stockholders of record 
March 1. 
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Goldstein Opinien in 
N. Y. Creates Stir 


MAY BE CHALLENGED IN COURT 





Companies Do Not Agree With Attorney 
Genera! That Fixing of Commissions 
in Concert Is Illegal 





No opinion by a state official has cre- 
ated more of a stir in company and 
producer circles than the February 24 
communication of State Attorney Gen- 
eral Nathaniel L. Goldstein to Superin- 
tendent of Insurance Robert E. Dineen 
of New York, which declared that the 
Casualty and Acquisition Cost 
Conferences are illegal and in restraint 
of trade under the amended Donnelly 
Act—the state’s anti-trust law. What 
almost amounted to an “indignation 
meeting” took place at 60 John Street 
the day after the New York daily news- 
papers ran the Goldstein story. The 
casualty-surety executives attending this 
gathering minced no words in stating 
their dislike for the timing on the opin- 
ion, coming as it did only a few days 
after the introduction of Senate and 
Assembly bills in the legislature which 
would “legalize” cooperative commission 
agreements. And at first it wasn’t clear 
to the company men that these bills 
had already been introduced as they had 
received no notification from their AIl- 
bany representatives. 

It would not be surprising if both 
the fire and casualty people challenge 
the validity of the Goldstein decision by 
a court test case. This was indicated when 
spokesmen for the companies at Mon- 
day’s legislative hearing in Albany told 
the Mahoney Committee that this opin- 
ion by no means c'oses the case. There 


Surety 


are other opinions which were not 
quoted by the Attorney General, the 
company men stated, which do not 


bear out his thinking. Furthermore, the 
legislators were challenged to find any 
decision of the New York Court of 
Appeals to date which has said that 
commission agreements are illegal. 


Says Superintendent Has No Power 
to Fix Commission 


If there is any portion of the Attorney 
General’s opinion which pleased _ the 
companies it would be his statement, 
made several times, that the Superin- 
tendent of Insurance “cannot fix or 
supervise commissions paid.” Specific 
paragraphs from the opinion establish- 
ing this fact read as follows: 

“The Acquisition Cost Conferences 
are private combinations of insurers 
which fix maximum amounts of commis- 
sions to be paid by their member com- 
panies. They are not rating bureaus but 
claim, at most, to be service or advisory 
organizations, It is universally conceded, 
for reasons to be subsequently stated, 
that the Superintendent of Insurance 
has no power either to fix or to super- 
vise commission rates. It must be con- 
cluded, therefore, that without clear 
sanction of law such combinations would 
be held to be unlawful. The restrictions 
they impose operate largely and directly 
upon the ultimate price of insurance 
protection to the public. Acquisition ex- 
penses are one of the largest single ele- 
ments in ultimate premium costs. To the 
claim that such agreements tend to 
repress increases in expense, arising 
from unbridled competition with con- 
sequent saving to the public, it must 
be answered that private combinations 
so intimately concerned with the price 
structure are held to be illegal per se 
(U. S. v. Socony Vacuum Oil Co., 310 
U. S. 150, 221-223). “Price fixing, rea- 
sonable or unreasonable” is banned 


WANTS U. S. IN BOND FIELD 





Hoover Commission Recommends Treas- 
ury Set Up Its Own Fidelity 
Insurance Fund 

Surety bonds for Federal employes 
should be provided by the Government 
instead of by private companies, the 
Hoover Commission on Organization of 
the Executive Branch of the Govern- 
ment recommended last week. 

In the “budgeting and accounting” 
section of its report to Congress the 
Commission also urged Congress to 
continue its study of the “whole ques- 
tion” of fidelity insurance for the Gov- 
ernment’s accountable officers in order 
to arrive at a simpler and less expen- 
sive procedure. 

The present system of surety bond- 
ing, the Commission said, “adds greatly 
to Departmental red tape and cost, es- 
pecially in the Treasury Department 
where lists of bonding companies and 
surety bonds in force are maintained.” 

The Commission pointed out that 
558,000 accountable officers are now re- 
quired to pay for their own surety 
bonds provided by private companies at 
an aggregate annual premium cost of 
about $2,000,000, while recoveries aver- 
age only about $230,000 annually. 

The Commission said that the prob- 
lem could best be solved by establishing 
a fidelity insurance fund in the Treasury 
to which accountable officers would be 
required to contribute. 





(U. S. v. Bausch & Lomb Co., 321 U. S. 
707, 720). The rule is applied to agree- 
ments fixing elements of the ultimate 
price, such as agents’ and brokers’ com- 
missions (Sugar Institute, Inc., v. U, S., 
297-4). S. 553). 

Even if otherwise unobjectionable because not 
directly governing ultimate costs and having a 
reasonable tendency in reduction thereof, it 
cannot be ignored that such agreements directly 
and completely limit the end price that can 
be obtained for the services of a large segment 
of the industry. The illegality of such combina- 
tions can be predicated on their effect with 
respect to agents and brokers alone (see U. S. 
v. Trans-Missouri Freight Assn., 166 U. S. 
290, 323). Moreover, to deny the insurance 
companies the right to combine privately to 
limit commissions does not open the way to 
increases in premium rates to the public. 

The Superintendent of Insurance has control 
over filed premium rates which must be ad- 
hered to but he cannot fix or supervise com- 
missions paid. If there is no prohibition or 
regulation of commission arrangements among 
insurers, it would mean that it lay within the 
power of the companies by private agreement 
to deny effectively any real bargaining power 
to the agents and brokers without public sanc- 
tion or supervision as a_ substitute for com- 
netition, 


What Goldstein Said on “Consultation” 
Another portion of the opinion which 
has been much discussed, pro and con, 
is the following: 
The requirement of consultation with agents 


Surety Agents to Hear 
Lewis and Murphy 

N. Y. PROGRAM ANNOUNCED 

Black Will Preside Over Sessions March 


14-15; Joint Meeting Scheduled 
With Surety Executives 








With Martin W. Lewis, general man- 
ager, Surety Association of America, and 
Ray Murphy, general counsel, Associa- 
tion of Casualty & Surety Companies, 
as the first day’s headline speakers, the 
National Association of Surety Bond 
Producers will open its two-day sessions 
March 14-15 at the Janesen Suite of 
the Waldorf-Astoria Hotel, New York. 

Durel Black, New Orleans, president 
of the organization, will preside at all of 
the sessions. Mr. Lewis will be the first 
speaker at the opening session, Monday 
morning, March 14. His subject will be: 
“A Discussion of Current Problems Af- 
fecting the Fidelity and Surety Busi- 
ness.” He will be followed by Mr. 
Murphy, who will talk on the subject: 
“The Importance of the Munsey Trust 
Decision as Respects Contract Bonding.” 

At the afternoon session, H. F. 
Warner, Kansas City, Mo., will lead a 
discussion on “Today’s Acquisition Costs 
of the Surety Bond Producer—a De- 
tailed Analysis.” There will be another 
discussion on Dr. Jules Backman’s re- 
cently published work, “A Study of the 
Economics of Suretyship,” and a further 
discussion on commercial blanket bonds 
and blanket position bonds. 


Will Be Joint Session 


The Tuesday morning meeting will be 
a joint session with invited guests in- 
cluding surety company executives and 
representatives of other producers’ 
organizations. There will be an address 
by Captain J. F. Jelley, USN, deputy 
chief, Bureau of Yards and Docks, on 
“The Contractural and Bonding Prac- 
tices of the Bureau of Yards and Docks.” 
He will be followed by Charles M. 
Upham, executive director, American 
Road Builders’ Association, who will 
speak on “The Construction Industry.” 

Following these two addresses, there 
will be discussions on “Performance 
Bonds on Private Construction,” and 
“Thoughts for the General Welfare of 
the Surety Industry.” Luncheon will be 
served in an adjoining suite, followed 


-by a fellowship meeting. In the after- 


noon, the following subjects will be dis- 
cussed: “Problems of Countersignature” ; 
“Contract Specifications—as Relates to 
Local Surety Control”; “Newly Adopted 
Public Official Blanket Bonds.” 

There will follow the reports of the 
committees and election of officers. 





and brokers before entering into agreements 
and making rules and regulations thereunder 
is expressly prescribed. It is probable that such 
a provision is essential lest any permissive state 
legislation be found to be merely an attempted 
immunization of private agreements rather than 


(Continued on Page 37) 
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Surplus to Policyholders 
Reserve for Outstanding Losses . . 


TOTAL ADMITTED ASSETS $32,584,455.60 


Securities carried at $775,000.00 are deposited as re- 
quired by law, and cash in the amount of $934,356.93 is 
held in trust for the payment of certain specific losses. 


CASUALTY ¢ FIDELITY « SURETY 
Re-Insurance 


$ 4,000,000.00 
8,610,916.97 
$12,610,916.97 
12,006,929.01 
7,966,609.62 
































Statisticians Complete 
Chicago Meeting Plans 

700 ARE EXPECTED TO ATTEND 

Speakers Named for Life, Fire, Casualty 


and A. & H. Sections; to Meet 
at Edgewater Beach Hotel 








The official program has been com- 
pleted for the 27th international con- 
ference of the Insurance Accounting & 
Statistical Association to be held at the 
Edgewater Beach Hotel, Chicago, on 
May 19-21. Plans have been made for 
an attendance of 700 persons at the gen- 
eral session on Thursday morning, May 
19. Representatives will attend this con- 
ference from all sections of the United 
States, Canada and Mexico. 

At the general session, Edward F. 
O’Toole, of Edward F. O’Toole & 
Associates, New York will speak on 
“Development and Presentation of Cost 
Analysis.” H. A. Clark, Loyalty Group, 
western division, Chicago, will talk on 
the subject “Looking in Retrospect.” 

I. A. S. A. life director, George H. 
Hamilton of the Phoenix Mutual Life 
Insurance Co., has arranged the follow- 
ing program and speakers for the life 
section: 


To Address Life Section 


R. H. Pease, Travelers Insurance Co.; 
Karl Freytag, Metropolitan Life Insur- 
ance Co.; Joe Jacques, General Ameri- 
can Life Insurance Co.; Ralph Kennon, 
Northwestern National Life Insurance 
Co.; Joseph Hughes, Pan American Life 
Insurance Co.; Joseph Slights, Phoenix 
Mutual Life Insurance Co.; John T. 
Hoyt, Metropolitan Life Insurance Co.; 
W. A. Killmeyer, Knights Life Insur- 
ance Co.; W. Clyde Miller, Peninsular 
Life Insurance Co.; E. E. Strock, Pru- 
dential Insurance Co.; A. F. Sanders, 
Reliable Life Insurance Co.; H. C. Han- 
sen, The Maccabees; O. W. Merri- 
weather, Royal Neighbors of America; 
Ralph O. Bonnell, Ben Hur Life Asso- 
ciation; Louis R. Mobley, I. B. M. edu- 
cational staff; Roland Mangini, John 
Hancock Mutual Life Insurance Co. 


Fire-Casualty Speakers 


I. A. S. A. fire director, W. H. Craw- 
ford, Loyalty Group, San Francisco, 
and casualty director, J. A. Mills, Lum- 
bermens Mutual Casualty Co., Chicago 
have arranged the following speakers 
for the fire and casualty section: 

Combined fire and casualty sessions, 
including accident and health: Earl C. 
Fay, Liberty Mutual Insurance Co.; 
Brady Bryson, Chapman & Bryson; 
G. VanderFeen, National Surety Corp.; 
T. C. Morrill, New York Insurance De- 
partment; Kellum Johnson, Gulf Insur- 
ance Co. : 

Fire sessions: J. J. McGauley, Badger 
Mutual Fire Insurance Co.; A. H. Ben- 
son, Lumbermens Mutual Insurance 
Co.; Dr. Clyde H. Graves, Mutual In- 
surance Statistical Association; W. D. 
Hall, National Automobile Underwriters 
Association. 

Casualty sessions: T. O. Carlson,Na- 
tional Bureau of Casualty Underwriters, 
W. D. Hall, National Automobile Un- 
derwriters Association; Vestal Lemmon, 
National Association of Independent In- 
surers; T. C. Merrill, Liberty Mutual 
Insurance Co.; E. S. Skillings, Allstate 
Insurance Co.; J. W. Lorah, Farmers 
Insurance Exchange; Joseph Linder, 
Wolfe, Corcoran & Linder, New York. 


A. & H. Speakers 


Accident & Health sessions: R. B. 
Savage, Wisconsin National Life Insur- 
ance Co.; Monor, Metropolitan 
Life Insurance Co.; J. H. Rowell, Lum- 
bermens Mutual Casualty Co.; W. © 
Sather and Mr. Kloth, North American 
Life & Casualty Co.; D. J. Schonberg. 
Mutual Benefit Health & Accident Asso 
ciation; A. J. Schese. North American 
Accident Insurance Co.; H. A. Reevé 
Constitution Life Insurance Co. 
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Fidelity @ Casualty Announces 
Changes in Field and Home Office 


A. J. Miller 


Bernard M. Culver, chairman of the 
boards of the companies of the America 
Fore Insurance Group announces several 
changes affecting resident managerships 
of branch offices of the Fidelity & Casu- 
alty Co. of New York in various cities 
of the country and a new agency depart- 
ment appointment at the home office. 

Earl H. Modlin, former resident man- 
ager at Minneapolis is now in Buffalo, 
N. Y. as manager. He replaces Edgar E. 
Mueller, retired. 

W. C. Owens is manager at Minneapo- 
lis He was formerly agency supervisor 
there. 

Manager at Los Angeles 

Claude Beatty has assumed the man- 
agership of the Los Angeles, Cal. branch 
ofice. Mr. Beatty, formerly manager at 
Charlotte, N. C. replaces Secretary Paul 
J. Emme, who was Los Angeles manager. 
Mr. Emme is now second in command of 
the entire Pacific department area in 
association with Vice President H. Clyde 
Edmundson at San Francisco. 

Lawrence F. Brock has been made 
manager of the Cleveland, Ohio office of 
the Fidelity & Casualty Company. Mr. 
Brock takes over the post left vacent 
by the recent death of manager B. C. 
Sauer. 

George W. Kassebert is the new man- 
ager at the Charlotte, N.C. office. Mr. 
Kassebert has for many years been bond 
manager of the Hartford office of the 
company, 

Bond Production Manager 


Albert J. Miller, has been appointed 
bond production manager of the agency 
lepartment of the Fidelity & Casualty 
Co. at the home office. Mr. Miller was 
lormerly agency supervisor of the com- 
pany’s Eastern department at the home 
office. 

Earl H. Modlin is a native of Neola, 





Goldstein Opinion 
(Continued from Page 36) 


areal regulation protecting the interests of all 
affected parties, as well as of the public, of 
the kind which will exclude Federal interven- 
ton. If company agreements are to be per- 
mitted by law, it follows that opportunity for 
the producers, whose compensation is directly 
concerned, to bargain collectively must likewise 
he provided by law. The right to be heard is 
‘ven more important here than if rates were 
‘o be directly fixed by a disinterested public 
administrator in which case it would be certain 
'o be provided. 


Await Mailler Bill 


The cash sickness TDB bill upon 
which Assemblyman L. B. Mailler of 
\ew York has been concentrating for 
‘everal days, will be introduced in legis- 
‘ature sometime next week. If any TDB 
Measure becomes law, this is said to be 
it.” The companies are preparing for 
4 competitive state fund setup as re- 
portedly to be provided under this bill. 


OHIO FINANCIAL OFFICER 
Walter A. Robinson, Ohio Superin- 
'endent of Insurance, has announced ap- 
ointment of W. H. Van Dervort of 
-olumbus as Department’s financial of- 
icer, 








E. H. Modlin 


W. C. Owens 


Ia. and has been with the F. & C. 
since 1922 when he started with the St. 
Louis branch office of the company. He 
attended Grinnell College, Grinnell, Ia. 
and the University of Nebraska at Lin- 
coln from which he was graduated in the 
class of 1921. 

W. C. Owens is also an Iowan, born 
at Cresco. He started his insurance 
career in 1925 with C. W. Sexton Com- 
pany, general agency at Minneapolis. 
In 1928 he joined the F. & C. as bond 
superintendent at the Minneapolis branch 
and subsequently became agency super- 
visor, the position he has since held. 

C. J. Beatty has been with the F. & C. 
since the early 1930’s when he joined the 





C. J. Beatty 


L. F. Brock 


organization after considerable experi- 
ence in the contract and fidelity bond 
department of another major company. 
He has had production experience in 
Detroit and in Flint, Mich. In January, 
1946 he was made agency superintendent 
at Detroit. In September of 1947 Mr. 
Beatty was made resident manager of 
the newly established branch office of the 
F. & C. at Charlotte, N.C. 

Lawrence F. Brock, a native of Mil- 
waukee, was graduated from Marquette 
University in 1926 with a B.A. degree. 
He came immediately to the Milwau- 
kee branch office as an underwriter. 
Since that time he has held the posts 
of casualty superintendent and agency 
supervisor. 


Is Native New Yorker 


George Kassebert is a native New 
Yorker. He attended Mamaroneck, N. Y. 
high school and Syracuse University. 
His first job was with the F. & C. which 
he joined at the home office in 1925. A 
year later he transferred to the Hart- 
ford branch office of the company where 
he has since been. Mr. Kassebert was 
superintendent of the bonding depart- 
ment in Hartford, handling the entire 
state of Connecticut and several counties 
in Massachusetts. 

Albert J. Miller was born at Columbus, 
Ohio, attended the local schools there 
and Ohio State University from which 
he was graduated in 1923 with a BS. 
degree, majoring in insurance. Mr. Miller 
joined the F. & C. in 1938 as a special 
agent for the eastern department. This 
was followed by a period in St. Louis 
as bond superintendent after which he 
came back to the home office where he 
was bond superintendent of the eastern 
department and later agency supervisor 
of the eastern department. 





G. W. Kassebert 





ISSUES STOP ’PHONING ORDER 





Kentucky Director Orders Stoppage of 
Telephone Soliciting of A. & H. Lines; 
Follows Similar lowa Action 


C. P. Thurman, Kentucky Director of 
Insurance, under date of February 18, 
sent out a letter to all life and casualty 
companies writing accident and/or health 
and hospitalization coverage, on the sub- 
ject of “Telephone Solicitation,” stating 
that it has been brought to the Depart- 
ment’s attention that some companies 
writing health, accident and hospitaliza- 
tion insurance in Kentucky maintain 
staffs of employes who are employed 
for the purpose of, or who occasionally, 
do telephone canvassing to obtain leads 
and prospects or to solicit accident and 
health or hospitalization insurance. 

The letter ordered all companies and 
agents of such companies now employ- 
ing such methods of solicitation to dis- 
continue same at once, unless such em- 
ployes are licensed by the Department. 
It was further stated that it is the re- 
sponsibility of each company to notify 
its agents at once, regarding the order. 

Immediate compliance was requested, 
along with acknowledgment of the letter. 

This is the second recent action of this 
kind. A letter asking discontinuance of 
the so-called “cold canvass” by indiscrim- 
inate telephoning was issued last month 
by Insurance Commissioner Sterling 
Alexander of Iowa, who asked that this 
practice, which he characterized as a 
“nuisance,” be discontinued by April 1. 


BITUMINOUS CASUALTY REPORT 





President Cleaveland Announces Best 
Year of Company; Net Premiums 
and Assets Are Increased 

It was announced at the quarterly 
meeting of the Bituminous Casualty 
Corp. board of directors by President 
H. H. Cleaveland, that the year 1948 
was the most successful enjoyed by the 
company in the 31 years since it was 
founded. 

Written premiums for the year were 
$14,738,418. The company’s assets were 
increased from $19,812,772 to $23,602,133. 

The company’s underwriting income 
before Federal taxes was $1,111,949. Fed- 
eral taxes on the company’s income 
amounted to $500,991. The net income 
from operations after Federal taxes 
amounted to $896,492. 

The company’s surplus to policyhold- 
ers on December 31 was $4,099,609, an 
increase from the previous year’s sur- 
plus of $3,238,234. 

President Cleaveland also announced 
that the assets of the Bituminous Fire 
& Marine Insurance Co., an affiliate of 
the Bituminous Casualty had increased 
from $382,368 to $453,257. 

The subsidiary company which writes 
only material damage on the casualty 
corporation’s combination automobile 
policy showed an underwriting profit for 
the year of $104,073, a favorable result 
when compared to the underwriting 
profit for 1948 which was $21,007 and 
the underwriting loss of the year 1946 


of $1,585. 


U. S. Guarantee Statement 
Reflects Strong Position 


United States Guarantee made healthy 
increases in both assets and net premium 
volume last year, and its net income 
for the year was $1,068,491 compared with 
$730,294 for 1947. 

Total admitted assets as shown in 
its year-end financial statement were 
$32,872,864 of which $17,980,988 is in- 
vested in U. S. Government bonds. Com- 
parable figure at the close of 1947 was 
$29,008,071 of which $14,855,56r repre- 
sented the government bond investment. 

Net premiums written by United 
States Guarantee last year amounted to 
$12,234,212 compared with $8,808,708 in 
1947—a gain of $3,425,504. Unearned pre- 
miums increased during the year in the 
amount of $1,304,057, resulting in earned 
premiums of $10,930,155 compared with 
$7,449,078 in 1947. 

On the liability side reserves have been 
strengthened in keeping with the growth 
in premium volume. For many years 
the company maintained a contingency 
reserve as a cushion to surplus in event 
of unforeseeable catastrophe or serious 
undiscovered loss. As of December 31, 
1947, this reserve was $1,250,000. But the 
reserve has been eliminated and trans- 
ferred to surplus in keeping with current 
regulations of the New York Insurance 
Department which require companies to 
add any such contingency reserve to 
their stated capital and surplus. This is 
for the purpose of determining the pub- 
lished surplus to policyholders. 

Surplus to policyholders at the year- 
end totaled $14,536,408, consisting of $2,- 
000,000 in capital stock, surplus of $11,- 
199,469 and $1,336,939 set aside for un- 
realized appreciation of securities. This 
compares with $14,844,482 as of Decem- 
ber 31, 1947, the reduction of $308,074 
being due to decline during 1948 in mar- 
ket value of securities reflected in 
“unrealized appreciation of investments” 
and by a substantial increase in non- 
admitted reinsurance. 

During the year the United States 
Guarantee paid four quarterly dividends 
of 50 cents a share and a year-end 
special dividend of 35 cents a share on 
capital stock. These dividends totaled 


$470,000, the same as in 1947. 





SEABOARD SURETY’S RESULTS 





Made 1948 Increases in Total Admitted 
Assets, Net Premium Volume and 
Voluntary Reserve 


Indicative of its 1948 growth, the 
Seaboard Surety Co. of New York re- 
ported as of last December 31 increases 
in net premium volume, total assets, 
voluntary reserve and surplus to policy- 
holders. The loss and expense ratios on 
1948 business continue satisfactory, and 
an underwriting gain of $208,088 was 
made, Total income for the year was 
$3,940,431. 

At the year-end, as revealed in the 
Seaboard’s financial statement published 
this week, total admitted assets were 
$10,818,020 compared with $9,898.667 at 
the close of 1947. Of this total $9,405,- 
058 was invested in stocks and bonds, 
valued on the approved Insurance Com- 
missioners’ basis, and $1,243,970 in cash 
in office and banks. 

Net premiums written by Seaboard 
Surety last year amounted to $3,369,908 
compared with $2.553.769 in 1947. Net 
losses paid were $573,144. 

As of last December 31, the company 
showed a voluntary reserve of $1,377,- 
854 compared with $1,284,118 the pre- 
vious year-end. This reserve figure, to- 
gether with paid-up capital of $1,000,000 
and surplus of $4,000,000, cave a sur- 
plus to policyholders of $6,377,854. 





HONOR STAUFFER IN DAYTON 


A dinner was given in Dayton, O., hon- 
oring Wallace E. Stauffer, who has rep- 
resented the Indemnity Insurance Co., of 
North America 25 years. He was pre- 
sented a plaque commemorating the 
event. Malcolm Dickerson, Philadelphia, 
assistant vice president, presided. About 
40 persons were present, including the 
heads of the company’s offices in Ohio. 
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Compton Speaks Before 
Kansas A. & H. Men 


WICHITA 





SALES CONGRESS AT 





Urges Campaign to Tell Public How A. 
& H. Industry Serves to Protect 
Nation in the American Way 


Approximately 150 attended the lunch- 
eon meeting opening the third annual 
sales congress of the Kansas Association 
of Accident & Health Underwriters in 
Wichita, February 14, addressed by Don 
Compton, vice president, Combined In- 
surance Co. of America, Chicago, repre- 
senting the National Association of Ac- 
cident & Health Underwriters on the 
subject “The Other Side of the Rain- 
bow.” ‘ 

Special guests included Frank Sullivan, 
Topeka, Kansas Commissioner of In- 
surance; Dr. Malcom E. Galvin, presi- 
dent of the Wichita Dental Society; Dr. 
Willard J. Kiser, Sedgwick County 
Medical Society; Hal M. Black, attor- 
nev: L. D. Carter, president of the 
Wichita Life Underwriters Association; 
Mary Helen Bandel, president of the 
Insurance Women of Wichita; and 
Henry V. Schott, secretary of the 
Wichita Association of Insurance 
Agents. 

Claude W. Jackson, Interstate Assur- 
ance, president of the Kansas A. & H. 
Association, gave the welcome to the 
guests who included a goodly number 
from over the state, and general chair- 
man, Bert A. Hedges, Business Men’s 
Assurance, manager, Wichita, intro- 
duced the speaker. 

Don Compton’s Talk 


Mr. Compton’s subject reference was 
to the “rainbow” on the political horizon 
which attempts to offer a pot of gold 
in cradle-to-the-grave paternalistic pro- 
tection and the necessity of publicizing 
the “other side of the rainbow” which is 
protection under the American free en- 
terprise system. 

He pointed out the fallacy of under- 
taking in this country to follow the 
English or any other foreign system 
and said the way ahead lies in the 
direction of improving the American 
plan. Some obstacles to be overcome, 
he held, lie in the fact that too many 
insurance men have had too easy a 
time during the lush business period to 
feel that they could afford to learn a 
line that requires a little time to explain 
to the general public; too many doctors 
have failed to cooperate in helping their 
patients recover under a policy of in- 
surance. 

Also, he said, too many lawyers seem 
to take pride and joy in expounding to 
their clients that all accident and espe- 
cially health policies are “gyps” instead 
of explaining their value; too many busi- 
ness men and industrialists have been 
so busy making money that they have 
not had time to make the very ex- 
cellent coverages available to their em- 
ployes. 


Is “Still Too Many” 


He said that regardless of how many 
or how few such insurance men, doctors, 
lawyers and business men are in this 
class, “it would still be too many if 
we are to preserve the free enterprise 
system in this great country of ours.” 

Mr. Compton said the A. & H. indus- 
try must advertise and publicize its serv- 
ices. It is paying for advertising by its 
future competitor in the form of taxes 
which go for a mass of propaganda fa- 
voring monopolistic Federal health in- 
surance, he said, and should pay out a 
little on its own account. He _ con- 
tinued: 

“Let’s take a look at a truly Ameri- 
can plan—operating without the aid of 
Government subsidies or experts and— 
also supporting some of the other Gov- 





DON COMPTON 


ernment projects through rather heavy 
taxes, 

“Realizing that we as laymen don’t 
understand all the medical and legal 
terms, we should—by the same token— 
understand that we must explain the 
efforts of our industry in terms that 
laymen can understand. 

“We must tell them through every 
source available to us what our indus- 
try nationwide is attempting to do for 
the public in writing accident, health, 
hospitalization, medical and surgical care 
insurance, in other words—personal in- 
surance. We explain to them that ac- 
cident and sickness or disability insur- 
ance protects that most valuable of as- 
sets—their income. 

Fringes on Main Article 

“Hospital, medical care and surgery 
are merely fringes on the main article, 
yet public acclaim has made them ex- 
cellent sellers.” 

Mr. Compton outlined 


the several 


forms of individual, franchise and group. 


coverages available through private in- 
surance and the remarkable growth of 
these coverages in the past several 
years, and said: 

“Doctors, druggists, business men, and 
insurance men should all join hands to 
perfect our present plan that is so well 
started and protect it from ruin as one 
portion of our free enterprise American 
system. Yes, even unions should be 
shown that they lose a cetain part of 
their bargaining power under compul- 
sory health insurance because in many 
cases the plan of coverage already fur- 
nished by their employer is broader 
than the coverage will be under the 
Government plan.” 

E. L. Mack Presides 

Program Chairman E. L. Mack, 
Provident L. & A., presided at the af- 
ternoon session. He announced that the 
Kansas association ranked first in the 
nation in membership increase in per- 
centage of gain and gave credit to 
Robert Hawk, Commercial Casualty, 
membership chairman. New members of 
the Leading Producers Round Table 
were introduced. 

Dr. A. L. Ashmore, president of the 
Sedgwick County Medical Society was 
the first speaker on “What About So- 
cialized Medicine ?” He compared Amer- 
ican medicine, where he stated:the “peo- 
ple of the U. S. are now receiving .the 
best grade of medicine of any civilized 
country” with socialized medicine in 
Germany and other foreign nations. He 
said that wherever socialized medicine 
has gone in, the quality of medicine has 
gone down. ‘In such cases the doctor has 
no choice of patients and it is the end 
of individual examination and treatment. 

Claude V. Cochrane, Kansas City, 


WADE TALKS IN PHILADELPHIA 





State Senator Predicts No Compulsory 
Disability Bill Will Be Passed in 
Pennsylvania This Year 


“The United States has become the 
greatest nation in the world because 
of our system of free enterprise and 
this system must be maintained” was 
emphasized by State Senator George N. 
Wade in an address before the Phila- 
delphia Accident & Health Association 
recently. Senator Wade has been reap- 
pointed chairman of the insurance com- 
mittee of the Pennsylvania State Senate. 

In his talk on “The World and Its 
Contents,” he brought out, with facts 
and statistics, the economic importance 
of the United States which has produced 
for the American people the highest 
standard of living in the world. 

Senator Wade is firmly against Gov- 
ernment disability insurance. He whole- 
heartedly approves of the recent resolu- 
tion which was adopted unanimously by 
the Nebraska legislature memorializing 
Congress in opposition to a national 
compulsory sickness insurance program. 
The extent of voluntary coverage and 
its rapid growth show that private en- 
terprise is well able to meet the public 
need for this essential protection, he 
said, and any movement to substitute 
Government compulsion for freedom of 
choice deprives the insurance buyer of 
the power to demand proper service and 
satisfaction. 

He mentioned many of the necessary 
improvements that have been accom- 
plished under the state government of 
Pennsylvania. Senator Wade feels that 
Government expenditures should be kept 
down whenever possible and that so- 
cialization would cause unnecessary ex- 
penses which would require increased 
taxation. In his opinion, a compulsory 
disability bill will not be passed in Penn- 
sylvania by the present legislature. He 
can not, however, guarantee that such 
a bill will not be adopted in future legis- 
latures. He advocated that the Phila- 
delphia association and other local, state 
and national associations should unite 
with an organized voice against the en- 
actment of a socialized health insur- 
ance program. “You are the _ benefi- 
ciaries of private enterprise and it is 
your responsibility to take action that 
will counteract the efforts of the pres- 
sure groups who are endeavoring to 
destroy our free enterprise system.” 

Among the guests was Homer W. 
Teamer, secretary-manager of the In- 
surance Federation of Pennsylvania. 





GAINS IN A. & H. WRITINGS 

North American Accident of Chicago 
produced net premiums written in 1948 
of $8,296,091 compared with $7,863,000 the 
previous year. Its net losses paid last 
year were $3,356,795 which compares fa- 
vorably with the 1947 experience. 





general agent of the General American 
Life, followed with a sales demonstra- 
tion addressed to the new men in the 
business advising them to use simple 
language and get down to rock bottom. 
He said “we minimize benefits and mag- 
nify costs.” He asserted that A. & H. 
is easier to demonstrate and sell than 
life insurance. 


Crissman and White Speak 


Ralph T. Crissman, Wichita, district 
manager of the B. M. A., followed with 
several demonstrations on “Selling A. 
& H. to Business’ Men” that he had 
found would work which included part- 
nership, for the small business man, and 
hospitalization for employes. He said 
that through an opening in writing A. 
& H. he finds that one can write lots 
of life insurance. He closed by saying 
“The cooperative deal is in your lap— 
vou had better ‘get in and fight’ it.” 
This was followed by a “15 Minutes of 
Questions and Answers” directed by 
Mr. Hedges. 

Malcolm White, Oklahoma City, Pa- 
cific Mutual Life general agent, gave 
the closing paper on “Our Selling Job 
in 49” giving manv helpful sales ideas 
and suggestions 


— 


McBride Asst. Gen. Mgr. of 


Canadian H. & A., Waterloo 





S. M. McBRIDE 


Earl Putnam, president, Canada 
Health & Accident Assurance Corpo- 
ration, has announced the appointment 
of Stewart M. McBride as assistant gen- 
eral manager of the company. He has 
managed its legal and claims depart- 
ment and has also been on the manage- 
ment planning board. 

A former Canadian Army officer with 
the British Columbia Dragoons, on re- 
turn from overseas Mr. McBride re- 
sumed studies at Osgoode Hall before 
joining Canada Health & Accident. 
Previously a resident of Belleville, On- 
tario, he will make his headquarters at 
the home office in Waterloo, Ontario. 





TULSA COMPANY NAMES THREE 

Three new officers were elected at the 
annual meeting of the Insurors Indem- 
nity & Insurance Co., Tulsa, Okla., Feb- 
ruary 15. Elected as assistant secretaries 
were Don C. Church, superintendent of 
claims; Stanley L. Dixon, manager of 
the automobile underwriting department, 
and R. B. Norris, manager of compen- 
sation and the miscellaneous underwrit- 
ing department. 





TO SET UP A. & H. SECTION 





Insurance Accounting & Statistical As- 
sociation Directors Propose to 
Enlarge Directorate 


The board of directors of the Insur- 
ance Accounting & Statistical Associa- 
tion at its recent meeting in Chicago 
approved a recommendation to set up 
a separate section for accident and 
health insurance. Final action on this 
approval of the board will be taken at 
the business session of the 27th inter- 
national conference to be held May 19 
21 at the Edgewater Beach Hotel, Chi- 
cago. 

I. A. S. A. has recognized that prob- 
lems relating to accident and health 
business require a separate section to 
be organized with a vice president and 
director. Assuming that I. A. 5. 4. 
membership approves the separate sec- 
tion, accident and health will take 1ts 
place with the three other sections— 
life, fire and casualty. 

At the business session of the an- 
nual conference there will also be sub- 
mitted a recommendation to elect 4 
director of research for each of the 
four sections to be members of the 
board rather ‘than’ have one director 
cover all lines of insurance as at pres 
ent. 

It is felt that the enlarged organiza 
tion will enable I.-A. S; A. to be of 
greater service to its members and the 
insurance industry. The members!iip ' 
international in scope and includes all 
types of insurance companies writing 
almost every form of coverage. 
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Insurance Trade Journal Reading Pays Dividends 


This is going to be a talk about the 
value to me of steady reading of good 
insurance trade journals, so allow me to 
step out of character for once and be 
serious. 

A wide-awake broker or agent (or even 
a company man) would be very foolish 
to read just the “jest” page of The East- 
ern Underwriter and pass up the other 
helpful news articles and ads. 

For, not only in the news stories but 
particularly in the advertisements, com- 
pany men, agents and brokers get a pre- 
view of their competition. The advertise- 
ments will give you sales approaches that 
pav off. Example: We get human inter- 
est stories in many of the Penn Mutual 
advertisements on the first page of this 
paper. And the news items not only give 
the dope on new policies but sales angles 
as well. Here is a case in point: 


Student Pilot Accident Policy Sale 


Three years ago, a secretary of a Wall 
Street man wrote to me and said she 
was quitting to become a pilot. She was 
going to start solo flights in a few weeks 
and she understood there was some form 
of accident protection she could have. I 
had never heard of such a thing and put 
her letter aside with the idea of making 
inquiries. That evening I was reading 
a trade journal (and I always have copies 
mailed home to insure my reading each 
copy received) and I saw an advertise- 
ment of Cravens Dargan & Co. of Hous- 
ton, Texas. It was for student pilot 
personal accident insurance. I sent them 
an airmail-special delivery letter asking 
for full details, applications, etc. 

My inquiry was answered by a member 
of their organization with a sense of 
humor. He wrote “If you will just leave 
your office at 60 John Street and go over 
to 90 John, the U. S. Aviation Under- 
writers will take care of your needs, for 
they market exactly what you want.” 
This one inquiry brought me a few hun- 
dred dollars in premiums. For, I sold 
other student pilots through this original 
sale, and got collateral business besides. 

Of course, the point is that a reader 
who only looks for humor in his trade 
journal, would miss out completely in a 
ideal of this kind. Or would have spent 
hours in discovering that the client’s 
needs could be met. 

I have had dozens of similar experi- 
ences over the years. I also find that 


‘booklets mentioned in company advertis- 


ing are helpful in my work, and there- 
fore if the copy in an advertisement in- 
terests me, I respond readily. 

In my new Prentice-Hall book, “Suc- 
cessful Practice of Insurance,” I quote 
from an editorial in The Eastern Under- 
writer written by A. J. McAndless, pres- 
ident of Lincoln National Life Insurance 
Co. It was entitled “Merchandiser of 
Ideas” and was inspiring. When I wrote 
Mr. McAndless for permission to quote 
him, he graciously consented. But, had I 
not scanned my trade papers carefully, 
my book would have been minus this 
valuable feature. 


The Fallacy of “Borrowing” 


One of my friends told me he “bor- 
tows” a copy of an insurance trade jour- 
nal every few weeks. This is even worse 
than not reading the magazine at all, 
because it shows this man to be a piker 
to himself. He is saving about a dime 
4week and probably missing ideas worth 
hundreds of dollars in commission. I feel 

owe it to my clients to know the new 
angles, the new plans, the short cuts, and 
the ideas of leaders of our business, just 
ts I expect my own physician to know 
ot the new uses of sulfa drugs and other 
improvements in medical methods. 

You want your doctor to be up-to-date 
and your clients want you to be com- 
letely “up” new insurance ideas. 
Practically the only way you can add to 


your insurance knowledge with regularity 
and certainty is through reading trade 
journal news columns and advertising. 


So, I say, don’t turn your back on the 
Insurance Parade which passes before 
you in this paper every Friday. Follow 
the news. Study the advertisements. 


Lean on the personality and sales stories. 
You'll be a better informed person and 
and you will ‘find, I am sure, that with 
the additional information, your sales 
will be made more readily and more fre- 
quentlv. Don’t take my word for it. Try 
it yourself. And if some goof wants to 
“borrow” your copy, tell him it’s about 
a dime a week and only $5 a year by 
subscription. It will certainly pay you 
and your friends to subscribe as much 
creative effort and thought goes into each 
issue. Don’t let this ammunition go to 
waste. It belongs to you—and your 
clients. 


—MERVIN L. LANE. 


QUIGG MARKS ANNIVERSARY 

Daniel H. Quigg, manager of the 
agents’ service department at the home 
office of the Hartford Accident & In- 
demnity Co., marked the completion of 
25 years with the Hartford organization, 
March 1. Mr. Quigg joined the Hartford 
as a special agent for eastern New York 
State, later advancing to special agent- 
in-charge of the Albany service office. 
The territory covered by his department 
is New England and eastern New York 
State. Previous to joining the Hartford, 
Mr. Quigg was connected with the Aetna 
Casualty & Surety Co. at Syracuse, 
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WILLIAM A. HAMILTON 
JOHN T. JONES, President 


Fidelity 








ANNUAL 


A. M. ANDERSON, Chairman of Executive Committee, 
J. P. Morgan & Co., Incorporated 


PRESCOTT S. BUSH, Brown Brothers Harriman & Co. 
PERCY CHUBB 2nd, Chubb & Son 


CLINTON H. CRANE, Chairman of Board, 
St. Joseph Lead Company 











Si ly-Ninth 


DECEMBER 31, 1948 


ASSETS 


United States Government Bonds . . ......, 
All @aherMamde: = Se es oe 

Preferred and Guaranteed Stocks . . 

Common Stocks . 

Cash in Banks and Offices 


Premiums Receivable not over 3 months due. . 


‘Tora, ADMITTED ASSETS ........ 


LIABILITIES 


WOMB TICE WOMNUIINN is ion ie oen'et co Ad? wba ehea hs 
Outstanding Losses and Claims 
Taxes, Expenses and Commissions . 
Funds Held under Reinsurance ‘Treaties, 
Non-Admitted Reinsurance . 

Tora LIABILITIES, EXCEPT CAPITAL . 


| Capital Stock 


Unrealized Appreciation of Investments 
Surplus to Policyholders 


‘TOTAL 


Investments valued at $1,273,795 are deposited with government authorities as required by law. 


DIRECTORS 
HENDON CHUBB, Chubb & Son 


REEVE SCHLEY 


UNITED STATES GUARANTEE COMPANY 


CHUBB & SON, Managers of the Casualty Department 


a Surety . 


Aviation Insurance through Associated Aviation Underwriters 


STATEMENT |} 


. $18,336,456 


EMORY S. LAND, President, 
Air Transport Association of Ameriea 


NATHAN MOBLEY, Executive } ice-President 
JUNIUS L. POWELL, Chubb & Son 


CARROL M. SHANKS, President, 
The Prudential Insurance Co. of America 


ARCILIE M. STEVENSON, Bigham, Englar, Jones & Houston 


. $17.980.988 
1.569.908 
2,974,102 
6,355,309 
3,226,126 
270,938 
495,193 

. $32,872,864 


$7,008,704 
5,690,341 
1,457,313 
1,427,925 


2,792,173 





$2,000,000 
11,199,469 
1,336,939 
. $14,536,408 
. $32,872,864 


Casualty 
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Pittsburgh Insurance Day Features 
Many Angles of Casualty Selling 


Potter on Comprehensive Liability; Reitzel Speaks on A. & H.; 
McKennett Discusses Policy Language; Smith on 
Experience and Schedule Rating 


Among the casualty insurance speak- 
ers at Pittsburgh Insurance Day, Feb- 
ruary 28, and their subjects, were the 
following: Francis W. Potter, field 
supervisor, Aetna Casualty & Surety 
Co., “Comprehensive Liability”; Glenn 
E. Reitzel, agency director, F. B. Brink 
Agency, Detroit, “Progressively Yours” ; 
F. A. McKennett, manager, eastern 
claim department, Zurich General Acci- 
dent & Liability Insurance Co., “What 
Does It Mean?”; Seymour E. Smith, 
assistant secretary, Travelers Insurance 
Co., “Experience and Schedule Rating 
Plans.” 





Francis W. Potter 





appeared at the 


Mr. Potter, who 
the educational 


opening session of 
forum, said in part: 

“In my talk two years ago, I told you 
about a company that had sold 65,000 
O. L. & T. policies the year before, yet 
in the same period had sold only 8,000 
comprehensive liability policies. Today, 
this same company reports that in 
1948 the number of O. L. & T. policies 
sold increased from 65,000 to 72,000 and 
the number of comprehensive policies 
sold increased from 8,000 to 14,000. 
Most agents, apparently, still have not 
awakened to the advantages of the com- 
prehensive form—they have failed to 
realize how much their clients really 
need the broader coverage. 

“I think you will agree that in the 
light of these results we have a major 
job ahead of us before the Utopia 
arrives when every commercial concern 
is insured on a comprehensive basis. 

Pay Costly Liability Claims 

“Having seen some of the large costly 
liability claims paid by commercial con- 
cerns, it is hard for me to understand 
how any good agent, who pretends to be 
in the insurance business on a _ profes- 
sional basis, could allow himself to sell 
the antiquated individual O. L. & T.— 
or individual automobile—policy to a 
commercial buyer. Certainly, the reason 
can’t be price because, except for the 
Pacific Coast territory. the minimum 
qualifications and the 1% extra premium 
charge for the so-called ‘unknown haz- 
ard’ have been abolished, and the mini- 
mum comprehensive charge today is only 
$5 for bodily injury and $2.50 for prop- 
erty damage under each of the automo- 
bile and general liability sections. Surely 
no one can say that the better commer- 
cial concerns cannot pay this.” 

Saying that many insurance magazines 
contain illustrations of unusual claims 
both under comprehensive auto and 
comprehensive general, Mr. Potter con- 
tinued: 

Can Combine Coverages 

“For the larger risk, it is possible to 
combine comprehensive liability and 
comprehensive auto under many of the 
new rating nlans that have been intro- 
duced in Pennsylvania and other states. 
In each case, you should check to see 
whether experience and schedule rating 
are applicable, whether there is any ad- 
vantage in automatic premium adjust- 
ment or whether it can be combined un- 
der an over-all picture under Plan D. 
Most companies have fieldmen to as- 
sist on these larger risks, and the more 
you interest yourself in comprehensive 


liability and these new rating plans, 
the more interesting the insurance busi- 
ness becomes.” 





Glenn E. Reitzel | 


Mr. Reitzel spoke at the accident and 
health forum. “Accident and health in- 
surance was my first interest and con- 
tinues to be a major interest in my busi- 
ness life,” he said. 

“To me, it is of primary importance 
to the peace of mind of the wage earner 
and worker—and needs no introduction 
to the business and professional world, 
where wise investors realize its protec- 
tive value and significance. 

“It is one of the best fields of in- 
surance, if specialization is what you 
prefer—and it’s a great introduction to 
the confidential details of all other in- 
surance if you are a life or multiple line 
representative. It has an attention get- 
ting appeal second to none, because of 
its basic functional values. It has a 
natural flair for quick intelligent in- 
terview material. Its present modern 
adaptation is up to date. It’s stream- 
lined—complete—and works faster, surer 
and more fully.” 

Is Complete Program 

Mr. Reitzel said that accident and 
health insurance is a complete provram 
with great merchandising appeal; it 
needs no suggestion of accompaniment 
to round out a full business proseram 
for representatives in that line. How- 
ever, he added, it carries important pres- 





tige and is an income builder second - 


to none as an accessory to other forms 
of insurance. 

The progressive agency, he said, moves 
along on a schedule of operation similar 
to that of a successful machine shop, 
with each department maintaining its 
established schedule and each depart- 
ment or division doing its job every 
day. “The alert agency manager,” he 
continued, “knows that this program is 
moving ahead daily, as planned, which, 
of course is necessary if maximum re- 
sults are forthcoming. 


Good Morale Priceless 


“Good agency morale is priceless and 
is costly in time, attention and money; 
but if properly directed, it pavs tre- 
mendous dividends in building and main- 
taining an outstanding sales and serv- 
ice organization that brings business to 
you and keeps it after it gets to your 
agency. 

“The interest and incentives devel- 
oped and in action in vour agency op- 
eration are fundamental. It must have 
a constant recruiting program. It mnst 
have a constant training program for 
new men and some type of inspira- 
tional and educational program for your 
regular staff. It must devise and pur- 
sue some vwnusual consideration and 
recognition for leadership. The plan 
should be within the reach of many, 
even though a few go way beyond the 
requirements.” 





F. A. McKennett 





Speaking at the casualty claim forum, 
Mr. McKennett said insurance men in 
Pennsylvania are fortunate in having an 


Appellate Court which follows the prac- 
tice of giving the ordinary meaning of 
a word its proper place even though 
the contract under consideration is one 
of insurance. 

He said that the task of formulating 
an insurance contract is most difficult 
and usually the job is left to a commit- 
tee comprised of men from the produc- 
tion, underwriting, claim and legal fields 
of the business. First of all, he said, 
discussion takes place as to the under- 
writing intent and when there is a meet- 
ing of minds on that subject, then the 


problem of putting that intent into 
words becomes involved: while the 
choice of words is studied at great 


length, nevertheless, people differ as to 
the meaning of such words and then 
it is up to the court to determine “What 
Does It Mean?” 

“In our so-called liability policies we 
insure against liability imposed by law,” 
he said. “Through the years and in 
some unknown manner that liability was 
loosely referred to as legal liability. 
There is a vast difference between legal 
liability and liability imposed by law. 
Legal liability includes liability imposed 
by contract. Liability imposed by law 
does not include any liability arising 
out of contract. In speaking of coverage 
we should be very careful not to refer 
to legal liability unless it is our inten- 
tion to include liability on contract as 
well as that arising out of torts and 
negligence.” 


Difficulties of Policy Writers 


Mr. McKennett cited several cases to 
illustrate the difficulty under which the 
policy writers work and said that on 
the one hand, there is the increasing 
demand for shorter contracts, and on 
the other, the equally heavy demand for 
definition of words and terms within 
the contract itself. 

He said that all policies have a so- 
called cooperation clause and he quoted 
a Federal judge as having done an ex- 
cellent job in summing up the insured’s 
dutv of cooperation as follows: 

“Truthfulness seenis to be the kev- 
stone of the cooperation arch. The in- 
sured must tell his insurer the complete 
truth concerning the accident and he 
must stick to this truthful version 
throughout the proceedings. He must 
not embarrass or cripple his insurer 
in its defense by switching from one 
version to another. He must not blow 
hot and cold to suit his personal con- 
venience.” 

Incidentally, he said, this duty is gen- 
erally held to be a condition precedent 
and, therefore. whether or not the com- 
pany was prejudiced is immaterial. He 
continued : 


Discusses Exclusions 


“A few days ago I listened to one 
of the men who formulate policies ad- 
dress a group of claim men on an ex- 
clusion in the revised residence and 
outside theft policy. That exclusion is 
that the policy does not apply to 
‘property while unattended in or on 
any automobile, motorcycle or trailer 
other than a public conveyance.’ He 
gave us the underwriting intent of this 
exclusion. Just what does ‘property while 
unattended’ mean? 

“In the comprehensive general lia- 
bility policy there is a general exclu- 
sion of automobile coverage. However, 
the policy then defines an automobile. 
In that definition we find the following: 
Crawler-type tractor, farm implement, 
farm tractor or trailer, etc. A couple 
of insurance companies got into a nice 
argument that had to be decided by 
the court as to whether or not crawler- 
type modified only tractor or whether 
it modified all of the nouns in the sen- 
tence. While the court did not use 
these words in writing the decision, it 
argued along this line—if I agreed to 
sell you a white horse, cow and mule 
there may be some question as to 
whether the cow and mule have to be 
white. I can eliminate any question by 
merely stating that I will sell you a 
cow, mule and white horse. From this 
we conclude that if we have a number 
of nouns in a sentence and use an ad- 
jective to modify only one of the nouns, 





General Chairman | 











Trinity Court Studio 
JOSEPH C. DONALDSON 


Joseph C. Donaldson, special agent, 
Hartford Fire Insurance Co., served as 
general chairman for Pitttsburgh Insur- 
ance Day, February 28. His talk at the 
banquet in the evening was: “Observa- 
tions on Homecoming.” 





we had better put that at the end of 
the sentence.” 





Seymour E. Smith 











Mr. Smith spoke at the afternoon sec- 
tion of the casualty forum. He said 
that the eligibility requirements of the 
experience and schedule rating plans 
vary by lines of insurance, and_ the 
applications of the plans themselves is 
optional with the carrier of the risk; 
since the purpose of the plans is to 
reflect the extent to which the average 
or manual rate fails to meet the re- 
quirements of the individual risk, it 
would merely impose an_ unnecessary 
burden of expense to require their ap- 
plication where they are not needed. 
He said that the majority of risks, par- 
ticularly in the lower range of eligi- 
bility size, are properly rated by the 
manual rate and where the manual rate 
is right, it would be improper to use 
anything else. 

“To a certain extent,” he said, “the 
actual experience of the risk itself is 
the best measure of whether it is better 
or worse than the average, The amount 
of reliability that can be given to actual 
experience depends upon its volume, 
whether it consists of a few large highly 
fortuitous cases or of many average 
losses, or whether or not the conditions 
under which the losses occurred are the 
same or are different from the condi- 
tions existing at the time the risk is to 
be rated. When a risk is experience 
rated, the plans take these factors into 
consideration.” 

Saying that the indicated experience 
modification is determined by comparing 
the actual loss ratio with the expected 
loss ratio, Mr. Smith said that, for ex- 
ample, if the actual loss ratio is 20% 
better than the expected, the indicated 
modification is a 20% credit. 

Must Be Tempered by Reliability 

“However,” he added, “the indicate 
modification must be tempered by the 
amount of reliability that can be given 
to the actual experience. The greatef 
the volume of experience, the greater 1S 
its reliability. If a fleet risk with an 
annual premium of $700 has a loss rati0 
20% better than the expected, it means 
something, but it is not conclusive since 
it may be largely a matter of chance. If 
another fleet with an annual premium 
ten times as large has the same [oss 
ratio, it is far more conclusive that 

(Continued on Page 43) 
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GENERAL TRANSPORTATION 
CASUALTY & SURETY COMPANY 


A PARTICIPATING STOCK COMPANY 


HOME OFFICE: 1790 BROADWAY, NEW YORK 19, N. Y. 








Annual Financial Statement 


ent, DECEMBER 31, 1948 


ADMITTED ASSETS 





Cash on Hand and in BankS...............cccccsescccsesseseseecsesececesecenceee $ 1,295,871.39 
bn TS Te ee 8,438,373.25 
Ff LS TR TE NTIN Te REE EE EES Ta 28,086.77 


eC- Premiums in Course of Collection 
rs Ie Oe I haiierierceennsisinistesibisinnntensatsnsiatsicineiintitiianiibiann 709,423.36 


ans I ey ee 128,053.12 
Bo RMI cicccstiniinissiirisisainsininigipuinasaatbasiatmaiaiatiiasinlvihaiibmenitn $10,599,807.89 











re- LIABILITIES 





ap- Reserve for Losses and Loss Expense..............::::ssssssssssssesseees $ 5,940,233.86 
yar- Reserve for Unearned Premium,.................s:0sssscsssssesssesssesseses 1,033,886.53 
A Reserve for All Other Liabilities.............. re 811,379.44 
. I nccecsisininssicassvseiancseasiaiicicniiiapaptiniisiaiial $1,000,000.00 
| SIG ccvarcnrenninsinesnntisvisbainiscnaleptibacteniietibsiiiiiiisimiics 1,814,308.06 
f is Sembee Be Polbe ye Gace ccnececcececsssnsssentataintientunsninanseamaniittidens 2,814,308.06 


unt RDU —ccocnsnisnseisenisinaiittiobiionnissaninpaicenisiehianiisihalehheihituntiniaibasieiiies $10,599,807.89 


shly * Amortized Value of Bonds. 
age Securities carried at $438,120.57 in the above statement are deposited as required by law. 
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HONORED ON 25TH ANNIVERSARY 





Philip Leibowitz of National Bureau 
Presented With Gifts and Flowers 
on Feb. 25; His Career 


Last Friday, February 25, was a happy 
day for Philip Leibowitz, statistical su- 
pervisor of the National Bureau of 
Casualty Underwriters, as it marked his 
25th anniversary with the organization. 
Just before noon his entire department 
gathered around his desk together with 
department heads and officers of the 
bureau, and presented him with gifts 
and flowers. The ceremony took him 
completely by surprise. 

On behalf of the bureau Thomas 
Carlson, its actuary, handed Mr. Leibo- 
witz a handsome wrist watch. In turn, 
his statistical department associates pre- 
sented him with a brief case and flowers, 
and more flowers came from the bu- 
reau’s bowling club of which he is a 
member. 

Over the years Mr. Leibowitz has 
done a painstaking job in the bureau’s 
statistical department. He served his 
apprenticeship under the late Marcus 
Meltzer, a noted casualty statistician, 
and after the latter’s death Mr. Leibo- 
witz became right hand man to Cor- 
nelius VanderFeen. When he resigned 
from the bureau to join National Surety 
Corp., Mr. Leibowitz assumed super- 
vision of the department. Under his 
direction the bureau’s annual Casualty 
Insurance Expense Exhibit is compiled. 

The statistical department ot the bu- 
reau is now located in new quarters on 
the ninth floor of the 60 John Street 
building, separate from other depart- 
ments which are on the tenth floor of 
this building. 





JOINS TEXAS DEPARTMENT 


Kirk R. Mallory, formerly assistant 
secretary of the State of Texas, has been 
appointed director of the title insur- 
ance section of the casualty division of 
the Texas Insurance Department. 


Cobb-Strecker-Miller Co. Observes 
30th Anniversary in Minneapolis 


The Cobb-Strecker-Miller Co., local 
insurance agency of Minneapolis cele- 
brated its thirtieth anniversary on 
March 1. The firm was founded in 1919 
by Robert L. Cobb and Oscar C. 
Strecker. At the time of their associa- 
tion 30 years ago each of them had al- 
ready achieved a respected place in 
bonding and insurance circles. They en- 
joy a combined experience of over 80 
years. 


Oscar Strecker entered the bonding 
business in his home city of Baltimore 
immediately upon completing his educa- 
tion. He spent several years with the 
American Bonding Co. and served as 
assistant manager of its St. Louis office. 
He came to Minneapolis in 1914 as a 
surety specialist until joining Mr. Cobb 
in 1919. 


Mr. Cobb has been a resident of Min- 
neapolis all of his life and entered the 
bonding business upon leaving the Uni- 
versity of Minnesota. He served as a 
first lieutenant in a Trench Mortar Bat- 
tery in World War I. He was associated 
with the Mosher-Lewis Agency and the 
Hood Agency until joining Mr. Strecker. 


Griswold Enters Agency 


Eugene F. Griswold, former manager 
of the Eagle-Globe-Royal Indemnity 
Cos.’ office at Minneapolis entered the 
agency as vice president on September 
1, 1948. He has spent his entire insur- 
ance career of 25 years in Minneapolis. 
Esther E. Pearson has been associated 
with the agency since shortly after its 
organization, having entered its employ 
on July 27, 1919. She is secretary-treas- 





Robert L. Cobb Oscar C. Strecker 


urer and has charge of the operation of 
the office. 


The agency has made a specialty of 
contractors bonds and insurance and is 
well known in the building industry. 
Membership is held in the Minneapolis 
Builders Exchange and the Associated 
General Contractors of America. Both 
Mr. Cobb and Mr. Strecker have served 
in various official capacities in these or- 
ganizations. 





SCHOEN CHARTER GROUP HEAD 


George R. Schoen, assistant manager 
at St. Louis of the Fidelity & Deposit 
Company of Maryland, has recently been 
named chairman of the South Side Di- 
vision, General Council for ‘Civic Needs, 
and will head the efforts in that sec- 
tion for the selection of 24 outstanding 
citizens to serve as members of the 
Board of Freeholders to draft a new 
City Charter for St. Louis. 





Williams Supports Thomas 
As U.S. C. of C. Director 


Wheaton A. Williams, executive vice 
president, Fred L. Gray Co., Minneapolis, 
president of the National Association of 
Casualty & Surety Agents, has added the 
name of his association to the list of 
those supporting Frank H. Thomas, pres- 
ident, Fire Association of Philadelphia, 
for nomination as a member of the board 
of directors of the Chamber of Com- 
merce of the United States. Mr. \il- 
liams expresses disappointment that the 
association he represents was not in- 
cluded in the original list, and writes 
to Mr. Thomas that the organization 
is “an enthusiastic supporter” of the 
nomination. 





Light Is Promoted by 


American-Associated Cos. 


Stoddard Smith, American-Associated 
Insurance Cos.’ resident vice president 
at Dallas, announces the promotion of 
M. R. Light to the position of assistant 
branch manager, effective March 1. 

Mr. Light joined American-Associated 
in 1945 as a senior underwriter at the 
Dallas branch office, and was made 
underwriting manager in 1947. During 
the twelve years prior to 1942, when he 
entered the Army, he had wide insurance 
experience through company and general 
agency connections. He attended South- 
ern Methodist University and is a na- 
tive Texan. 


SERVICE PIN TO KINCHELOE 

Oscar L. Kincheloe, manager in St. 
Louis for the American Surety Co. prior 
to his retirement about 30 months ago, 
was presented with a gold service pin in 
appreciation of his 45 years of service 
to the company prior to his retirement 
at the monthly meeting of the Surety 
Association of St. Louis, February 15. 
Presentation was made by Orson L. 
Curtis on behalf of A. F. Lafrentz, pres- 
ident of the American Surety. 














Cash in Banks . 
Investments: 


Preferred Stocks . 
Common Stocks . 


Accrued Interest 


Home Office Building 


State and Municipal Bonds . 
Corporate Discount Notes . 


Reinsurance and Other Accounts Receivable 


TOTAL ADMITTED ASSET a ae 


NATIONAL SURETY 


CORPORATION 


VINCENT CULLEN, President 


FINANCIAL STATEMENT 
December 31st, 1948 


ASSETS 


$ 4,137,217.60 


United States Government Bonds $15,715,861.81 


5,065,317.39 
2,223,288.19 
3,724,080.00 


7,512,092.52 34,240,639.91 


Capital stock of National Surety Marine Insurance 
Corporation, a wholly owned subsidiary 


Premiums in Course of Collection, Not over 90 Days Due 


1,794, 345.38 
2,448,877.99 
114,316.83 
131,511.25 
500,000.00 
$43,366,908.96 











LIABILITIES, CAPITAL AND SURPLUS 


Reserve for Losses and Loss Adjustment Expenses. 


Reserve for Unearned Premiums . . 


Reserve for Commissions, Expenses and Taxes. 
$ 7,500,000.00 
13,930,910.24 


ee er er ie eo 
ee ee 


Surplus to Policyholders 
TOTAL . «6 «s+ 3% 


Investments are carried on the basis prescribed by the New York Insurance 
Department—bonds being carried at amortized values and stocks at values 
based on rates promulgated by the National Association of Insurance Com- 
missioners. If investments, including those of National Surety Marine Insurance 
Corporation, a wholly owned subsidiary, were carried at the December 31st, 
1948 market quotations, total assets and surplus would be increased by 


$133,786.96. 


Bonds carried at $1,163,720.22 are deposited as required by law. 


$ 7,024,723.30 
13,335,831.38 
1,575,444.04 


21,430,910.24 
- - $43,366,908.96 
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Daenzer i Promoted by 


Connecticut Indemnity 


At the organization meeting of the 
board of directors of the Connecticut 
Indemnity Co., Bernard John Daenzer 
was elected assist- 
ant secretary of they 
company. Two year 
ago, the agency de- 
velopment depart- 
ment was formed 
by the Security In- 
surance Cos. with 
E. O. Redwitz in 
charge as assistant 
secretary of the Se- 
curity and East & 
West and Mr. Da- 
enzer aS superin- 
tendent of agencies 
for the fire and 
casualty companies. 
Mr. Daenzer will 
continue with the Bernard J. Daenzer 
production work of 
the agency department. 

Mr. Daenzer is a native of New York 
City, a graduate of Fordham College 
and Fordham University Law School, 
and a member of the bar in the state of 
New York. 

After six years with Loyalty Group 
as a casualty underwriter in New York 
and also as a special agent for fire, casu- 
alty and marine in the suburban New 
York field, Mr. Daenzer joined the Con- 
necticut Indemnity Company in Chicago 
and traveled thirteen states in the mid- 
dle western territory as a special agent 
under the supervision of J. J. Hubbell, 
resident secretary. 

For a short time, he managed the 
branch service office in Detroit of the 
Security Insurance Cos. For two years, 
he was in the United States Navy and 
served as a lieutenant in the supply 
corps on board the destroyer U.S.S. 
Sullivans in the Pacific. 

He is a member of the Connecticut 
chapter of the Society of Chartered 
Property & Casualty Underwriters. 








DETECTIVE ADDRESSES FORUM 


Murphy Talks on Scientific Methods 
Developed on Crime Detection; 
Green Next Presider 


A. J. Brady of the Fidelity & Casu- 
alty Co, and a member of the Surety 
Clam Men’s Forum of New York pre- 
sided at the meeting held by the forum 
on February 24. Mr. Brady introduced 
Detective Frank Murphy of the police 
laboratory of the New York City Police 
Department. Detective Murphy ex- 
plained some of the scientific methods 





‘which have been developed in the police 


laboratory for the detection of crime. 
He also demonstrated how the applica- 
tion of scientific methods had produced 
definite evidence not only of the com- 
mission of crime but also to establish the 
guilt of the individual responsible for 
the criminal act. 

In one case, handwriting was devel- 
oped from a blank piece of paper. The 
blank sheet had been in contact with 
another sheet which had handwriting on 
it and through the use of chemicals, 
the laboratory was able to develop the 
impression of the handwriting carried 
forward to the blank sheet. 

In another case the laboratory was 
able to establish the original writing on 
certain books and records which had 
been altered by a dishonest employe. 

The next meeting of the forum will be 
held on March 10. Joseph Green of the 
Home Indemnity Co. will preside and 
will present for discussion a number of 
questions of interest to all surety claim 
men, 





PARKER TO PACIFIC COAST 
V. L. N. Parker has been transferred 
from the New York office of the Fidelity 
& Deposit Co. of Maryland to the Los 
Angeles branch office as assistant to 
Associate Manager Robert Hecht as su- 
Pervisor of the court bond department. 
e€ had been associated with the New 
York office prior to World II, and during 

the war served in the armed forces. 


Pittsburgh Day 
(Continued from Page 40) 


the risk is that much better than the 
average. This degree of reliability is 
injected into the rating by applying a 
so-called credibility factor to the indi- 
cated modification. These credibility 
factors for each risk size are contained 
in a table in the plans themselves, and 
the larger the risk the larger the factor. 
Items Are Summarized 

“The items mentioned so far cover 
the experience part of the experience 
and schedule rating plans. These items 
may be summarized as involving four 
steps: 

“1. If the risk is not an average risk, 
it should be experience rated. 

“2. The extent of the coverage indi- 
cates whether the risk should be rated 
on an interstate or intrastate basis. 

“3. The experience period should be 
such that the experience to be used oc- 
curred under conditions similar to those 
existing at the time of rating. 

“4. The experience modification is de- 
termined by comparing the actual loss 
ratio with the expected loss ratio and 
tempering the indication by the credi- 
bility factor.” 

Provide Realistic Applications 


The experience and schedule rating 


_ SIE REE RR NRE SIDER ALA TSE A TT ES SRE MCPS! RD ama _— 


YOUR SPECIAL RISK NEEDS 


“Maximum” Accident Indemnities up to $150,000 for 
qualified men and women to age 70. 


Peete BEL meee WRI cee: OE 


plans provide a realistic application of 
expense requirements on an individual 
risk basis, Mr. Smith said, and “agents 
and companies can obtain the benefit 
of a graded expense program to keep 
themselves from being priced out of the 
market for the larger risks and at the 
same time, can obtain the necessary 
amount to take care of those risks for 
which the expense needs are higher 
than the provisions of a gradation pro- 
gram.” ; 

These plans, he said, furnish agents 
and companies with a most valuable in- 
strument for obtaining rates which will 
as closely as possible fit the needs of 
all eligible risks but they cannot be 
used blindly and their inherent flexi- 
bility requires a corresponding degree 
of responsibility. 

Through company-agency cooperation, 
he said, the agents receive the appreci- 
able class advantage that comes with 
the proper pricing of their products 
and the companies will be able to have 
their rates reflect as closely as possible 
the hazards of the individual risk. In 
conclusion, he said: 

“They will be able to compete for the 
good risks which are entitled to lower 
rates than the average, and they will 
also be able to provide a market for 
risks whose hazards are greater than 
the average and which, in equity, should 
pay a higher than average rate.” 
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Emergency Mortgage Payment Insurance and Debtors 
Disability Insurance for Borrowers. 


NAMED TO PEERLESS BOARD 





Whittemore and Perry Are Added; 
Company Votes to Increase Pay- 
ments of Dividends 


Lawrence F. Whittemore, Pembroke, 
N. H., formerly president of the Fed- 
eral Reserve Bank of Boston and now 
president of the New York-New Haven 
& Hartford Railroad, was recently added 
to the board of directors of Peerless 
Casualty Co., Keene, N. H. Also elected 
was Charles W. Perry of Keene. 


After reviewing the company’s highly 
satisfactory operation in 1948, the direc- 
tors voted to increase the dividend to 
40 cents per share for the semi-annual 
period, payable on May 2, to holders of 
record as of April 15. The directors also 
voted to place future dividend payments 
on a quarterly basis, beginning August 
1, payable thereafter in November, Feb- 
ruary, May and August. 





DINNER FOR INSURANCE POST 


Commander Burtis F. Thompson says 
Insurance Post No. 1081 will hold its 
monthly dinner meeting at Commuters 
Restaurant, Hudson Terminal Building. 
New York, on Monday, March 8, at 
6:30 p.m. 











Athletic Injury Insurance covering 14 major sports for 
amateur and semi-professional teams. 


Camp Protection: Fees Refund Insurance for Operators 
. . . Medical Care Protection for Campers. 


“Key Man” Accident and Sickness insurance for selected 
management employees. 


° 


Student Health & Welfare Plan for colleges and private 
schools . . . two plans. 


Ask for tailor-made special coverages to fit your out-of-the-ordinary 


or unusual risks. Writing facilities are available to all qualified 


brokers, agents and producers. 


Clip this Ad and Mail Today 


For Full Particulars . . . No Obligation 


CONTINENTAL 


CASUALTY COMPANY 


Special Risks Division * 310 South Michigan Ave., Chicago 4, Ill. 
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Commission Bills Opposed by Cos. 


(Continued from Page 1) 


not happy about it, and they hinted that 
it may be challenged in court. 


Dineen Sees Exposure to Collective 
Bargaining 


Of top importance in Superintendent 
Dineen’s testimony—and he was the last 
to speak—was that paragraph 2(b) of 
the bill giving brokers and agents the 
right of consultation represented a rudi- 
mentary step in the direction of collec- 
tive bargaining. However, Mr. Dineen 
said that it may be 15 or 20 years be- 
fore it comes. He was certain that “the 
business is not prepared at this time to 
digest the idea of collective bargaining, 
and the drafters of the bill recognized 
that fact.” 

After listening to an afternoon of 
testimony the Superintendent sized up 
the thinking on the proposed bill in this 
fashion: “There are two basic schools 
of thought. One is the company position 
that the necessity for this legislation is 
not established and therefore it should 
be delayed. On the other side, there is 
the argument that history has a habit of 
repeating itself and we have had com- 
mission rate wars in the past. We 
should therefore pass legislation of this 
type before we’re confronted by such a 
situation.” 

Rather than wait until a problem 
reaches a crisis stage, Mr. Dineen said 
it would seem to be the better part of 
wisdom to make advance preparation. 
“But I have observed that there is a 
tendency to postpone until tomorrow 
every conceivable decision that can be 
made tomorrow and to withhold action 
until it is too late. The problem as I 
see it is that if a commission war gets 
under way and leads to mischief, the 
legislators might be criticized for not 
acting.” ‘ 

Prior to the Superintendent’s testi- 
mony, J. Raymond Berry, general coun- 
sel, National Board of Fire Underwrit- 
ers, and J. Victor Herd, vice president, 
America Fore Companies who is chair- 
man of the industry committee, argued 
that the need for the legislation is not 
yet apparent in the fire insurance busi- 
ness. The companies have lived through 
a year without cooperative agreements 
and there has been no commission war. 
Furthermore, as Mr. Berry pointed out, 
“we do not see an immediate threat of 
such a war.” If either of these bills 
were passed, he pointed out, there 
would be a restriction on freedom of ac- 
tion which our business previously has 
enjoyed. 

Although Mr. Berry did not direct 
himself to the Attorney General’s opin- 
ion inasmuch as it applies to the cas- 
ualty-surety business, he told Gilbert J. 
Pedersen, counsel of the Mahoney Com- 
mittee, that it has not yet been upheld 
by court decision. He said, in fact, that 
no decision made to date by the New 
York Court of Appeals has declared 
commission agreements to be illegal. 
“Thus, this is far from a closed ques- 
tion,” he remarked. 

Even though the National Board’s at- 
titude was one of opposition to the pro- 
posed bill, it is significant that Mr. 
Berry asked the legislators “to keep the 
door open because at some future date 
we might be coming to you and asking 
for some type of commission control.” 
Mr. Herd subscribed to this thought and 
while he admitted that there may be a 
certain hazard involved in going into 
the next twelve months without en- 
abling legislation, he was willing to take 
a chance. 

When Counsel Pedersen asked if con- 
sideration had been given to the type of 
legislation which would not be excessive 
as to cost and to which the fire com- 
panies could subscribe, the answer was 
“no.” 


Murphy Gives C. & S. Ass’n Position 


The same position was taken by Ray 
Murphy, general counsel, Association of 
Casualty & Surety Companies, and 
speaking on its behalf he said that the 
association opposes the measure for the 


reason that it would give the Superin- 
tendent of Insurance the power to con- 
trol commission rates. He pointed out: 

“This control, however, would apply 
to such commission rates when made in 
concert. It would not apply to commis- 
sion rates when made by a single in- 
surer, thus providing control in the one 
case, and not in the ‘other. 

“Historically, it has been demon- 
strated that the public interest does not 
require control of commission rates by 
the Superintendent. Historically, the 
Superintendent has always disavowed 
any thought or intention of such con- 
trol. Commission control under the 
Acquisition Cost Conferences has here- 
tofore proved adequate and satisfactory 
to the Superintendent, producers, the 
companies and the public. Through the 
period of the moratorium under the Mc- 
Carran Act, and since, to this time, the 
Conferences have acted without pro- 
ducing, so far as we know, a single 
complaint from producers, companies 
or public. 

“We have contended in_ recent 
months, and yet contend, that sections 
180 and 182 of the present New York 
Insurance Law provide adequate means 
of regulation of Acquisition Cost Con- 
ferences. These sections empower the 
Superintendent to scrutinize all activi- 
ties of the Conferences, and to issue 
cease and desist orders with respect to 
acts or activities which are unfair and 
unreasonable. This, we believe, is ade- 
quate and sufficient regulation in the 
light of experience in Acquisition Cost 
Conference matters, which has been 
eminently satisfactory to all concerned.” 
_ Mr. Murphy said that “this statement 
is made with knowledge that the At- 
torney General of New York does not 
accept our view with respect to sections 
180 and 182 as providing authorization 
and regulation of the Conferences.” He 
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assured the Mahoney committee that 
the Conferences will give serious study 
and consideration to the effects of that 
opinion. There was too little time to do 
so prior to the hearing, he explained, 
as copies of the opinion reached his 
office in New York only the previous 
Friday. 

Therefore, neither the Conferences 
nor the Association has had sufficient 
time, he said, to determine what its at- 
titude will be nor could Mr. Murphy 
promise Counsel Pedersen that legisla- 
tive recommendations would be forth- 
coming from the Association in the near 
future. “There are sixty member com- 
panies whose position has to be con- 
sidered,” he explained. He continued: 

“The whole question of cooperative 
agreement legislation should be recon- 
sidered. While we respect highly the 
opinion of the Attorney General there 
are other opinions to the contrary and 
decisions which he did not quote in 
his opinion and which are not in keep- 
ing with it. The recent District of 
Columbia decision would indicate that 
we do not need such legislation at this 
time. 

“While we have not yet sought the 
opinion of outstanding counsel we have 
the benefit of court decisions which lead 
us to believe that this is by no means 
a closed case.” 


Barry Strongly in Opposition 
John R. Barry, president of Corroon 
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Financial Statement—December 31st, 1948 


ASSETS 


. . . . § 9,487,898.96 


Cash in Office and Banks . ite 5 1,243,969.94 

Accrued Interest . . ge <3 40,800.02 

Outstanding Premiums ee 34,476.96 

Accounts Receivable Pa a if 10,874.46 

Total Admitted Assets. . . . . $10,818,020.34 
LIABILITIES 


Reserve for Unearned Premiums . 


Claim Reserves . . . 
Other Reserves... . 
Voluntary Reserve . 
Capital Stock . ‘ 
eS 


Total Liabilities . 


. 


: $ 2,541,649.66 
ok car; ae SR 1,274,960.70 
gp ap: Mee 623,555.90 
‘ 1,377,854.08 
‘ 1,000,000.00 
4,000,000.00 


. . . . 


$10,818,020.34 


* Bonds and Stocks are valued on basis approved by National Association of 
Insurance Commissioners. 
Securities carried at $889,410.22 in the above statement are deposited for pur- 
poses required by law. 








& Reynolds, Inc., told the legislators 
in no uncertain terms that the proposed 
bill “is a hodge podge”; that it would 
legalize commission rate wars and that 
it gives the Superintendent indirect con. 
trol over commission agreements by two 
or more insurers. ; 


Mr. Barry also called attention to the 
court decision in the District of Colum- 
bia rate case and said that the judge 
had declared that the Superintendent of 
Insurance is in office to regulate but 
not to manage the insurance business, 
With this in mind, he registered his dis- 
pleasure over any idea that the New 
York Department may have that it can 
be the regulatory authority on commis- 
sions. “If you are going to regulate 
commissions,” he declared, “then you 
would have to regulate all other items 
in Our expense picture such as salaries, 
rent, etc. Well, we won’t stand for it!” 


As to the producers’ consultation por- 
tion of the proposed bill Mr. Barry seri- 
ously doubted its workability. He 
wanted to know: “Who is going to talk 
for the agents and brokers, and repre- 
sent their interests, in consultation with 
the companies? You might find 100 
agents agreeing one day with 20 com- 
panies to adhere to the same commis- 
sion scale and the very next day they 
might turn around and do business with 
companies which are not a party to the 
agreement.” 


The danger of such a situation de- 
veloping wasswhat convinced Mr. Barry 
that a bill of this character could not 
work unless it provided for cooperative 
agreement on the part of all companies 
and producers. 


In conclusion Mr. Barry said: “It 
would be fine if the insurance industry 
were left alone. The brokers and agents 
are doing all right. We now have plenty 
of companies to write the business—the 
tight capacity situation is fast disap- 
pearing.” He then put his $64 question 
which was: “If we are going to have all 
companies in agreement, what chance 
has my company against a much bigger 
company? This bill would throttle com- 
petition and it could create one swell 
monopoly.” 


Agents, Brokers for Bill With Changes 


Beginning with John C. Stott, who 
represented the New York State Asso- 
ciation of Insurance Agents, and who 
proposed changes in the bill to improve 
its language, the agents and_ brokers 
attending this hearing were well organ- 
ized in their support of the measure, 
with the exception of the Insurance 
Brokers’ Association already noted. 


Best represented was the Brokers’ 
Association Joint Council, composed of 
representatives of five major brokers’ 
associations in New York. Thomas 
Clark of Brooklyn, its recently elected 
chairman, could not attend. In his place 
Alex Goldberger of Brooklyn acted as 
spokesman. He had the support o 
Charles A. Merante, president, Brooklyn 
Brokers Association; George Rosen of 
the Bronx Insurance Men’s Association; 
Samuel Oberman, president, General 
Brokers’ Association; Abraham 
Sprintz, counsel of the Independent 
Brokers Association of Broklyn and the 
Queens County Association of Insur- 
ance Brokers. 

John C. Weghorn, president, Associa- 
tion of Local Agents of the City of New 
York, Inc., presented a five-page state 
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“Unforeseen events... need not change and shape the course of man’s affairs” 





Such advertisements as this 
help dramatize the perpetual 
threat of financial loss through 
business liability...and help 
Maryland agents and brokers 
sell more business liability 
policies in larger amounts. 








SIGNED...FOR TROUBLE 


You, as a businessman, wouldn’t think of hand- 
ing out a signed blank check. Yet you take a risk 
fully as dangerous... when you leave yourself 
unprotected against a damage claim by anyone 
injured on your premises, or elsewhere in connec- 
tion with your business. 

Many a small business has been wiped out vir- 
tually overnight and many a larger business has 
been seriously embarrassed financially, by a law- 
suit involving bodily injury or death. 

A prudent businessman will make sure that he 


is protected against this constant threat of loss... 
by obtaining a Maryland general liability insur- 
ance policy. This policy protects you, also, against 
loss arising from damage to property of others 
caused by your negligence—or an employee’s. 

The man with the training and experience to 
advise you sensibly on this and all other insur- 
ance coverage your business needs...is your 
Maryland agent or broker. Remember: Because 
your Maryland agent knows his business, it’s good 


business for you to know him. 
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Baltimore 3, Maryland 
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Commission Bills 
(Continued from Page 44) 


ment to the Mahoney Committee which 
offered specific suggestions to improve 
the bill. He urged that any legislation 
designed to set up a means of estab- 
lishing maximum commission rates 
“must be sufficiently flexible so that the 
peculiar nature of our services and our 
New York City situation may be fairly 
treated as a departure from the norm.” 

John A. Wells, counsel of this associa- 
tion, who is associated with Dwight, 
Harris, Koegel & Caskey. New York law 
firm, accompanied Mr. Weghorn to the 
hearing and testified following him. 
Although the time was very short, M-. 
Wells had analyzed the proposed bill 
and submitted a seven-page revised draft 
with explanation as to the reasons for 
such revision. Chief among the changes 
are the following: 

1. Any legislation authorizing control 
of commissions should also authorize 
both insurers and agents to agree for 
the purpose of exercising that control. 
In effect, the legislature was asked to 
legalize the setup under the old New 
York Fire Insurance Exchange under 
which the agents (the substantial equiv- 
alent ot branch offices) were members 
of the exchange. 

2. It was felt that if the Mahoney 
bill, as amended, does not permit New 
York agents to become parties to the 
“voluntary cooperative agreements” af- 
fecting them, “it should at least unequiv- 
ocally authorize them to enter into 
agreements among themselves for the 
purposes of bargaining collectively with 
the combined insurers, without subject- 
ing them to charges of violation with 
any state or Federal anti-monopoly or 
anti-trust statute. 


Two Provisions Deleted 


3. Two provisions of the bill were 
deemed to be objectionable and both 
Mr. Stott (speaking for the state asso- 
ciation) and Mr. Wells urged their de- 
letion. They are: Subsection 2(a) which 
authorizes agreements between insurers 
establishing commission rates for agents 
and brokers provided “each such agree- 
ment shall establish rates of maximum 
commissions for any insurer not in ex- 
cess of the provision for total produc- 
tion cost applicable to the premium 
rates which are in effect for such in- 
surer.” 

Subsection 3(c) (taken verbatim from 
the so-called Murphy bill of 1948), ac- 
cording to Mr. Wells, ignores the basic 
principle of agents’ compensation. It 


follows: 
(c) Any agreement under the terms of which 


commission standards are established for any 
country, city, town or other political subdivision 
of the state which are different from the com- 
mission standards which are established for like 
political subdivisions except to the extent that 
provisions reflecting any such differences is in 
effect in the premium rates applicable in the 
territories involved, or any practice based upon 
such agreement. 

Although appreciating that the pro- 
posed legislation, if it is to serve its 
purpose effectively, must provide for 
regulation by the Superintendent, Mr. 
Wells said: “We believe that the Ma- 
honey bill may confer too much power 
on the Superintendent.” As an example, 
he mentioned that subsection 2(c) which 
confers upon an aggrieved party a right 
to appeal to an impartial arbitrator, 
then to the Superintendent, then to the 
courts, would leave an aggrieved party 
more aggrieved than ever — exhausted 
and, perhaps, bankrupt. “This surplus- 
age of remedy might be described in 
constitutional terms as ‘undue process,’ ” 
he declared. 


Authority Conferred Upon Superin- 
tendent 

Continuing Mr. Wells said: “The 
authority which we would like to confer 
upon the Superintendent, and which, I 
believe, would meet the legal require- 
ments may be briefly described. Natu- 
rally, copies of all agreements and rules 
and regulations pursuant thereto, and of 
amendments should be filed with the 
Superintendent. This filing is for in- 


formational purposes. Our amendment 
(subsection 2,(c) (2)) provides that such 
filing must occur at least 15 days before 
the effective date. This will give him 
time to review the legal sufficiency of 
the papers before they become effective. 

“The Superintendent’s express juris- 
diction should extend to legal matters 
only, and so long as the procedural and 
substantive legal provisions under our 
subsection 2 are complied with, and 
continue to be complied with, and pro- 
vided none of the practices prohibited 
by subsection 3 are committed, the Su- 
perintendent should keep hands off. 

Subsection 2, (c) (1)) of our sug- 
gested bill provides that each agreement 
shall contain a provision that any ag- 
grieved person shall arbitrate questions 
‘of fact and judgment resulting in (any) 
such rate of commission.’ The parties to 
the agreement will choose one arbi- 
trator, the aggrieved party another, and 
these two will select the third. The 
arbitrators’ decision, as the result of 
agreement prior to the arbitration, will 
be binding and conclusive. 

“Thus, we propose that the Superin- 
tendent will remain as far away from 
fixing the rates of commission, as he 
now is. He will be a policeman. ready 
to swing into action against violations 
of the statute which he learns of by 
himself or from others. In more fa- 
miliar legal jargon, he will have author- 


Weghorn Urges Continuance 
Of Mahoney Committee 


In closing his testimony at the Albany 
hearing John C. Weghorn spoke on be- 
half of his group’s executive committee 
in urging that the Mahoney Committee 
be continued since it serves a valuable 
function in providing a forum for free 
and open discussion on insurance matters. 





ity to review questions of law, not of 
fact.” 
Stott and Rose Submit Views 


John C. Stott and J. W. Rose, two 
of the warhorses of the state agents’ 
association, made a good team at the 
hearing. Mr. Stott’s opening remark 
was right to the point: “I presume that 
the proposed bill is predicated upon the 
fact that there will be a commission 
war when the buyer’s market, already 
with us, makes the going tough... . 
However, the thing you have to avoid 
in this connection is ‘locking the barn 
before the horse is stolen.’” 

Mr. Stott was prepared to support 
the proposed bill “as something that can 
be made constructive” with certain 
changes. But he did not agree with the 
“collective bargaining” idea contained 
in the Attorney General’s opinion. He 
said the position of the state agents’ 
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December 31, 1948 


ADMITTED ASSETS 
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Securities carried at $690,037.07 in the above statement are deposited as required by law. 
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association was that “if it is necessary 
that the commission structure be stabil- 
ized and this is the way in which yoy 
feel it should be done, we will go along 
with you in our support of the proposed 
bill.” In making this statement Mr 
Stott put these coments in the record: 

“We believe that agents should be 
paid for the actual services they render 
and not across the board. The man who 
really does an all-around job in servic- 
ing the risk should receive a better rate 
of compensation than one who does 
little or nothing. ‘, 

“We propose that subsection 2(b) 
should be amended as follows: “Each 
such agreement and the rules and regu- 
lations adopted pursuant thereto are 
entered into after reasonable consultation 
with, and due consideration given to the 
representatives of, licensed insurance agents 
and brokers or their respective repre- 
sentatives with respect to rates of com- 
missions payable to such insurance 
agents and brokers.” (Note: Words 
italicized weie proposed by Mr. Stott. 
—Ed.) 

Mr. Stott then said that he agreed 
with John R. Barry that subsection 3(c) 
of the proposed law would cause moie 
trouble than it is worth and might re- 
sult in a mess. Therefore, he (like 
John C. Weghorn) urged its deletion in 
entirety. 

Mr. Rose testified after a short re- 
cess and said: “With anticipated ap- 
proval of John Stott’s suggestions and 
mine, the New York State Association 
would find the bill satisfactory. Our 
association has a membership of 1,500 
members serving 40,000 insurance pro- 
ducers—sub-agents and brokers— who 
are making five to ten calls a day. They 
are on the job in advising the public as 
to insurance needs. About 2,000 calls 
a day are made. Thus we feel that our 
membership is an important segment of 
the industry.” 

Goldberger’s Testimony 


Appearing for the Brokers’ Associa- 

tion Joint Council, Alex Goldberger 
pointed out that at this time there is a 
tendency to reduce commissions in a 
certain branch of the industry. We can- 
not go to the Insurance Department 
with complaints as to this trend because 
it does not have the power to regulate 
commissions. 
“However, we are not only concerned 
with reduced commissions. We are 
faced with the potential possibility of 
commission wars. We believe that it 
should not be necessary to wait until 
the crisis comes and then enact legis- 
lation. We have seen in the past where 
commission wars have led to company 
insolvency. We feel that such potential 
emergencies can be avoided. 

“The language of the proposed bill 
clearly indicates that the legislation is 
permissive. Thus we feel that it is highly 
desirable that this bill should become 
law. We are also highly in favor of the 
amendments suggested by Messrs. Stott 
and Rose.” 

Dineen Asks for Soul-Searching 


The final thought expressed by Super- 
intendent Dineen at this hearing brings 
fittingly to a close this report. Mr. 
Dineen said that it was time for the 
business to do some “soul searching.” 
“If you want the privilege of combining 
with your competitors, are you willing 
to pay the price for such combination?” 
he asked. “It simply means that you will 
get into the habit of consulting with 
each other; it also means that yol 
should set up an arbitrator.” 

Under questioning Mr. Dineen ex 
plained that the bill would apply only 
indirectly to rate-making agencies. 
Similarly, it would pass upon commis 
sion agreements only indirectly. Finally, 
the Superintendent recommended that 
the “fair play system” apply to situa- 
tions where companies desire to take Up 
commission questions with producers 
concurrently. 

He admitted as the hearing closed 
that if the “unaffiliated people” do not 
come into the cooperative agreement 
idea, the plan probably will not work. 
“Any arrangement of this type must be 
accepted generally by the companies atl 
the producers,” he said. 
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